























go" The vacuum cleaner is the drudge of the appliance foméy. Millions 
| im use are 20 or more years old, yet families who con cttord ts 
replace them with new, efficient models, hove no’ seer said. 
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Now Westinghouse 


Maximum Profit, Fast Turnover, Minimum Inventory with only 7 Items to Carry 


Now that Westinghouse has taken the wraps off a 
brand-new Electric Blanket, only Westinghouse dealers 
can offer a complete selection of all 3 types of electric 
bed coverings. You can offer this selection, Mr. Dealer, 
with only 7 items! Blankets in 3 decorator colors, com 


torters in 4 lush colors, and one electric sheet 


WESTINGHOUSE ELECTRIC CORPORATION 


1. A Choice of All Types 
of electric bed coverings 


2. A Choice of Colors 


in Blankets and in Comforters 


3. A Choice of Controls 
blankets available with 
single or dual controls 


Bianket Controls are packed separately to give 
you this flexibility without doubling your inventory.) 


Electric Appliance Division * Mansfield, Ohio 
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of course... 
they're electric! 


4 PROFIT-REASONS WHY IT PAYS 
TO STOCK AND SELL WESTINGHOUSE 
ELECTRIC BED COVERINGS 


* The only complete line: Electric Blankets, 
Electric Comforters, Electric Sheets. 


* Minimum Inventory—you stock only 7 
items to sample and display the com- 
plete line! 


* Selling features not found in any other line 


* A line with a price range for every purse 


CALL YOUR LOCAL WESTINGHOUSE DISTRIBUTOR 
NOW! STOCK UP IN TIME FOR THE BIG 
SELLING SEASON AHEAD! 


See Them Demonstrated... 


on “Westinghouse STUDIO ONE”’... 
TV's Top Dramatic Show, Nov. 27 and Dec. 11. 
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NO OTHER LINE offers so much that is NEW- 
so much that means NEW BUSINESS for you! 


GREAT NEW MODELS! 


A brand-new standard of value developed by A.O. Smith 
engineering and mass production leadership! 


DARING NEW LOW PRICES! 


Made possible only by mass production savings. More than a 
million water heaters have now been shipped from A. O. Smith's 
huge Kankakee works. New Permaglas Automatic Electric Wate: 
Heaters sell for no more than ordinary water heaters! 


NEW, EXCLUSIVE CERAMITRON CONSTRUCTION! 


(Patent No. 2267361) Assures positive protection of glass- 
surfaced steel tanks against attack by all corrosive waters. 


A COMPLETE LINE! 


There's a model for every purpose—a price for every family. 


WIDE RANGE OF SIZES! 


With the new A. O. Smith Permaglas line, you can always supply 
the capacity to fit the needs of every customer. 


POWERFUL NATIONAL ADVERTISING! 


Every A. O. Smith dealer is backed by the most powerful con- 
tinuous national advertising in automatic water heating history. 


Of course it's electric! 


A. O. Smith Corperetion 
Water Heater Division, Dept. EM.1150 
Kenktekee, Hlineis 


1 want to be shown why I will make more money with the 
new model A. O. Smith Permaglas Automatic Electric Water 
Heaters 


Name Dp . AUTOMATIC WATER HEATERS 


Firm 
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The National Appliance-Radio-TV Picture 


Reports of Business from ELECTRICAL MERCHANDISING’s Regional Editors 
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EVERY EXCLUSIVE FEATURE 
A POWERFUL SELLING POINT 
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AFTER TESTING ALL SIMILAR MACHINES 
| SELECTED THE OSTERIZER AS THE 
QUICKEST AND THE BEST 


Now Available 


* Ask your + ema « write t 


YOU'LL DO BETTER WITH ALL 


ELECTRIC HOUSEWARES 
JOHN OSTER MANUFACTURING CO., RACINE, WISCONSIN 
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No Retreat in Prices. “The jump 
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By AMASA 68 WINDHAM 
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The Sube efantle 


$49.50 List Pric 


Expensive high 
towers still unsat- 
isfactory reception 
Only ANCHOR 
tomers with ALL of the most Ultra Hazardous instal- 
lations subject to 
damageand repair 
ONE SALE 


Many trips to re- 
pair or maintain 
faulty installation 


ONE UNIT 
ONE CALL 


- 

Dissatisfied cus- ag LD ONE satisfied 
i Wad a customer. 

tomer complaints en 

costly. 


If you are a dealer and have your own service men who make the installations 
on the TV sets you sell, it stands to reason that an installation of one of the many 
fine simple-to-install antennas, plus an ANCHOR BOOSTER will make a faster and 
more profitable installation for you, or your service agency, as well as a completely 
satisfied customer. REMEMBER, return calls due to dissatisfaction cost you money. 
SERVICE MEN: take an ANCHOR BOOSTER with you on every installation. 


ORDER FROM YOUR JOBBER TODAY 


ANCHOR RADIO CORP. 


2215 SOUTH ST LOUIS AVENUE ° CHICAGO 23, ILLINO!S 
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eT SA ey Te ae 


STORE FIXTURES 


@*" Merchandise Displayed where 
it is Easy-to-See, Easy-to-reach. 


@°"*" 50%: More Selling Space than 
conventional store equipment. 


° “Head-On" and “Side-Unit" Models 
te make 5'x5° and 5'x10° Islands. 


“Side-Units” Also for Modern Fiex- 
ible Wall Section Displays. 


NAROA Memt tact y 


ADD SALES CO. 











Inset Wustretes ease of dis- 
pleying merchandise of vary 
ing sizes on FLEXO-STEP. 24° 
high bese sections with sliding 
doors provide storage for re 
serve stocks. Modernine—sell 


more with FLEX O.STEP 


714 Commercial St 
MANITOWOC, WIS 
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BEN-HUR TAG 


on every freezer in the brilliant “= 


New BEN-HUR Line of 
“dmeruca s Finest’ 


farm and home freezers 









BEN-HUR MFG. CO. 


Dept EM 634 E Keefe Ave 
Milwavkee 12. Wiscensin 





BEN-(i]!];iess= ass wowe serenely 


REPRESENTED LEADING 
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By CLOTILDE G TAYLOR 
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VACUUM} CARPET 
LEANER | SWEEPER 





HOSE and... 


LEewryT's 
EXCLUSIVE 
NEW NO. 10! 
COMBINATION 
RUG 

WOZTZLE 


@ Add a sensational feature to an already sensational product, and 
you've hit the Jackpot! That's just what this amazing new 
invention is doing for Lewyt! Imagine! A vacuum cleaner plus 

a carpet sweeper — doth in one revolutionary new attachment! 

\ home cleaning miracle that makes Lewyt the world’s first 
high-suction vacuum cleaner with a revolving brush! 


No wonder Lewyt's backing it up with the most terrific 
advertising, promotion, and publicity campaign in 

> cleaner history' National Magazines, network 
television, radio, outdoor billboards, Dime-a-Demo 


WORLD'S FIRST HIGH-SUCTION RUG deals for dealer's salesmen, ‘‘Free’’ Perfume 
NOZZLE WITH A REVOLVING BRUSH! Promotions to boost store traffic' Never before 


Wee F 


have you had such a golden opportunity LEWYT MODEL 


‘ , + ‘ oner ties self | self! : "9 
° G vacuum cleane © Empties itself! Cleans itself to cash-in bigger, faster, surer' You can't miss’ Tera, NO. 55 
. og 2 
@ it's o carpet sweeper @ Half the weight of ordinary sweepers! See vour Lewyt distributor today' © Georomtecd by ™\ 1 gted by 
Good Househer ping U nderwr ters 
@ Adjusts itself to all rugs! @ It's 2-applionces-in-1! Saves space SS sorromes OF peeeteatiens 


OPTIONAL EQUIPMENT PLUS © Ne dust bag te empty © New ‘ Speed-Sak’’ @ It's quiet —ne reare Allergy-proef filter 
The Lewyt Vacuum Cleaner may purchased with system © New Destaletor’ © Space-saving storage © 10 light, easy te use attachments thet dust 
be the finest single purpose rug nossie ever manufacture: furniture ...dean drapes... spray paint...sweep bare floors... brighten upholstery ...de-moth desets! 


LEWYT CORPORATION + VACUUM CLEANER DIVISION, DEPT. 11 © 76 BROADWAY, BROOKLYN 11, WN. Y, 
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ELECTRICAL 


Zenith’s Great New Cobra-Matic 
Variable Speed Record Changer 


the easiest operating 
... simplest... 
all-speed automatic 
record changer 
ever invented ! 


® Now from Zenith—and Zenith alone 
ular, all-time answer to every record playing problem! The 
thrilling ‘“CCobra-Matic” 
that plays any speed record now made or yet to 
not only 33%, 45, 78. 
85 R. P. M.! 
Now with the 
Zenith" 


record speed will not make 


comes this spectac- 
exciting, . first and only record 
changer 
come but any speed from 10 to 
“Cobra-Matic”’ 


combination with positive 


you can offer customers any 
assurance that a new 
it obsolete. Demonstrate the 
marvelous, unequaled tonal beauty of the new Super-Cobra 
Tone Arm its 
onic*® Wave. Cash in on the amazing simplicity of the “Cobra- 
Matic’s” one dial for Sell 
all your prospects on a record changer that is without equal 


glorious reproduction of records on a Radi 


speed, one dial for size control! 


or comparison in record playing history 

It’s a great profit-making opportunity. So don't miss out 
Talk demonstrate —the “Cobra-Matic” 
boom in phonograph sales with the Zenith 


get set tor a 
Cobra-Matic.”’ 


performance! 


Leni (sli— No 


. quality... 


cago 3 ois Over 30 Years of 
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Available now in a brand new line of 
1951 Zenith consoles and table models of outstanding 
beauty . . 


plays any speed record now made or yet to come, 10 to 85 kr. P.M. 


Only the “Cobra-Matic” has all this 


1. Super-Cobra Tone Arm Plays Every Record Size —7, 
10, 12 inch... Every Record Speed From 10 to 65 R.P.M.! 


2. Variable Speed Lets You Set R. P.M. Control For Per- 
fect Pitch —Or Synchronize Pitch To Any Musical Instru- 
ment Or Voice! 





3. Just Two Simple Controls 
Dial For Record Speed PLAY! 


Dial For Record Size 


4, Reproduction On A Radionic Wave For Truer, Richer 
Tonal Beauty . . . Practically Free Of Surface Noise! 


5. No Needle To Change—No Extra Attachments To 
Adjust! 













om ome RADIO 
and TELEVIGION 


rH! 





Know-How’ In Rod 


onics Exclusively © Also Makers of America's Finest Hearing Aids 








































TIME- 
TESTED 


We 


IN AIR-COOLED POWER 





You are sure of the very best in engine value 
and performance when you insist on 
Briggs & Stratton—the best-known name in 
single-cylinder, 4-cycle, air-cooled engines, 
The wide acceptance of Briggs & Stratton 
engines for dependable performance has been 
created by an engineering and manufac- 
turing experience record of more than 32 
years, acquired in the building of more 
than 4 *, million engines, 


BRICGS & STRATTON CORP, 
Milwaukee 1, Wis, t S.A. 





In the automotive field Briggs & Stratton is the recognized leader 


and world's largest producer of lochs, keys and related equipment 
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CONTROLS OUTLOOK: TOUGHER AND TOUGHER 


(hovernment controls on business will get tougher—not easier 


n if there is no new flare-up to follow the apparent end 
to the Korean “Police Action.” 


Searce materials will keep getting searcer as more and more 
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FRESH'ND-AIRE 


Chactticcr ROOM 


HUMIDIFIER 


Here’s why! 

Heat that warms ‘a home also dries the airl And 
dry air takes moisture from wherever it can get 
it. It draws moisture from skin, nose, throat! It 
takes it from furniture, floors, walls. That's why 
skin feels dry and drawn in the winter. That's 
why throats tickle, why your nose feels dry and 
stopped up. That's why cracks appear in walls, 
why furniture dries and breaks. And that’s why 
a Fresh’nd-Aire Humidifier is essential to every- 
one who drows a breath! 

The Fresh’nd-Aire Humidifier pulls in dry, 
porched air— washes it—fans it out fresh—with 
the exact amount of moisture air requires. 
There’s no need then for air to rob your skin, 
your body, your house of additional moisture. 


Here’s what it does! 
@ Relieves night-time discomfort of coughs, 
stopped-up nose, difficult breathing. 
e Keeps air fresh with windows closed. 
e Filters germ-laden dust, dirt; smoke, and 
pollen froni gir. 
e Cuts down fuel bills... . More comfort 
with less heat. 
© Preserves furniture, books, musical instru- 
ments from ravages of dry air. 
e Helps prevent dry, parched skin. 
© Relieves suffering from Hay Fever and 
allergies due to dust and dirt. 
So practically everybody who draws a breath 
is a prospect for Fresh’nd-Aire’s new low-priced 
Humidifier! Be sure you get your share of this 
new appliance market! 


FRESHND-AIRE COMPANY 


Division of Cory Corporation 


Manufocturers of Cory Coffee Brewers * 


Fresh'nd-Aire Fons ¢ Circulotors 


221 North La Salle Street 
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Cory Electric Knife Sharpeners + 


Cory Electric Dishwashers 
Heater-Fans 


* Chicago 1, lilinois 


* Humidifiers « 


1950 


NEW HIGH-STYLE DESIGN! 
Smartly-styled as o piece of good furniture! « 
Attractive, durable two-tone greengray ond 
cream plostic ¢ Nevtral shodes blend with any 
color scheme 

WHAT IT DOES! 
Moisturizes air! Viashes and filters oir! 
Deodorizes and purifies air! 


FeO ment © creme & 



















ECONOMIC CURRENTS 


The Prospects for Price Inflation 





By McGraw-Hill Dept. of Economics 


we anticipated and 


1. The danger of o disastrous wave of 
price inflation is increasing steadily and 
rapidly 





weed ror el iw t ‘ by uM rm ae rou ae le 
e Con , ut by ly eto A . , 
HEATERS SELL munis ba by aisors io Ameri With 20 much, money, acon 


ween f res i nage 5 pe on csemeer quelli, ¢ ug ended 

THEMSELVES! Wisory services urges its clients to on anmumer credit hough beaded 
= \\ eek, : y Z 2 . gs nag yanmar 

or mer, MAS INE thing But lis ae | : Mw in the Federal Rese 

Matior r the pr randa } — ; 1 with its valiant struggle (part 

“Put me out where folks'll see me . . I'll do 90% of . o m the propaganda has gone Senin Me Tr casury: Depentmeat) 

your selling for you. All you have to do is close the wrecking crew to pul gene few be neck inflation by holding down + 


deal . . get the signature on the dotted line! 


“That's easy, too, because Mrs. Home Maker will 
marvel at my beauty and utility . . and, the man of 
the house—who clings to the family purse strings— 
will cater to her whims when he glances at my 
amazingly low price. SUCH VALUE! 


“Low price, yes . . but your fair profit's there. You'll 
profit more with the sale of Wagoner Water Heaters 
ond Ranges than any similar items. 


“MAIL THE COUPON BELOW for 1950 Wagoner Book- 
let in color, showing complete Wagoner family 
of Water Heaters and Ranges. 
it gives complete facts, too!" 














2. The latest boost to inflation has 
been provided by the spectacular volun- 
tery woge increases in the automobile 
industry. 


‘ 


4. Some slight subsiding of the wave 
of inflation touched off by the Korean 
crisis, with a little more subsiding in 
sight, complicates the problem by falsely 
leading quite a few people to think it 
will take core of itself 





3. There is little reason to expect that 
government controls ore soon going to 
put ony very substantial crimp in infle- 
tron. 







MR. W. G. WAGONER, President 
America & Southern Corp., Nashville 10, Tennessee 

















5. An accelerating flow of federal ex- 
penditures for the military and foreign 
aid will create the pressure to start prices 
zooming again in 1951 


Please send me booklet E-65 which describes the complete line of 
Wagener Products—free of charge ond without obligation, of course 
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STORE NAME 


ADDRESS 


city 
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The Best Ki 
in Town. We 


How Trained Salesmen 
Can Increase Your Profits! 


Right on your own payroll there is probably a 
man who can increase your kitchen business many 
times over. He’s alert, aggressive and capable. He’s 
potentially a top kitchen salesman who needs only 
development and training to be your most profitable 
employee — the best salesman in town 

American Kitchens can give him that training —and 
at absolutely no cost to you. Dealers’ records prove 
that in selling a specialty line like kitchens, sound, 
idequate salesmen’s training is a sure road to big suc 
cess. American Kitchens distributors train your men 
in centrally located schools and right in your own 
dealership 

American Kitchens training methods are recognized 





as the finest by universities, sales authorities and tech 
nical publications, They are effective, extremely prac 
tical and interesting, and above all, they have proven 
successful in increasing dealer volume 

Upon completion of the American Kitchens train 
ing course and the passing of a final examination, the 
sales trainees receive a beautiful miniature version of 
the solid gold badge shown above. It identifies the 
trained kitchen specialist, the person who knows kitch 
ens who can increase your volume and make big 
ger profits for you 

Fill in the coupon at the right. Put American 
Kitchens training to work making money for you 


Qualifications of a Kitchen Expert 


He knows how to locate good kitchen 
prospects 


He knows how to sell all of American ies 
tq. Cor 

Kitchens outstanding advantages. 5 Div. avco Me 
Coenwe 

ve Indien? chens de 
wt , per an praining 

{ am a nation on 

want ' ere 


tor an Ame » 
: > available . 


aler and 


of 

from my 
He knows how to plan any kitchen. nM 
niort n Kitt hens 


ver: 
n my 
He knows how to sell his plan. 


. ry 

He is an expert on proper installation. st 
Name 
He uses the satisfied customer he makes Compe™ 
to get other prospects Aderes’ 
City 
He is enthusiastic about the money-making County 


prospects of the American Kitchens 
business AMERICAN C 








ECONOMIC CURRENTS 


emcee CONTINUED FROM PAGE 14 eee 


id-1951, 


6. A tor more effective program to 
check inflation is economically feasible, 
but there is little evidence to indicate 
thet such a program will be followed. 


\ 


In the economy as a whole demand is 
running well ahead of production now. 
Proof, of course, is that prices are rising 
at the rate of about 1 per cent a month. 


and, we do €317 off Our Hi Yor J and wuppiyisikly to Nappy ler sae 


Model 428-CVM— Mahogany 


Every Sentinel you sell today means happy, 
, Also colorfast Blond— Model 428-CVB 


satished customers—customers who will endorse 
Sentinel to their friends and neighbors, build 
more sales for you next February, March or July 


when you will need them. Watch Sentinel, it's 7 

alive and will continue to climb when che 

dogs” are dropping out right and left. nN aa 
Alive with quality that stands up—alive with 

beauty that endures—elive with features chat o o 

mean fast sales against any competition, plus \elevtdgton,. tld 

long lived satisfaction for your Customers—yes, 

Sentinel is alive with interest for live dealers 

who want to stay alive when the present “gold 

rush is over! on (a 


Write TODAY—we'll PROVE how Sentinel 


= 
is, and shall continue to be, thoroughly alive Service Calls? 


to your prosperity! 


\ 


fi ™ 


TRULY ay SENTINEL RADIO CORPORATION 
AUTOMATIC “ Key? )/9 EVANSTON, ILLINOIS 
TUNING! \ Sey 


a 


YOU CHIMED, SIR? 
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DEIKS 
PREFEKRED): 


| 
i 
i 


To win the approval of manufacturers to the 
point where their specification sheets indicate a 
preference for your product implies more than 
mere excellence of design. Delco, for example, 
has won the approval of appliance manufac- 
turers in two ways: 


First, by making millions of motors which have 
proved their dependability on millions of appli- 
ances over a long period of years. 


Second, by maintaining a flexibility of supply 
which functions even when unusual conditions 
in the market necessitate changes in specifica- 
tions and deliveries. 


The experience of others is often the best guide. 
Delco motors, designed to meet specific torque 
and service requirements, are available in sizes 
from 1/8 h.p. up. 


For complete information on 
all types and sizes of Delco 
motors contact the nearest 
Delco office listed below. 


DELCO MOTORS 


DELCO PRODUCTS 
Division of General Motors Corporation, Dayton, Ohio 
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m Youre IN Business 


Here’s the amazing leader of the line... 


the sensational UNIVERSAL 2 Speed Washer 
a / vA with over 30 


| 2 a 
i \o (ae 
) ‘eo sales-clinching features 
“ie, 


l= 
a) 


i ) 
7} is 














5 






























NEW EXCLUSIVE Socedaclecie | 


Two-speed control in one washer! Low speed for fine fabrics 
high speed for heavy laundry. A dramatic salesmaker that 
lets your Customer control her washing! Plus the famous 


Time-A-Matic Timer that takes the “watching” out of “wash 





ing”! Plus... Safe-T-Switch that shuts off the motor in case 


of overload or stalled wringer! 
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‘With UNIVEROALG 


BiG HOME LAUNDRY LINE! 


Fu" RE THE UNIVERSAL LINE... and you're set to do the kind of fast- 
moving, high-profit business that only the widest line of top quality home 


laundry equipment can develop for you. 


WHY? 








Because Universal gives you models exactly suited to your pros- 
pect’s needs . . . priced to fit the fattest or the thinnest of 
budgets. 




















Because Universal gives you features that mean top value. . . 
a semi-automatic operation with the sensational Speedselector 
for 2-speed washing, super-safe Control-O-Roll Wringer, Float- 
ing Power, Sterilator Action ...and many others. 


You're “in” business with Universal ... and the profitable chance to “sell up” 
on every sale. For the proof, ask your Universal Distributor about the success 


stories of dealers who are in business with the Universal line! 





SINGLE SPEED WASHER —has 
same 9-pound capacity as top 
models, protected feeding zone 
and Select-c-Matic pressure con- 
trol on the wringer. Built to give 
years of quiet, trouble-free service 





DELUXE SINGLE SPEED WASHER - 
with the famous “Control-O-Roll” 
super-safe six-position wringer. Has 
all the big 33 Universal features ex- 
cept the exclusive Speedselector and 
Time-A-Matic Timer 


POPULAR PRICE WASHER — price 
leader for the low-budget family 
who wants a high-quality washer 
7-pound capacity, patented Steri- 
later and many other features 
found only in top-priced washers 


UNIVERSAL 


LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 
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GRIFFITH —____. 
rRICAL SHOP 


GENERAL ELECTRNE 


ApPLiances 
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Your money goes farther 
... your work goes faster! 


These are the famous Advance- 
Design features that help make 


CHEVROLET TRUCKS 
AMERICA’S FIRST CHOICE! 


TWO GREAT VALVE-IN-HEAD ENGINES 
the 105-h.p. Loadmaster or the improved 
92-h.p. Thriftmaster—to give you greater 
power per gallon, lower cost per load 
+ POWER-JET CARBURETOR— smoother, 
quicker acceleration response . DIA- 
PHRAGM SPRING CLUTCH for easy-action 
engagement . SYNCHRO-MESH TRANS- 
MISSIONS for fast, smooth shifting . 
HYPOID REAR AXLES—for dependability 
and long life . DOUBLE-ARTICULATED 
BRAKES—for complete driver control . 
WIDE-BASE WHEELS for increased tire mile- 
age «+ BALL-TYPE STEERING for easier 
handling «-« UNIT-DESIGN BODIES—for 
greater load protection . ADVANCE- 
DESIGN STYLING—for increased comfort 
and modern appearance 








CHEVROLE 


?0 


You're money ahead with Chevrolet trucks, for Chevrolet is 
the lowest priced line of all—and offers exceptional savings in 
on-the-job operating cost and in cost of maintenance, too. 


And, you're money ahead with Chevrolet's special features. 
Chevrolet features like Valve-in-Head engine, Power-Jet 
carburetor and many others exclusive in the field. 


You're money ahead because Chevrolet has a model built for 
your job... a truck engineered to the special requirements of 
that job and built to do it faster, better, more efficiently. 


Yes, your money goes farther . . . your work goes faster with 
Chevrolet trucks. Let your dealer tell you all the details. Let 
him prove that you’re money ahead with Chevrolet. 


CHEVROLET MOTOR DIVISION, General Metors Corpererion. DETROIT 2. MICHIGAN 


| pin demand». 
/ Fist a in yalue 
First in sales: 


“osion «=ERUCKS 
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$” Guaranteed by ~s 
Good Housekeeping 7 
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> TELEVISION 






























You know how important that GOOD HOUSEKEEPING 
guaranty seal is... what thorough testing a product must 
go through before it is guaranteed as advertised in GOOD 
HOUSEKEEPING. Now—that famous seal is granted to 
the entire line of RAYTHEON television sets! 

It’s another proof of the dependability of Raytheon. And 
no wonder! Every Raytheon set is precision engineered . . 
made of top-quality parts and materials ...to give out- 
standing performance. Raytheon uses no short cuts—leaves 
out no parts—in order to cut prices. All reasons why you 
can place full confidence in Raytheon! 

See the beautiful new models now available in the 1951 
Raytheon line. Every one is dependably built for depend- 
able performance! 


List Prices Range from $189.95 to $625.00 


a ‘ 
Fie BS hire K 


Here’s Plus Proof That Every Sadhu Set Is... 
tt: A 4 
| <u) && 


Vel Teoy/ 






















os 









Model C-1714 


As . 1 in Life, Good Housekeeping, Backed by a liberal I 
Adv p ' One-year W arranty' ar rae sender Made by } leader - 


writers Labor s- 
ato el 
ries Seal! ectronics for 25 eres 


O00 TW. Ridiess Aeainy eas Oa Dependably Built for Dependable Performance |. 
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IW Nesco Roaster-Ovens 
that BaeAl-CO0kAU KoastA// 





NEW 18-QT. MODEL 136 HAS THE 


EXCLUSIVE ‘“‘GUIDE DIAL” 


eader in the medium price held. the on roaster-oven with 


famous temperature rature selection 
r features are the 
rmaostat with signal light 
celain enameled cooking 
olors are beautitull white, simulated 


lished stainless steel 








<— NEW 20-QT. MODEL 129 HAS THE 
EXCLUSIVE BUILT-IN TIME CLOCK! 


It's the king of the new Nesco line—the most beautiful roaster-oven on the 
market today—a masterpiece of designing with removable grey porcelain en- 
smeled well, simulated gold panel, and trimmed in grey, white and chrome 
First among its most-wanted features is the famous bwi/t-in time clock, exclusive 
with Nesco, that makes cooking completely automatic! Then there's the exclusive 
insulated stainless steel cover and thick all-around insulation that cuts current 
costs and keeps the kitchen cool, Retained also are the dial-type browning vent, 
the cover-opening knob, and the accurate thermostat with signal light. List 


price $79.95 


— 


just push the 


See Thru 


insulation in 





< NEW 18-QT. MODEL 135 HAS THE 
HINGED COVER AND ‘'PUSH BUTTON’’ RELEASE 


Here's the Nesco Roaster-Oven for the budget minded—a truly sensational value 
at its low price! It offers full 18-quart capacity plus famous Nesco quality and 
features found only in Nesco’s higher priced models. Polished aluminum cover 
is hinged and exclusive “Push Button” Cover Release opens it with just a touch! 
Accurate thermostat with signal light maintains exact temperature desired 
Equipped with removable grey porcelain enameled cooking well. Colors are 
grey, white, simulated gold and aluminum. List price only $49.95 


..- plus a complete line of fine Accessories... 
including matching cabinets, pan sets, broiler- 
griddles, cookie sheets and electric timer clocks! 
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“be 


“4 NEW resco Oval 6-qt. Roasters 
and Casseroles—portable and versatile 


“a”? 


MODEL 7016 a> ®, MODEL 7013 
LIST PRICE a LIST PRICE 


red 
; LIST PRICE LIST PRICE 
ONLY ONLY Cie” ONLY wee : a ONLY 
$23.95 Wiese” $18.95 $15.95 $11.95 
NEW 6-QT. OVAL ROASTERS NEW 2%-QT. CASSEROLES 
The new styling and color scheme of the full-size Nesco models has been carried 


The “standout” cookers among all “table appliances”, Nesco casse- 
through in the smaller models as well. In addition, the latter now have beautiful roles are also more beautiful than ever . . . finished in grey, white, gold 
new patterned aluminum covers. Model 7016 has accurate thermostat and signal and chrome, with patterned aluminum covers. Model 4213 has accu- 
light. Model 7013 has HI-LOW heat control, operates on both AC and DC. Both rate thermostat with signal tight. Model 4210 has HI-LO heat control, 
have removable cooking wells operates on both AC and DC. 


Order Now for Your Holiday Business! 


270 North 12th Street, 200 ith Avenve, Wow Vor © Candie 
ont Building, Ailente + Ambes Building, 
Milwaukee 1, Wisconsin CN c S CD *- on 


MODE 4213 MODEL 4210 





St. Levis © Western Merchandise Mert, 
Sen Francisco 
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Longer Tank Life Makes Sales Job Easier! 


Longer tank life is an important sales point when you are dealing with a 
potential water heater purchaser. You can make the most of it when your 
heaters are equipped with Dow Magnesium Rods. They add years to 
heater life by protecting against premature leaks and rusty water caused 
by tank corrosion. Corrosive forces attack the rod instead of the tank; 


the rod corrodes but the tank stays sound. 


' 





OW MAGNESIUM ROD 


e-_se ai 














All magnesium rods are not of equal value 











Dow Magnesium Rods Give Maximum Protection! 


The amount and duration of the 


protection depends upon the composition and purity of the magnesium 


used. Years of research and field testing went into the perfection of the 


alloy used in Dow Magnesium Rods. There is no better rod on the market 


‘| 


Dow Magnesium Rods Help You Sell Quality Heaters 


Leading manufacturers are equipping their quality heaters with Dow Magnesium 
Rods. Use this sales potot co help sell quality heaters boost vour dollar volume, 
increase your prof. Write your manutacturer for tull information about Dow 


Magnesium Rods. If he can't supply you, write to Dow, Dept. MG-120 


VMagnessmm Divison 


THE DOW CHEMICAL COMPANY + MIDLAND, MICHIGAN 


New Yor . Boston . PRitadetprie . Werhington . Atante . Chevetend . Dew ow . Chic age 
lew . Mewston . ten Pronctece . Les Angetes . Seattio 


Dew Chemicet of Coneda Limited Terente, Conede 








95 


SPQ Thee Merges 


~ Dow 


CHEMICALS 


_ANCUSPENSABLE TO inouSsTRY 


AND AGRICULTURE 


eB TE is 
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Sick of 
‘SOUR’ Promotions ? 





TARE THE LASF CL 


Every year at this time the air is full of “dealer loading” specials. 
And every year along about February there’s a bunch of sick dealers 


still trying to digest those lemons they bought in November. 


Because even with top-grade washers in short supply this year, retailers 
report the lesser-known brands still need super-selling all the way. The 
public, by and large, still wants known quality ——and they don’t mind 
waiting to get that quality. 


Concentrate on Easy. Be “open to buy” every Easy washer that comes 
your way. The value-packed Easy line is built and priced to make 
steady specialty profits for sales-minded dealers. It’s one line that 
moves in February as well as November! Easy Washing Machine 
Corporation, Syracuse 1, New York. 
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Does Your lime Selling Plan 


mers , / 
Ais ; 


‘CUT INTO \\ ; 


YOUR f or 
PROFITS “ PROTECT 
“\ THEM? 


Sound reasoning prompts that question. 


First, let's say flatly that most of your sales in these days are made to time 
payment buyers. Consequently most of your merchandise profit comes 
from this superior volume of sales. 


But do you keep all this merchandise profit, or does too much of it slip 
through your fingers through the failure of your financing plan to protect it? 
Commercial Credit financing would protect your merchandise profits. Not 
f only that, but it would increase your profit by helping you make more 
4 / time sales. 

i / 


, Consider these advantages offered by Commercial Credit service: 
f P 1. Wholesale Financing 5. Property Insurance Protection 
; 2. Efficient Credit Investigation 6. Automatic Sales Follow-Up 
, 3. Effective Collection Service 7. Nation-wide Facilities for Service 
P 4. Life Insurance Protection 8. Protection of Customer Good Will 


Unless your present financing connection renders you all these advantages, 
efficiently, you are bound to lose some of your rightful profits. 


It pays to use Commercial Credit financing. 


Helps Dealers Make 
More SALES * More PROFITS 
More SATISFIED CUSTOMERS 


ComMERCIAL Credit CorPORATION 


A Subsidiary of 
Commercial Credit Company Baltimore ¢ Capital and Surplus Over $100,000,000 


MORE THAN 300 OFFICES IN PRINCIPAL CITIES OF THE UNITED STATES AND CANADA 
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ro birch 
An ideal 
} ; 


and charm of 


COLONIAL BEAUTY i» r maple finish 
used Has melodious | and half-hour strike m 

K ar gu the SHARON $4 
* LEGACY y Ametican furnishings ntex , sign oa 


He lass 


mahogany 
vement 
warm 


hal and in 


{ old-world artistry reflected in this self-starting 
$22.50" cased in finest 


Dial of etched brass 


SPLENDOR 
BUCKINGHAM 
selected solid mahogany 
Roman me 


beautifully 


COMPACT MODERN tan 
KENBURY is a va 


W tmineter Chime elect 
ny ubinet. | t ed iv ! al; t * da, ring in white 


Polished brass handle. Hi 


electri 
with numeral 


ae serpentine hands 


+a ‘ovel displa 


SMARTLY STYLED «a!! decorator colors RIGHT CLOCK for the cabinet, desk, table or narrow mantel 


gree ly $6.95" is a It the BAXTER —- $22.50° -- has self- starting electric 
time movement cased in brown mahogany black of 
blond wood. Numerals are in black. Polished brase trim. Per 
w. By 


ch in choice of gay 
PIPPIN « 


sles display pic 


sabeanty 
ov red 


f #ex 


clocks fect gift. Mu. 44"; 


SETH THOMAS 
(a The finest. name in docks | 


PROGUCTS OF GEMERAL Tims CORPORATION 


} 
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AMATING VALUE in clock craftmanship is thie NORTHBURY 
at $67.50.* Fall Westminster Chime. A model you'll be proud to 
feature proud to sell, Your customers will welcome it 


Hi. 11%; w. BY Has beautiful mahogany cabinet trimmed 


with bright metal 


SMART, ATYRACTIVE, in modern blond oF rich mahogany 
finish or hard woods. Has silvered dial and Roman numerals. 
DYNAIRE—SIB.50%—is a fant 
new homemakers 
Mt. 5%"; » 


"Tax extra, pr ces subject te change 


seller and especially appealing to 
Perfect for television cabinets—an ideal gift 
0%," 


tReg. U.S. Pas. OF. 


FALL 


ADVERTISING Lays 


These and m 
Clocks o 
fall in 


any more Seth Th omes 


re bein 
g featured oll this 
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when it comes fo se 


A salesman who can’t talk? Seems incredible, but it's 
true. One of your best water heater salesmen never says 
a word, but he’s selling for you—selling hard—every 
tlay of the week. He is the electric dishwasher! Every 
dishwasher bought by your customers is a silent 
salesman for Electric Water Heaters, because it can't 
wash dishes properly without plenty of hot water. 








So always be sure to ask what type and size of water 








heater your customer now has. You'll be surprised how 








easy it is to sell Electric Water Heaters this way, and 





how many actual installations result from this approach. 
Try it, prove to yourself how successful it is. 


The same principle holds true every time you sell an 
Electric Clothes Washer, Range or Dryer. Each of these 
appliances also paves the way for an Electric Water 
Heater sale—the washer because it, too, needs a 
dependable supply of hot water at the proper 
temperature—the other two appliances because when a 
home is wired for them it’s easier and costs less to 
install an Electric Water Heater. 

Even if you don’t make the water heater sale at the 
time you sell the other appliances, put each customer on 
your hot prospect list and follow up frequently. The job 






is made still easier by the fact that people want electric 
hot water. Industry figures and surveys show that. More + 
people all the time are buying Electric Water Heaters. 





site: 6 ey 2 ; ei ee Aree og ace sole aaa 


They’re what people want! 


CLECTRIC WATER HEATER SECTION — Notional Electrical Manufacturers Association, 155 East 44th Street, New York 17, N.Y. 


ALLCRAFT - BAUER - BRADFORD - CRANE-LINE SELECTRIC - CROSLEY - DEEPFREEZE - FAIRBANKS-MORSE + FOWLER 
FRIGIDAIRE - GENERAL ELECTRIC - HOTPOINT - HOTSTREAM - JOHN WOOD - KELVINATOR - LAWSON - MERTLAND - MONARCH 
NORGE « PEMCO ~ REX - RHEEM - SEPCO - A.O. SMITH - THERMOGRAY - TOASTMASTER - UNIVERSAL - WESIX - WESTINGHOUSE 
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Du Pont announces a NEW finish for refrigerator interiors 


NEW 
FAMOUS tga !“DULUX” 
“DULUX” x . = ‘3 ad on the inside 


on the outside 





No wonder profit-wise dealers everywhere point to the 
DULUX Enamel seal to give prospects visible proof of 


«.» NEW DULUX Food Compartment Enamel on the 
inside . . . identified by a new seal to put more punch 
into your sales story! 


quality exterior finishing —a finish that gives years 
of washable, mar-resistant service. Sparkling, rigidly- 
pre-tested DULUX Enamel has helped to clinch over 


' DULUX Food Compartment Enamel provides re- 
20,000,000 refrigerator sales! 


frigerator liners with the same kind of long-term beauty 
and protection that has made DULUX Enamel Amer- 
ica’s leading home appliance finish. Be sure your manu- 
facturer supplies DULUX- finished refrigerators with 
both DULUX seals. If you don’t ask for them when you 
buy, you can’t feature them when you sell! 


And now you get just twice the sales ammunition .. . 
famous DULUX Enamel on the outside, identified by 
the DULUX Enamel seal . PLUS... 





“DULUX” IS AMERICA'S LEADING 
HOME-APPLIANCE FINISH 




















DULUX Refrigerator Finishes 
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2755 LAMPS ~VOLP’S ELECTRIC SHOP Frtturrs 12 





ne 


Siew. 


He turned a jinx 
one of Chicagola 
growing applian 





ee ee ee, 


‘ Stan Volp quit one business, lost another in 
j the depression and saw the war kayo the 


third. Then he remembered his father’s idea.. 


r you can't get it at Volp's ‘ can t money. There wasn't much available for a 
| That sa pretty well known fact flecdul lawyer he went mto the real 
around Island, Pinot iburban con estate business in California. Big profits 
TUL th of Chien came quickly, but disappeared with equal 
lhe ren In 1945. Stanley Hi. \ ip pemd un the depresstor 
owner of Vol Llectric Shop at 12755 Ile returned home to Blue Island without 
Western Ave. Blue Ishand, decided to dis i dime, Law practice still looked unpromis 
reward the war , f the old timers and ing, so he started a heating business. Oper 


put into practice an idea his father had once ating from a rented garage, he built another 
wiven hum successful venture from scratch 

To Stan Volp, the hazards of business Then came the war. Lack of men and ma 
were nothing new. tle had been m and out terials couvinced Stan that he could no 
of three ventur porhor ta the d World ver do a satisfactory job. However, the 
War Il. This is the story of his rise in the success of his heating business left him fairly 


appliance field md the wumportant part well fixed financially 


played in it bw comsestent advertimimng 
When Stan finished law school at the Uni Stan takes a chance 


versity of Southern California, he eoded It was during the war that I recalled one 


ADVER SEMENT 
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Volp's Electric Shop, 12755 S$. Western Ave., Bive island, iil 


location into 
nd’s fastest 
ce stores 


of my father’s pet theories about Blue 
Island,” Stan said. ‘He used to say that this 
is a $9.98 town. He meant that Blue Island 
merchants were letting a lot of trade slip 
away because nobody carried full stocks of 
the higher quality merchandise. He con- 
tended that in a community of home owners 
like this a fellow could offer a big selection 
of top quality goods and the people would 
pay the pris 

Seeing the big demand ahead for home 
appliances, | decided to try out the idea in 
the appliance field 

Some of the older business men said I 
wouldn t be able to make a go of it. and es- 
pecially in the location | had leased. The 
only building available at the time. it was 
located well out of Blue Island's business 
district. It had detied the best efforts of its 
previous tenants, 

“My first step was to line up franchises, 
When FE opened in 1945 the place was still 
pretty bare. While we waited for production 
to catch up, we pushed our service business 


and sold lamps 


Variety brings traffic 
Stan met the problem of poor location with a 


full line of traffic appliances, plus a number 
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of lines not usually handled in an appliance 
store. Among these are a full line of paints, 
lighting fixtures, sewing machines, clocks 
and vacuum sweepers. 

Tie-in sales account for a surprising 
amount of business,” he said. “Our paint 
department, for instance, attracts people 
who are in the mood to improve their homes 
It's an easy switch to appliances. Our 
charge account service makes tie-in sales 
easier, and nothing we've sold on credit has 
ever had to be re possessed 

Stan believes that you can't sell from an 
empty wagon, and carries out this philosophy 
in his planning. He features the full line of 
General Electric products, and other well 
known brands such as Motorola, Emerson, 
Spartan Ruud and Universal 

“It takes a lot of study,” 


my three salespeople and I make it our busi 


said Stan, “but 


ness to know our merchandise from the in 
side out. Ive seen too many salesmen who 
can't answer the customer's questions, and 


that’s the quickest way I know to lose a sale 


Service outweighs discount 


“When a customer sees what he wants to 
buy, the next thing he considers is service 
Five hard-working service men enable us to 
offer a full service guarantee on everything 
we sell 
We also take in a lot of service work on 
merchandise bought in other stores. This 
kind of a job always gives us a chance to 
make a new customer for our own sales de- 
partment. We explain to the service customer 
how he could have saved the service expense 
if he had bought from us. A lot of them come 
back when they're in the market for some- 
thing we sell. 
“I believe that a good service policy is 
more important than a discount. If you 
offer big discounts, you can’t afford to make 


good on a satisfactory service guarantee 


That's one reason why I don’t cut prices. | 


may lose some sales, but I've discovered 
that a lot of people still like to do business 
my way.” 

Follow-up calls are made after each major 
sale to make sure the customer is satisfied 
“If they aren't entirely pleased,” said Stan, 
“we offer a check for the full amount paid 
and buy the item back. 

“Some of these methods may seem un- 
profitable, but in the long run they are our 
best profit builders. We're out to make per 
manent customers, and these are the methods 
that do the job.” 


The power of demonstration 


Stan believes in demonstrations, An operat- 
ing kitchen stands in one corner of his dis- 
play room. He and his salespeople conduct 
frequent demonstrations of each piece of 
equipment, and the convenience of the com- 
plete kitchen unit often paves the way for 
bigger sales. 

They conduct a demonstration in the cus- 
tomer’s home with each major appliance m- 
stallation. There are usually a few neighbors 
on the scene, so the home demonstration 
serves a double purpose. It answers the cus- 
tomer’s questions, and frequently creates 
new prospects, 

His record of continued gains points up 
the effectiveness of Stan's selling methods 
In 1945, his first year in business, he took in 
$70,000 with little more than lamps to sell. 
Since that time, he has realized volume in 
creases of at least 20 per cent each year over 
the previous year. 

“Once you've established yourself as a 
trustworthy merchant and arrived at a good 
sales policy,’ Stan said, “further growth de- 
pends largely on the effectiveness of your 
advertising.” 


Ad repetition sells 
Stan's advertising ideas are simply stated. 


“I try to reach a maximum number of pros- 












Ston Volp demonstrotes the conve 


e of the 
















































Penns 








MERCHANDISING—NOVEMBER, 


plete operating kitchen instolied in hu dupicy room. 





ADVERTISEMENT 


1950 


pects as often as possible,” he says. “The 
main thing in appliance advertising is repeti- 
tion. It's like a snowball rolling down hill. 
The longer it keeps rolling, the more weight 
it carries, 

“The ‘Selective Area advertising plan of 
the Chicago Tribure fits in perfectly with 
our program. Lt gives us the power of big 
space ads and top circulation in our area for 
such a low cost that we can maintain an im- 
pressive schedule, 

“The ads always do a big job for us in Blue 
Island. What's more, they bring in a lot of 
customers from places we've always con- 
sidered to be outside our trading area, 


Selective Area ads best buy 

“We started using Selective Area ads in 
1948, anc we always see a definite increase in 
sales as a result of each ad. Sometimes the 
ads are in color, and I'm convinced there's 
nothing in this market that has the pulling 
power of Tribune ads and color combined. 
People even come in with the ads in their 
hands, 

“This year, we've been in on almost every 
Selective Area ad that's been offered us. 
Dollar for dollar, | believe it’s the most 
effective advertising we use.” 


VANUPACTURERS: Your dealers sell your 
product with greater enthusiasm and feature it 
more prominently in their displays when they 
can see the effect of your advertising in their 
own stores, 

With the Selective Area advertising plan, 
you give the dealer the kind of advertising he 
understands. Retail-store-lype copy over his 
own name in Chicago's No. 1 medium reaches 
the prospects best able to trade with him, His 
cost is ax liltle as one per cent of card rales. 
Yel the entire program is factory-controlled 
and agency-placed, 

Dealers, distri)ulors and manufacturers have 
indicated the plan's effectiveness by investing 
in it more than $1,250,000—in the appliance 
field alone, Far more than half of the appliance 
retailers in Chicago and suburbs have made 
Selective Area advertising a part of their 
programs, 

The Selective Area advertising plan can get 
increased dealer support for your produet and 
help you build the consumer franchise you 
want in the multi-billion dollar Chicago market, 

Your Chicago Tribune representative will 
gladly give you complete information. Ask 
him to call, 


Chicago Tribune 


A. W. Deeier , 1553 Tritane Tower, Chicago 11 

E. P. Struhsucker, 220 B. 42ad St. New York City 17 

W. EB. Betes, Penobscot Bidg., Detrnit 26 

Fitepetrick & Chamberlin, 155 Montgomery St., Sen Francisco 4 
ales, 1127 Wilshire Biyd., Low Angeles 17 

MEMBER: FIRST 3 MARKETS GROUP AND 

METROPOLITAN SUNDAY NEWSPAPERS, INC. 
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ALREADY PRE-SOLD 
FOR YOU! 





Air Way Ts lallibacli 
Vacuum Cleaner 
Admiral Electric Range 
Bendix Automatic Dryers 
Washers & Jroners 

Cadillac Vacuum 
Cleaner 

Domestic Sewmachin 

Farberware Automati« 
Percolator Robot 

Firestone Home 
Appliances 

Frigidaire 

Frigidaire Automatic 
Washer 

Frigidaire Electric 
Ranges 

General Electric Irons 

General Electric Steam 
& Dry Iron 


General Electric Washers 





& lroners 

General Mills 
Automatic Toaster 

General Mills Tru-Heat 
lron 

Maytag Washers, 
lroners, Ranges & 
Freezers 


Necchi Sewing Machines 


Perfection Electric Range 


Presto Vapor-Steam Iron 
wes 190! Speed Queen Washers 
Uf (Qh & lroners 
G Sunbeam Coffeemaster 
Sunbeam Ironmaster 
Pep up pre-holiday selling. Key your oy “sante’ s Helper —Your Sewing Ma- 
counter and window displays to these chine" —how to make dozens of ex- 


up-to-the-minute articles in the citing Christmas gifts with an elec- 
November COMPANION tric sewing machine! 


Sunbeam Mixmaster 
Universal Stroke-Sav-r 
Iron 
Westinghouse Frost-Free 
o “Time Out for Good Meals" — tips o ana for month-in, month-out sales, Refrigerator 
that stress the time-saving values of always build displays around mer- Westinghouse 
electric grills, mixers, vacuum clean chandise advertised in the Com- Roaster-Oven 


ers and attachments! PANION (listed at right). Westinghouse 
Speed ‘a feralats Range 


White Sewing Machines 
Y | ) -- > A Circulation: waeres cated Kitchens 
| j j | - 900,000 utomatic 
, a L | 4 Dishwasher 
mm ew | 
JU a iil 


Youngstown Kitchens 
Electric Sink 
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/ Great NEW NORGE features! 
A terrific NEW NORGE LOOK! 
—at unmatched NEW 


NORGE PRICES! 























WOW! ror DESIGN! 


The trim, graceful lines of a slick chick from 
Park Avenue ... yet you just know that under- 
neath that all-titanium porcelain finish is the 
sturdiness of a Notre Dame halfback! From the 
top of the highest backrail in the industry to the 
super-strong super-efficient cooking elements! 


WOW! on FEATURES! 


In addition to all the great features that have 
established Norge Electric Ranges as front- 
runners in the industry—the famous Blended 
Heat Oven, 7 tailored cooking speeds, Saftee 
switches and many cthers—these new ranges 
offer even more hot-off-the-griddle exclusives! 
Glance at the exciting panel at the bottom of 
this page to get a quick idea of just what's up! 


WOW! cor PRICE AND PROFIT! 


Nowhere ... we'll repeat that... nowhere can 


you find Electric Ranges that give you so many 
real, solid selling features, such brilliant design 
and construction, such amazingly efhcient per- 
formance, for such attractive prices! Norge and 
only Norge is the line with the real dealer payoff. 
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‘ FEATURE 


Model E-77 
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Now Dealers Kverywhere Agree 


PHILCO 


BALANCED BLAM 
TELL VISTON 


YET PHILCO DID NOT STOP HERE in designing its 1951 relevision 


cated a new « ept ot chassis design—the Custom- 


opment 
nany other 
structive mer- 
mprovements on 
and with 


eis for every preference, every shade « 


YES, THE PHILCO OF OLD the Philco that the dealers of America 


nave LOOKS TO aS ie iNnGn y éeader for fraipoi yea has taken 


IT'S ANOTHER PHILCO "FIRST". Ii 


VISION Every | 1} co ha s swee overt t vision, bringing new opportunines tor sales and profits, 


ve ee ‘ ‘ ol ledges: no with a line chac is hailed by all—Ferst in Quality, First in Perform- 
¢ ance, First in Value! 
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Tu Be POLISHER ano SCRUBBER 


Made and advertised by the largest manufacture 


Nationally advertised in 8 leading magazines 
More than 28,000,000 readers 
Fall and Christmas Advertisements 


 gaTURDAY EV 
AMERICAN HO 


ime re REGINA c 


Go)» 
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Us 


‘al 


machines n Ame 


The REGINA Corporation, Rahway 2, New Jersey 


Please send 


STORE NAME 
ADURESS 


SIONED 


Name 
Regina 


and address of distributor for my 


Polisher dealer helps 


territory © 


cary a> io“ 


Tala?) 


PAGE 35 








Why Frigidaire sales are growing fast 
in the fast-growing home laundry tield | 





New Frigidaire Automatic Frigidaire Electric lroner wit 
Washer gets clothes really clean \ “a Prestoe atic “oot Control 4 
Prigad Dealers are winning an ever-incre ‘ inks to exclusive Live-Water 7 sight toe-pressure contr ror 
Action. The sensational new Select = Seo ro an 2 


guide clothes 


Yes, more and more homemakers 


ure ying automatic laundry eq ment 


()-Dnal makes this washer ree 
One big reason for this success tic. Has smart new styling ‘ open-end roll 
til new Frigidaire ! bean xl re new high Dack pan Lifetime neets, ta oths and other large 
j rforn ror ler , ty Fac Porcelain finish inside and out! pie De ironed as easily as 
vonder so many women say ller on eight of ironer ad 
, th vu can’t match a Frigidaire Auto justabie lor 

“* ' atic Washer ' ; = ° . 

make Frigidaire Amer oO. 1 Refrigerator Frigidaire Electric Water 
, New Frigidaire Electric Clothes Heaters are equipped with ex 


y t} word ‘ are ttir . > : 
Equally important, (hese prod . : Dryer gets one washerload of clusive, sickle-shaped ‘Radiantube 


wrous. conais * kind o romotion for | : : : 
the vig 8, Consistent Kind ol ; . clothes dry while the next load is s. Round upright models avail 
joes 1t whatever the 


which Frigidaire is famous. Heavy national adver washing — and d | le in 30 to 80 gallon sizes. Table 
using wm acheduled the year ‘round nd the list weather. New variable tempera } top models in 30 and 40 gallon 
t rht sizes —available with porcelain or 
I New long-lasting new Vitalast working 


of sales training and merchandisi } s AVI ture control permits choice of ng 
able to dealers would fill this page! heat for all types of fabrics 
built-in Ozone Lamp gives clothes tops. Magnesium rod models avail 


naximum comfort 


No wonder Frigidaire Dealers agree ou fresh, clean smell. 115V. and 220\ able in areas with corrosive water 
’ i! 


«Maes ay allable 


== You cant match a 
FRIGIDAIRE FRANCHISE 
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can't match a Frigidaire Franc! 





For Appliance delivery 


TOP 
ECONOMY 


BIG LOAD 
CAPACITY 











6% -ft. Ford F-1 Pickup shown here. G.V.W. rating-4,700 Ibs. Hody 
capacity—45 cu. ft. Payload 1,480 Ibs. Available with 95 ‘ Sx of 
100-h. p. V-8. One of over 175 models including 145-h.p. Big Jobs 


Americas No.| Economy Pickup 


10 WAYS BETTER 
THAN THE 4 OTHER 
LEADING MAKES 


Ford Trucking Costs Less Because= 


FORD TRUCKS 


LAST LO 


Using latest registration data on 6,592,000 trucks, 
life insurance experts prove Ford Trucks last longer! 
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@ You get so many extra values at 
no extra cost in the Ford F-1 Pickup. 
There isn't another full-size Pickup 
that carries a lower list price than the 
6-cylinder Ford. And it's 10 ways 
better than the 4 other leading makes. 


Lowest loading height (24 inches). 
Up to 15% greeter frame section 
modulus. 

Up te 18% more broke lining area. 
10° Gyro-Grip clutch with needle 
bearing release levers. 

Lighter curb weight—only 3,220 ibs. 
Higher net torque. 

Higher compression ratio. 

Olli filter (standard). 

One-quert oll beth air cleaner 
(standerd). 

10, “Million-dolier” Cab for extra driver 
comfort, roominess and safety. 


SPP ae Pe 


Name 


NGER 


— 


1950 


MAIL 


PULL LINE [ 
LIGHT MODELS () 


Address 


Truck users are switching to Ford 
Trucks for extra value. That's why 
Ford Trucks are currently making the 
industry's biggest sales gains. 

Switch to Ford—America’s No. 1 
Truck Value. Over 175 models to fit 
your job—95-h.p. Pickups to 145- 
h.p. Big Jobs. Ford's the only truck 
in America that gives you a choice of 
6-cylinder or V-8 power. 


x * * 


For bigger, heavier loads, choose 
the 8-ft. long, 54-in. wide Ex- 
press body, avaliable on Ford 
Series F-2 rated up to 5,700 Ibs. 
G.V.W., and Series F-3 rated up 
to 6,800 Ibs., 122-in. wheelbase. 


THIS COUPON TODAY! 


FORD Division of FORD MOTOR COMPANY 


3275 Scheeter R4., Dearborn, Mich. 


Send me without charge or obligation, detail 
specifications on Ford 


Trucks for 1950 


HEAVY DUTY MODELS [) 
EXTRA HEAVY DUTY MODELS () 


(Pleave print plarnly) 


3 ee a ee end 





Each year Hoover's traditional gift-giving slogan grows greater 
This year it's greater than ever with five new Hoover Cleaners to choose 
from, as well as che latest additions to the Hoover line—the new Hoover 


Floor Polisher, the new Hoover Dustette, and the Hoover Irou 





That's why Hoover dealers are all set for the biggest Christmas selling 
event in Hoover history! What better way to wind up a record Hoover 
year! A record number of new Hoover Cleaners introduced a record 
advertising schedule to spread the exciting news... and record Hoover sales 


Yes, Hoover dealers know it this Christmas 


You'll be happier with a Hoover 


Triple-Action 


Model 29 AERO-DYNE 


Model 4] 


= 


[Prd 


AERO-DYNE 
Model 51 
LS 
Triple Action 
Triple- Action Model 115 
Mode! 62 ~ 
Hoover Iron , 








ee THE HOOVER COMPANY 
North Canton, Ohio; Hamilton, Ontario, Canada 
uf Perivale, England 


_ MNoover 


~ 


— Floor Polisher 
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Once again you've got to regard your sales outlook with 
cold realism — move to supplement your old sources with 
new ones . . . for you can’t draw business to an empty store. 
So thoughtfully, open-mindedly look at Preway electric 
ranges, a line that matches big name brands in style, in 
features, in quality construction and in cooking and baking 
performance. It isn’t unimportant, either, that Preway leads 
them all in price — a competitive advantage near and dear 


to every woman's heart — and yours. 


You can see these things for yourself by any comparison 
tests you care to make — and Preway ranges are guaranteed 
by a multi-million dollar company, America’s fastest-growing 
manufacturer of major home appliances. The Preway rep- 
resentative in your area will be glad to show you this well- 
balanced short line with the greatest selling story in the in- 
dustry. If you'd like to have him call; or if you want complete 


information at once, please write 
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lectric Ranges 


e line with the greatest 
story in the industry 
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SECOND 


IN A SERIES OF DUMONT 


PRODUCT 





How Du Mont’s extra tubes mean 
extra sales for you 


irke added cylinders in 
on avtomobile, Du Mont's 
odded tubes give greater 


power, smoother operation 


Mont Revert 


one of the new 17-inch Du Mont Telesets 
FM radio. Piug-in for record player 


As you know, a television set will work on 13 
tubes. But it will work ever so much better on 
21. And the resulting better performance means 


better business for you. 


Even the lowest priced Du Mont has 21 tubes, 
plus 2 rectifiers and the CRT. That's one reason 
why the Du Mont picture is brighter and stead- 
ier; the focus sharper; the tone values more 
faithful... 


distortion... why Du Mont owners stay satisfied. 


why vou sce no smear, roll-over or 





It is DuMont manufacturing policy to use 
extra tubes—and oversize parts, finer materials, 
better shielding as well. The most advanced cir- 
cuitry, the most rigid quality control in the 
entire industry are in every Du Mont. 


Nore models, more styles, with big 17- and 
19-inch screens make up the Du Mont line. 
Du Mont — first with the finest in television — 
was always a dealer’s prestige line. Now, more 


than ever, Du Mont ts a profit line too. 


You'll do better with 7 
Television’s most coveted franchise 


Mont Television Network, 515 M™ A 
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aoalll — ons gives she FEATU 


mar saTisFY YOUR OUBTOMERS ! 


AND NO OTHER RANGE GIVES YOU THESE FEATURES ! 


‘ ONLY THE BEST 
«| CAN BEAR THIS CREST 













No more risk of 
burning yourself! You 
do not touch the heat 
ing unit at all! It's ab- 
solutely safe, always! 





agic! 


With one ome 
turn of Magic Dial, the 
heating unit nestles 
down easily, to 
deepwell eooker—or 
rises smoothly to’ be- 
come fourth surface 
anit, Up and down, en- 
tirely by remote control! 

(Medels G and H) 


Ups a baby-sitter 


could be more help! 
=~ a full-course 

ace in UPS-A- 
pals) deepwell —set 
automatic controls — go 
ewey. Return hours 
later to @ delicious, per- 
feetly cooked meal. 
More magic! 


>> 













You know what sells ranges: it’s features! Dramatic 
features that demonstrate exciti UPS-A-DAISY as it 
features a 
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for you, in the pages of Ladies’ Home Journal, 


The advertisers listed below believe that making 
curt ownnr4 customers for you is their business. They're working 





pre-selling readers* on the brands and products you 


f carry. This customer-making advertising profits 
. you most when you stock— promote—display — 
advertise these brands in LADIES’ HOME JOURNAL. 


DECEMBER, 1949, TO NOVEMBER, 1950, YOUR BRAND HEADLINERS WERE: 





Met-L-Top troning Table 
Mirro-Matic Electric Percolator 
M Matic Pressure Cooker 
Motorola Clock Radio 
M a Portable Radio 
ja Table Radu 
a Televisior 
a Television-Radi 


tchens 


} Machines 
‘ ric Roaster 
Kitchen Utensils and ) 
New Home Sewing Machines 
Norge Gas Range 
Norge Refrigerator 
» Washe 


Regina 
if 1 oor ' 
_ Revere Ware 

Waffle Bake Rid-Jid | 

c Refrigerator 

c Range h Clock-Radio 

ve Freeze : Zenith Rad nograph 

Zenith Radio-Phe nograpt Television 
and Radios 


lronmaster Zenith Television and Radios 
Magic Chef Gas Rang inteam Mixmaster Zenith TV Radio-Phonographs 
Maytag Washers and Gas Range unbeam Toaster Television Consoles and Radios 


t Va wn ( 


*Nearly half—47.2%—of 72,012 women shoppers interviewed in 642 retail stores of all kinds reported they read 


LADIES’ HOME 


Largest newsstand sale of ANY magazine, weekly or monthly 
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Imagine a screen more than three times as 
wide as this advertisement—and you have 
an idea how tremendous this new Stromberg- 


Carlson picture is! 


356 square inches of 
bright, clear television! 

Only 46” high, 38” wide and 26” deep, 
this amazing!y compact cabinet is purposely 
designed for home use. It is also an ideal re- 
ceiver for schools, clubs, auditoriums—any 
place where large groups gather. 

The Stancliffe demonstrates again—in Big- 
as-Life television, “There is Nothing Finer 
Than a Stromberg-Carlson.” 


Vou Sta 


life 
ere 
It's a complete home entertainment unit! 
Huge 24-inch Hi-Contrast “black” tube— 


356 square inches! . . . Exclusive tuner 
brings brightest, clearest, steadiest pictures — 
even in difficult areas . . . Exquisite tone 
from famous Stromberg-Carlson audio system 
and full-floating, 12-inch, concert-type 
speaker . . . High-fidelity AM-FM radio, 
3-s autdmatic recor 
ea antennas... Dencatiel bested cabinet, 
decorator-designed, completely hand-rubbed, 
two full-length, full-swing doors . . . 

In Honduras mahogany veneers, $925.00° 


*Plus tax, Slightly kigher im South and ost. Prices subject to 
change without notwe 


“There is nothing finer than a STROMBERG-CARLS( IN, 


Stromberg-Carlson Compony, Rochester 3, N. Y.—in Conede, Stromberg-Corlson Co., Lid., Toronto 
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Tomes ti 


SEWING MACHINES 


i uate 
the hme ae how 


fe ow 70 pos 


ARLINGTON, WASHINGTON 
POPULATION 1,872 


DOMESTIC VOLUME: $15,000 


An average gross of more than $8 per resident! That's the 
phenomenal sales record of Henry Murray of Arlington, 
Washington and this amazing record was made on 
sales of Domestic Sewmachines alone! 

Mr. Lund’s letter speaks for itself... a constant increase 
in profitable Domestic Sales each year since 1946, plus an 
over-all increase in other appliance sales. 

Domestic can be the sales stimulant vour store needs, 
too, See vour Domestic Distributor. Have him show vou 
just what the Domestic Franchise can do for vou. Or, 
write Domestic Sewing Machine 
(o., Ine., Cleveland 1, Ohio 


Customers are just 
naturally invited 
into the Heory Murray 
store because they can 
se thre merchandise 
the want { Pee im 
stcle demonstrations 


weer produce sales 


menrioan Free Enterprise Built bv Skilled 1m 


SOLD AND SERVICED BY MORE DEALERS THAN ANY OTHER MAKE OF SEWING MACHINE { 
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OU find many good makes of water heaters today—but the man CTR 
who handles White WATER-HOTTERS knows he can “sell GAS AND ELE ic 


rings around” all competition. He has, in White, all the conven- AUTOMATIC WATER HEATERS 


tional features of all top quality automatic water heaters PLUS so 

many extra advantages that point by point, no rival can even “hold \ S \ 
a candle” to him. And you can bet your bottom dollar that this \\ \\ \\) 4. 
detail-for-detail White quality shows up in White dealers’ profits. \ X 

For the complete Proved Profit Story, get in IMMEDIATE touch gueea 


with your White distributor —or write White direct. Today! ' 
White Propucts Corporation, Middleville, Michigan. 





ee 


erent 


eeeeecen eeeecane eeeeceaneee 
, WHITE PRODUCTS CORPORATION 

t MIDDLEVILLE, MICHIGAN 

' 


Gentlemen: . 


Please send me the White “Water-Hotter” story. My business 
letterhead is attached. 


NATIONALLY —" 
ADVERTISED b) AN My Nome... 


Herd hitting odvertise- a" 
ments in big publications ' \ . Address...... 
help precel! prospects, 

keep your » moving ; 

fost! 7 ¢ Ci ccenncettibnnsineniatiia: tell 
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It's Rocking the Industry in News... Excitement... Sales! 
ZENITH’S AMAZING...INCREDIBLE 





‘LAZY BONES Remo 


Complete Television Program Selection 
From Anywhere in the Room! 


Changes Station, Picture, Sound 
at the Touch of a Finger! 


la 


Demonstrate These “Most Wanted” Television Features 
. ++ You'll Find Them All in Zenith and Nowhere Else! 


New Reflection-Proef Blaxide Picture Tube. | Connection for Phonevision. If and when this 


ewing | mn you enjoy picture great Zenith development is approved as a com 
ce f window and ' ght reflect a ercia und thereby is made available or 
we i y t standards, unit may be attached to bring 
ghted t “ loot ‘ gt i costly te si programs right into 


? New “Super-Renge” Chassis. Uri Built-in Provision for Receiving the Proposed 
fa ‘ arer tf 


before lifficu rd New Ultra-High Frequencies 


mn present stan 


where " t weak for dards With a Zenith, UHF tuner strips can be read 
dded to the turret tuner, so that you will not 
have t iy a new set? “ you have to use an 

exte i erter 


5 15 Millienths-of-e-Second “Gated” Automatic 
Gein Control. Virtually eliminates picture flut 


1, Une ing it against terference 





mn wae RADIO 
end TELEVISION 


Pre -Tuned Pictuvremagnet Antenna in All 
Medels. Built and req sdjustments 
Y tes need for externa t r ‘ 





k 





Zenith Rod Corporetion, Chicago 39. Illinois @ Over 25 Years of “Know How” in Radion 


te Control IV 


NOVEMBER, 







Never before in Zenith history has a tele- 
vision improvement met with such enthu- 
siasm ... more clamoring public interest 
and demand! Overnight — Zenith’s mirac- 
ulous “Lazy Bones” Remote Control Tun- 
ing has set a new standard of enjoyment 
in television 


Now —from clear across the room —Ze- 
nith® television with “Lazy Bones” Re- 
mote Control and the famous turret tuner 
automatically change progran com- 


pletely adjust station, picture, sound 


from a tiny control in the palm of the 
hand. And there's nothing more to tune! 
Not one single knob to adjust or re-tune 


All the necessary adjustments are made 
instantly . automatically ! 

Just one eye-opening demonstration 4 
and shoppers become buyers boosters 
in their own homes for “Lazy Bones” 
Tuning Ease—the biggest thrill in tele- 
vision yet! Feature it promote it 
watch your sales climb higher and higher 
with Zenith—all through '50! 





Lazy Bones” Remote Contr pt xt small cost 


3/1 1951 Zenith TV models 


cs Exclusively @ Also Makers of America's Finest Heoring Aid 
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BEFORE 
YOU LEAP |» 


os. 





TRIPLE FLEX 
SPIRAL AGITATOR 


Scientifically spi- 
raled fins all the 
way up the center 
post wash ALL the 
clothes ALL the 
time. Faster— 
easier on clothes 


STRAIGHT SIDE 
WIDE BOTTOM 
Tus—This big, 
spacious tub pro- 
vides greater load 
capacity and a free- 
rolling space for 
thorough, gentle 
washing action 





SILENT BALL 
SEARING 
TRANSMISSION 





Rugged, powerful, 
quiet—the heart 
of the machine and 
a big reason for 
Duchess popu- 
larity. Sealed in 
oil for life 





SDAA NRO SOOO AEBS RE IY ON Ue aa Rs SE Hib Riese RIOT BM MEG ARON HE SH 


DOUBLE WALL 4 vA 
HOLD-HEAT , 
JACKET — Keeps 

water hot longer. ‘ 

Hi-Bake gleaming A manufacturer must be sure of his product when he asks you to 


white enamel fin- compare before buying. Chrysler said, “Look at all 3 before you buy.” 
ish. Hard, durable, Packard said, “Ask the man who owns one.”” We say, “Ask any 
beautiful. Wipes Duchess dealer” . . Sure, Duchess is more profitable. Sure, it has 
———— f ] clean with a damp features and umph that make sales easier. But there is more to a sale 
cloth. than just a quick profit. There is the business that you have built —the 
work of your heart and hand — which now stands behind everything 


sell .. . . That's why we say, “Look before you leap.” 
| ! »rofit of today must also be the wise investment for 
yood will is the priceless ingredient for your 
chess Washers build good will. 
! Insure Your Future with Duchess 
Complete Step-up Line with Low End Leader. 


Extremely Competitive at Every Step. 
WASHER 


APPLIANCE MANUFACTURING CO. + ALLIANCE, OHIO 
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, 
Did You Hear About Sue Sweeper 
and Ray Refrigerator? 





They’re Going Around Together at The Merchandise Mart (and they aren’t all!) 


Under this one great roof are 471 lines of housewares, appliances, radios and 
televisions—all grouped for your buying convenience! You'll find everything 
from egg beaters to dish washers, fans to freezers, hair dryers to clothes 
dryers—for anything that’s available is at The Mart, open 52 weeks out of 


the year. Save time, money and energy by coming to The Merchandise Mart first. 


The MotchandicMest Be, 


Show Place of America's Best-Known Brands 
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“Motorola TV 


Beautiful Cabinets . . . Brighter Pictures and Powerful Advertising Campaigns in 19 Magazines, 





Over Radio and TV, and National Newspaper Ads, Are Building Greater Demand for Motorola! 





@ The new Motorola TV is break- with a multi-million dollar cam- 


ing all records for sales demand paign that hits harder and faster 
. Style-wise, it has the FASHION than anything you've ever seen. 


ACADEMY AWARD! Sales-wise, , , | 
it has every advanced feature Your biggest Christmas season is 
your customers want. And promo- here! Feature MOTOROLA TV 


tion-wise, it blankets the nation and top the field in profits. 


fy Se 
GET THESE DISPLAYS FOR YOUR STORE 


Watowa - 


ADAG see peer 



















MAKES ITA @ This life-size win 


Nierty STM! dow display in full 
ALL vean! 





color attracts Christ 
mas gift shoppers to 
your windows. Get 
it from your distrib 


utor! 


@ Here's your promotion package 
for best attention value! Streamers, 

Wa Christmas trees, unusual choraleer 
——____—_—___— cutouts .. . everything you need for 
window and floor display. 













Contact Your Motorola Distributor Today 


Zz 
y x 
bens Motorola Inc. 4545 AUGUSTA BLYD., CHICAGO $51, ILLINOIS 


Awarded FASHION ACADEMY GOLD MEDAL for Distinctive Styling 
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Coolerator 


i 


PROUDLY PRESENTS THE 


( 


..the New Double Oven 


Electric Range with 
— all the World’s Most 
Wanted Features 


mene NEW 7-HEAT COLOR-GUIDE 
iy, 
9 RN PUSH-A-BUTTON COOKING 











— NEW HIDDEN HEAT 
— RADIANT WALL OVENS 





NEW 5-WAY 
AUTOMATIC CONTROLS 





e 


N\A Wy, 
List every feature you know your prospects want in a really fine electric range. Check ) cal > 
that list against the new Imperial and you'll find they tally toa "T'’. New super-speed Nabe nd THE MAGIC 
surface units are faster—7-Heat Color-Guide Push-A-Button controls are easier to use 
and more accurate. The marvelous, new Hidden-Heat, Radiant-Wall oven is larger— Sos “ WELL-E-VATOR 
easier to clean —bakes and broils to perfection. And the New Imperial is automatic § ny A 
ways. The Magic Well-E-Vator is faster— more convenient and economical. Best of all A \* 
every featur is easy to demonstrate and the advantages they offer are self-apparent xt 
See these 7 great new Coolerators at your distributor. See for yourself why they are pa 
America’s most beautiful, most salable electric ranges < \ * TO HARMONIZE WITH 
THE COOLERATOR COMPANY 1 | gee oe) a ANY KITCHEN 
Dul 1. Minnesota ¢ Chicago Offices —11-107 Merchandise Mart Apee iq” 


a ? 
ELECTRIC RANGES - REFRIGERATORS - FREEZERS PTT 
AND 6 OTHER BRILLIANT NEW COOLERATFORS FOR ’°51 


b 


MPERIAL HO 8) REGAL HO-6) 4 COMMANDER HC.-53 BUDGET HB.46 x KITCHENETTE HA-124 KITCHENETTE HA.113 
— ‘ ‘ Me ‘ . e en, 4 ‘ ¢ , 




















PARTIES 
PROMOTE 


TY SALES 


Salesmen-technicians for American TV, 
Inc., Oakland, Calif., attend two or three 
parties every night—but it’s a hard life, 
because they're TV Parties which give 
prospects a chance to entertain friends, 
try out a set and eat free refreshments, 
and which give American TV an oppor- 
tunity to get more prospects and increase 
sales at low cost 


By HOWARD J. EMERSON 


NDREDS families i ve Oakland- 
ke are buying 
ug fun doing it 
were prospects of 
relatively new retailer has 
the large volume brackets 
ion of a “TV Party”— 
p hot pros- 
rs ata cost 
argin busi- 
x An eI 
sales man- 
rge Hol 
in its home 
16 inch 
M 
nan-tech 
plus a 
pune 
ily that 
have at 
e party 
is taken 
: yr seems 
nt a few days 
re will be no 
1 assures 
no obligation incurred. 

Over 20 Parties a Week 
ng costs, the TV Party pro- 
TV less than $5.00 for 
As from six to 10 people are favorably 
ward television as entertainment and 
wd source of TV sets, the cost 
$1.00. Most 


ry 


= 


{ 


A A 5 


Electrical | 
Merchandising 


TV PARTY, regularly televised from 16-mm film over San Francisco's KPIX, shows non-owners of TV sets the 
fun they could have for on evening at the expense of dealer American TV, Inc., of Oakland. The picture of the 
party in action was used as commercial for CBS wrestling programs, because set owners usually invite neighbors 


and friends to view sport programs 


“AC INE 
sciling time over six to 12 couples 
Phe American TV staff has been handling be 


tween 20 and 25 TV Parties each week, all that 
the staff can handle in addition to normal duties 
f staffing the floor at the concern’s attractive 
lowntown Oakland store, following floor leads, and 
following the leads that develop from the TV 
Parties. So far, the ATV salesmen have sold a 
, han 50 percent of the homes 

} been held, and many 


have been 


SsayS sales 
an inexpen 
» enable u 
, abilities on 
rtainly has 
to like it 
them a chance 
yvvel way f 
a very portant job for us—it 
firmly and fav in the mind 
While they may have appliance- 
habits, they have no TV-buying habits as 
$y getting in there favorably now, we have 
much or better chance than the dealers who 


have been in appliances for years, but who are 


older in TV than we are.” 
The TV Party promotion is most effective, says 
Wells, in the middle-income groups—the white 

yor skilled worker 


incere—they have the 


These people are proud 
money or credit to buy, 
a dealer that serves them 


well, The rich families don't need and don't want 
I'V Parties. The really poor families can't afford 
rV now we are directing this and all othe 
promotion and advertising to the middle class 
group ‘ 

While a TV Party frequently results in a signed 
order that evening from the people at whose home 
the promotion is presented, most results come from 
the follow-up by experienced sales technicians. If 
possible, the salesman arranges at the party to see 
the guests at their homes, to bring a set out for 
free trial, to put on a rv Party for them, or to 
take them down to American TV's store where 
they can look over the displays. 

Supplementing the salesmen’s follow-up is a 
weekly mailing of a TV Program Guide in which 
the programs of the three Bay Area TV stations 

re classified by type of entertainment, so the pros 
pects can see what they are missing by not having 
IV set 

ATV salesmen, who work on a straight com 

ssion basis, also follow-up on customers, usually 

about three weeks, ostensibly to check on the 
et’s performance and to make minor adjustments. 
vey find out what friends and neighbors have 
own an interest in TV. To encourage and re 
ward these customers, the salesmen leave printed 
ards which offer a TV lamp or $5.00 cash for the 
name of a prospect who becomes a customer. 

With each TV Party producing prospects for 
‘ther parties, and with each customer providing 

ot leads, the TV Party promotion has developed 
to a point where it is almost self-perpetuating. 

On the following pages EvecrricaL Mercuan- 
DISING follows one TV Party, showing how Amer- 
ican TV and salesman-technician Richard E. Bur- 
gard use it effectively to produce prospects and 


‘ 


sales at low cost 


To See How American TV Makes a Party Produce Sales, Turn the Page 11 
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rad 


How American Tv... 





SALESMAN gets the assignment. When G 
Jarratt Wells, right, checks city mop, finds 


ther ¢ ront ty free y hor oodr rites d nm phone number party oa gned t alesmon Kichard Burgord 





‘“ 


8 ANOTHER PARTY wit ts M t g TECHNICAL quest 


” 
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...Makes A Party Produce Sales 


TUNING UP os the quests arrive and get comfortable. Burgard shows Mrs 
Goodrich how easy it is to operate TV, using tt chance for 


s well as to make it possible for him to leave to set up another 


; 


LOW PRESSURE ng chor z ) ar Burgard eats with th 
} f nswer } tior | yi ve orranges wit it least r 


for ree r r . no r & Me steenport 


“TT TIT iLil ft tf 


ve, next doy closed 


1 SALES often result immediately, sometimes require follow up. Signature AND ON, AND ON—the porty is only the beginning for salesmon Bur 
¢ Mr 900d rich xt ale for 6-inch table mode gord. Next doy he delivers trial set for which Mrs. Steenport Jr. is signing 
M 7 jrich w well the TV Party helps sell women He will follow-up on other guests, call bock for names of neighbors 


prova hows f 
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yonent EQUIT - 


nw 
ppt ry" 
or wh rT / 
» ; 


pert 


EARLY MORNING finds salesmo ind helper loadin 
e truck for day's work of ° 


é ? FIRST SALES STOP comes at a crossroad, where, hailed by a farmer, Troutt 
s pulls up in the middle of the uncongested street. Second refrigerator loaded on 


truck t store hos been delivered to a customer 


lermmonstrating opt 
° ’ wer 


alee i — 
7 Erg 


3 ; ; . “eg 4 rear 
e rae 5 ’ + 
ee . * - sine ~ 7 Led An ye 
=. | + 2 ‘% yee” ee ss 
i, . oi . SOS ee 
5 END of easy travelling comes as Troutt turns off paved highway onto grovel NEIGHBORLY Troutt pulls up to help H. B. Simpson, a Modern Equipment cus 
. le tomer, repair a broken trailer hitch. Job like this may take half hour or more 
f Troutt’s time, but he feels that the good will it builds is worth it 


road, following newly activated REA lines. Troutt checks in odvance with 


REA, knows whot ond when sections will receive power 


A DAY'S WORK FOR TROUTT 


any rural communiti the 
lk k st important event in home 
making history is the day when 
REA current reaches the countryside. 
It is the moment in whi i 


ich farm families 
can start using the innumerable con- 
veniences which their previous lantern- 
swinging existence has denied them. 


Whenever a new power line is about to 

be energized in upper Sumner County, 

By Tenn., you will usually find on the 

rr Eo road leading into that community a 
ROSS ® HOLMAN waiting truck. It is loaded with re- 


washers ready to start 

’ power reaches the 

lriver’s seat is 

ell Troutt, field salesman for Mod- 

Whenever the REA energizes new power lines near Gallatin, Tenn., salesman Odell “Yemen pape Tay 
ed the families on this new REA 

Troutt and his Modern Equipment Co. truck follow the wires from farm to farm, _ ire « few times since it became 7 
cially kr n that it was going to be 


. . . the com- 
capitalizing on enthusiasm for electricity and need for modern conveniences tt 


egins serving the 
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3 LIKE MOST FARMERS, prospect is coutious buyer 
. 


guaranty stamp on bock 


nmty in case of service call 





or 


so Troutt explains how 


f |H_ refrigerator eliminates argument as to whether 


A LONG WAY from store, Simpson asks Troutt to turn in his time payment 


e on refrigerator which Troutt sold him several weeks previously 
spends another five minutes making out receipt 


to oblige 


INCLUDES MORE 


ymes shows how alerts 
wr the psy« gical when he 
an put over the most sales. On that 
ay and the days 
rm families 
iat this new 


when he 


himself 
hol moment 
t Tr ly 

immediately following 
get their first feel of 
service means and that 
makes his biggest impres- 
lroutt finds that the first appliance 


st newly electrified homes want— 


On the 
n, where more perishables are pro- 


need—is a refrigerator 
sced than anywhere else, electric re- 


rigeration was non existen for a 
e generation after it became avail- 
y families. F 


yr this reason, 
the rural I 


market a ricn 


No Waiting for Business 


show,” Rhea 


says J. 7 


ELECTRICAL MERCHANDISING 


Troutt is glod 


THAN SELLING 


75 or 80 percent 


of the connected homes 
are going to buy somebody’s refrigera- 
tion. If we were to sit here in our 
store and this business to 
into our laps we wouldn’t have 
five percent of the volume we actually 
have built up. In order to get our share 
yf the business we have to carry our 
service right up to the doorstep of each 
home we hope to serve.” 

To indicate how this practice has 
paid off, Mr. Rhea shows an Inter- 
national Harvester citation which pro- 
claims that Odell Troutt has piled up 
th best sales record for all 
IH appliance salesmen in middle and 
east Tennessee. Approximately 65 per- 

f these are refrigeration 
most of which are regular 
home retrigerators 


wait tor 


Spi 


1¢ second 


sales 
acnines, 


‘Our salesman loads from one to sev- 
| refrigerators and washers on his 
k and works the countryside every 

; 1 Rhea. “We do not 


ine 


NOVEMBER, 1950 


4 “WHO'S going to get a meter today?”’, Troutt osks Bill Rowe (left), lineman 


e for Tri-County Electric Membership Corp 


whose truck he spots beside rood 


Information will help him capitalize on new enthusiasm for electricity 


MULE LOADING operation partially blocks Troutt’s way. 


Again he stops to 


le help, creating more good will for Modern Equipment and getting onother 


chance to add prospects to his list 


have the fancy enclosed demonstration 
truck equipped with generator and dis- 
play shelves that some dealers use very 
successfully. Many of our prospects 
live on rough country roads some dis- 
tance off the paved highway and a 
heavy truck like that would not only 
bog down on such roads but also would 
get badly scratched. We want to reach 
these remote homes because they not 
ynly deserve our attention as much as 
those more favorably located, but also 
because the competition for business in 
ese out-of-the-way places isn’t as 
great as on the easily traveled roads.” 


Rolling Advertisement 


A truck body design te meet the need 
was worked up by Modern Equipment’s 
ywning partners, J. T. Rhea, 
Hudgins and M. C. Wilkerson 
truck bed well 
plashed with Modern Equipment’s ap- 


three 
a 


The sides of the are 


e me we w h identifies the 


MORE » 


truck in every section and makes it a 
rolling advertisement of Modern’s 
service. Truck, body and all 
around $1600 

Troutt carries with him on his sales 
trips a warehouse handtruck with 
which he can roll a refrigerator into a 
kitchen when purchased or left for 
trial. He has a ramp down which he 
can lower the appliance and handle the 
job himself if there is no masculine 
farm power around the house to assist 
him 

He drives the truck up to each home 
in turn and invites Mrs. Housewife out 
to look over his line. He carries in the 
truck some collapsible steps which he 
puts in place at the open rear end so 
the lady can climb into the truck for a 


close-up look. He shows several models 


cost 


of washers and refrigerators, either in 
the truck or from illustrations in his 
ample book. There are, of 


(Continued on 


course, 


next page) 





1] FIRST REAL PROSPECT 
«* tte ’ ’ T tt 


oss 


SELLING REFRIGERATORS (continved) 


Every Free Tria! @ Seale 


14 AT END of the doy. Troutt checks in with Modern & uit 


. 
eRhec morrow Troutt w 


eople wh mt recently were 
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For example, in Walker Electrical 

Co. y. Sullivan, §2 S. E. (2d) 477, it 

was shown that a warchouseman was 

hired to transport expensive equipment 

for the Walker Electrical Co. The 

warehouseman’s employees dropped the 

machine, resulting in the subsequent 

burning out of its bearings. There 

was evidence that the cost of repairing 

the bearings would take 75 hours at 

$3.50 per hour and that the machine 

had depreciated in value $1,000. Not- 

withstanding this testimony, the jury 

ws get ak : held the warehouseman liable to the 

in court. Can we win ; a Ne clade 8 bert me ; Walker Electrical Co, for only $32. 

you advise us satiate - % s - | } The higher court promptly reversed 
: ES ; the verdict, saying: 

‘Recovery on the part of the bailor 

( Walker Electrical Co.) for more than 

l $32, which was admitted by the de 

legal property in which it | aatcte| UY ee ee oJ f , fendants (warehouseman), depended 

A “legal fixture” is take nea ’ ‘ it = solely on the question of whether or 

ecomes a part of the ey sia Pees ews : , not the jury believed from the facts 

permanently tat and circumstances of the case that the 

' , dropping of the machine was the cause 


of the bearings burning out 


Parking Lot Injury 


Many sellers and distributors of 
electrical appliances furnish free park 
ing lots for customers. It is important 
to know that all patrons who utilize 
the lot are justified in believing that 
the lot is reasonably safe, and not 


; ‘ dangerous. Hence failure of the sellet 
were the testimony shows Smith workel for the Shallcross 


t owner of the real prop Co. for one year. At the end of the 
permit the year no further’ contract was made 

mM Soon after the end of the first yea of patrons, will result in the 

ith was discharged. The only rea eer 2 


to provide bright lights at nighttiny 


to illuminate dangerous conditions on 


1 


i parking Jot, furnished for conven 


; liahl 1 t 
wing habie tor injuries to pa 
for the discharge was necessity pron 

tro 


conomy : 





o example i! Falen \ \lonessen 
j , 
Smith then sued the Shallcross Ce Co 69 Atl 5 ha seathnnny 
ix he sa he > : 
$6,442.00, the salary he would have riled Mecatal ai fn ane tide 
ned the bal he secon 
; ee balance of the second year i building ther a vacant lot 


id he not been discl re The , . 
I he not been discharged, The jury which the company intains for use 


ndered a verdict in tavor of the en of patrons < their car lhe 
lovee, and the higher court afhrmed parking lot } 1. in general and is 
urfaced with sl One evening after 
dark neither the floodlight nor the light 


over the entrance door was lighted 


ces are continued after 4 


he verdict, saying 
W he 


i a definite time is made and the 


loyment 


and re a contract of employment 





patron drove his automobile onto 
0 the it . ‘ ® 
f the time, egg the parking lot. When leaving his 
nfe . 

ERECT STN that he sutomobile he saw a retaining wall 
ented to another con 


und, mistaking it ia the dimness ot 
’ . le Ys ‘ ‘ ‘ 

1¢ same lent 1¢ light for the curb of a sidewalk 
salar onditions : 
ilary and condition the wall and then 


Since 

a plaintiff fell down a ramp receiving severe 
or the de 4 

i . ve definite iniuries 

wi ont " { t 1 
and continued to In subsequent litigation the higher 
the expiration of 


ourt held the con pany hable in dam 
jury could reasonably 
ages saying 
ni 7 . 3 his 3 
erence © at contract Here 1 jury was warranted in 
mplicatio . 
y implication 1 finding that the light was so dim as 
ime salary ind . he j 
midition Xk 


entitled to his 


into mistaking the top 
for the curb of 


parison, se Bartek vy, 

Gros A. (2d) 209. Here a 

Warehouseman Liable m was denied damages for injut 
For Damages : ived in a fall through an open 


door in a dark and unoccupied 
id le discussion h : room, not intended for use of patrons 
me over the leg: ¢ And again in Conboy v. Osage, 288 
i warchouseman or pri Pac. 193, the injuries for which the 


tion company darmnagze 


wroprietor of the building was held sot 


e exception + rical equipment, can the shipper liable resulted from the patron’s fall 


. ’ 
We also guar ecovet | damages’ The answer is down an “unlighted” stairway with 


ge was caused by negli which he was familiar. The higher 
warchouseman or trans ourt held that the patron was con 
npany (Continued on page 142) 
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Air Conditioners for Xmas 


8 


Brandt's Is Train Headquarters 


Nye tist Sounds crazy to promote air conditioners in winter, 

~ nye ote dgeny yt urttcongranae te goes or but Sam Singer sells lots of them as Christmas gifts. 
Another firm delivers washers on Christmas Eve. 
A third goes after the year’s unsold prospects. Eleven 
different firms have 11 different ideas which they 
use successfully year after year 





1 1M pete oor al . ‘ 
OU" Bemeonrerss gag ‘hip to sell 9p- Gift Suggestions by Phone 
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ELECTRICAL 


REPLICAS t ny zift re 


ch away careft 


date with 


em 


had..otr aude 


provided by one merchant so 
just what they're getting 


ft re 


delivered on 
iplete surprise 

he store, fran 

1g appliance 

vice, readily- 

to meet 

rvice depart- 

yst important 
unsold prospects 
s the fact that we already 
and that they are 


ppli- 
ve 


od. “By 
the appli- 
ng eco- 
When 
ring to 

i surprise, 
stance largely 
f the 
have al 
lsewhere 
of the 


fitable 
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DELIVERY MEN Sonto Clauses deliver appliances the night before Christmas 
Bell's Appliances are even gift-wrapped. 


for customer t 


in Denver, Cole 


visiting the store who shuffle the minia 


ture appliances and exclaim 
” 
ult 


suggested to 


around 
the dealer 
that 
to give a 
as to the 
might enjoy giving 


vistfully over the re 
niled, “This 
matiyv giit-givers, 
but 


me 


Miniature Gift Packages 


anxiou 


from retail hat store pleasing gift uncertain 


ng a miniature appliance brand, 


a stunt which has got- a min 
for Wor 
Denver dealer 


idea when he tore 


type, et 
ature range, of 
appliance, the recipient 
uld trade for ‘the real thing’ in tl 
’ Asa result, the Wilson window 


ays each year a ¢ 


refrigerator, 


drow ther which 


e 
t which most yn plete clection 
1 ature appliance ull gift 
nch 
gay t 


ge into small 4x4x3 


ackages” wrapped it 
bell 
to give 
83) 


th ribbons, and small silver 


giit-g iver, 


(Continued on 


anxious 


page 


GROUP-BUYING encouraged by one dealer mokes expensive gifts 
of course, results in big-ticket sales for the deoler 


possible 
and 


Peery ahd 3 


DNA YA Te NA Ae Ne 












RIGHT OUT OF THE SKY 


Ie 


NEW BLOCK.LONG 


neHE COMES 
SHE 


Flying in with help when they need it most is 
just one way that Cy Shobe brings fast, effi- 
cient service to 2200 dealers in five southern 
states. Dealer training programs, a corps of 
home economists, organized repair service 
and frequent sales meetings have also helped 
build better retailers and a $5,000,000 volume 


for the Memphis, Tenn., distributor 


By A. B. WINDHAM 


















PROMOTIONAL MATERIAL /{ fea le es meetin aided int 
sles mot manager The c € ts four. + tior room tor 
whe ee € 
Ww | here 
‘ and d harge pa 
i . t ile 
$ rt Anoth 
, ‘a 


mall equipment 


napie t atte 


or parts 


} ** 1 
! Thal 
onteret 


He « 


a late 


Shobe 
- Dealers 
| Get 
Service 
By Air 


the company plane by Shobe ond C. M. Nevill 


which can be delivered 


when a dealer need when urgency demanded, or has at 
Ices, Meetings or spe tended Phileo conventions in Atlantk 
an leave his place ol City, St. Louis, New York and Chi 
hour in the afternoon cago 
dealer's sales meeting Mr Shobe holds a private pilot 
back into his plane to — license and has been flying as a hobby 
for work the next since 1936, During the war he was a 
flight squadron commander at the 
in reverse also and Navy's Millington Air Station, and 
s hitched a ride with later was in charge of flight training 
forth into Memphi it 16 midwest colleges 





“Dealer-A-Week”’ 
Program Trains 


Retailers 


A 


DE WITT WHITTEN, of Whitten 


lemonstrates kitchen appliances t 
n a node! kitchen in Shobe d 
; ¢ er taking odvor tage * the 
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one 
ploy ro 


Dex 


Brothers 
of f 
a 


iler-A 


Hardware Co 
wn prospec ts 
Whitten is 


Week pr rr 


gro 





“DEALER OF THE WEEK” Marvin Brooks, of Airways Hard- 
Co the time he 
Shobe’s After this 
his own business a better salesman 


Memphis 
to 
course, he returns to 


ware profits from spends at 


learning demonstrate refresher 





ree 


» eorarepon 


2 IG Wi iI A LA LOOMIT Ae PPE LOVEE FOR ea 





Here Comes Shobe! (continued 


TELEVISION IS A SPECIALTY wii 


net - 





nomists ha 


plane and rushed 

1e remote 

ir dealers lemonstra 
home econo- ion appliances 

and these dem- yopular feature provided by 


th r 
other [ 


men need con- 1¢ home service department is the 


n modernizing ning, preparation and drawing up 
maintain a staff of ven plans. Under the expert 
and experts expressly lance of ‘ kwell, kitchen 
yf working with the ] ! { 


1a pian 
le 


tain Dest results in 


} experts are 


* 


DEALER HOME ECONOMISTS | 


TO KEEP UP TO DATE on the latest methods of den KITCHEN PLANNING service for ce 


ts get frequent in the home service sect P y 


home economi 


HOME ECONCMISTS 


‘ 
‘ 


fror « »presentotives chz } 4 pec 


ks with tw r 








FAST AND EFFICIENT WORK by the Shobe major appliance 


service department is a specialty which many retail dealers 


TY 


rely on his centralized service for dealers who desire it right 
takes core of the service problem for all Shobe retailers who 
have r repair department of their own 


Shobe Handles The Dealer’s Service Problems 


- , : 
oVh tain a tra ed serv L S ec irm maintains tw serv 
er re wt 9 1} ] ] 


7 " our epartments, one tor television and 


receivers and the other for a 


ealers wv lesire it,” says Shobe. “If P 
la yn ser lepart plianes rhe former, headed by Bob 

etter, but t Brow er factory representative 

‘ ve t " ‘ P inctions in two ways. It 
pi kly and efficiently a indles work for dealers, providing 
everything from parts needed to guar 


Frequent Sales Meetings 
Stimulate Dealer Contacts 








g k I amental { es stressed again 

. it an 1 ie it the sales meetings in- 
L1gt e; (1) No tie-in deal Every 

tor taff act tands on its own base; (2) 

e I est p ble service. Convenient 

t \ tion and facilities for prompt trans- 
i ction of business make it possible for 
t the dealer to select his merchandise 
le have it loaded on trucks, ready to 





go, in 30 to 40 minutes time; (3) Al- 








T ways a clean deal, with no sharpness, 

( ay step in to cx inning or trickery. Good will is con- 
t tab liscussion dered the greatest asset of Shobe, 

lising Inc.; (4) A helping hand at all times. 

television programs and il- Any member of the staff is at the dis- 





posal of the dealer whenever the dealer 








t lious or resting. If It is these firmly-grounded policies 
g longer tha al, re id helpful and stimulating con- 

é e tak i erha eer and tacts with his dealers which have made 
Asse t to those at- Cy Shobe a power in the distributing 

field and, best of all, a real working 

t sale gs ar y eans partner in the dealer’s business. End 
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EXPERT RADIO AND TV instruction for dealers 
men is always available to Shobe deolers 
veteran in electronics ond manager of the depart- 
ment, gives the benefit of his experrence to younger service 
men and declers who are setting up their own departments 


‘ 


teed repairs, and it trains service rhe other service department, headed 
en for dealers in both general and by Troy Ritter, provides an identical 
vecialized work. At the request of service to dealers in work on all major 
e dealer, Shobe will undertake to appliances and electric housewares 
rain and improve the dealer's service which the company sells, If enough | 
ven in every phase of radio and tele lealer ) request it, service and repair 
n repa and installation in which schools are conducted by either or 
é eed help both of these departments 


ata 

























service 
Bob Brown (for 


NO ANTIQUATED METHODS ore in evi- 
dence in the service department of 
Shobe's. Hydraulic tifts and other mod- 
ern loading devices are used in the com 
pany's big storage areas 





ede 


MOST SUCCESSFUL DEALER meetings are short and to the point. Should they run 
longer than usual, Cy Shobe himself calls a recess and passes out beer and sand- 
wiches to his retailers gathered in the company ouditorium 





SHOBE EXPERTS also learn. in order to stage proper dealer meetings in their fields, 
the company’s field men frequently get instruction from manufocturers’ representa- 
tives and hear talks such as this one from a Geneva kitchen expert. 



















Housewares Lead 
to Major Sales 


DO YOU HAVE IT?” ov 





ORDERING ©! | 


Housewares Have 
Disadvantages, Too 


EDITOR'S NOT 

of articles on dealers exper 
non electric mer 

limes The secon 


Rent, will appear im an carly 


“THAT'S IT!" ex 


Pots and Pans 


Fisher and Forsdick, Inc., needed to increase traffic to get 


Radio Out, Housewares In 


SEARCHING FOR SOURCE o 



















Li TAKE IT," ty the ustomer Like most housewores soles. this one is for cash Thot's SVILD APPLIANCE TRAFFIC for the store A stranger t 
vantage snahng ssewore says Forsdick In additior there re fewer ervice t tore md its merchondise nly five minutes ag the 


rk -uf ssewore tem nd they stor pr» her wa ut t ‘ook t wast 


Draw Appliance Prospects by ren wea 


more appliance buyers in its Stamford, Conn., store. So the owners added housewares and boosted sales volume 70 percent 


two veat Forsdick a | \ 1 thei useware ( everal brand Beyond that Any 
ter ' Nn agreed that they were st t “tre ely helptul, bot n writing nt the ite came in a wide variety of } 
24m ve ew » eT il ibyse juc c 

retore, were enthusiast we! e-ordering. Indeed, the service they All of these problems complicate 
‘ t 1 new ‘ g ive received trom these wholesalers ordering and stocking and present sullj 

% expected to build trafhe for the stor entuate the problems involved another handicap—the amount of space 
rg nt ey How They Did It vhen they ust order mn rchand se required to display such lines 
But in the comp Some housewares merchants don't 

\ t pletely igi t tie usewares busine many prod worry too much about this space prob 

two turt t iccessfu ict ‘ led 1 factory-direct lem,” Forsdick admit But we're con 
cware itlet lor 4 pattern I i! anv othe i particularly vinced that these lines must he wellk 

lisplayed to be attractive and draw 








Sew Y ork < tving t erag bh trafhe.” 





vat’ me reason 








even now tearing outa service counter 





and re-locating it Whice force to pre 






nee nat aid Ai oe nee ten lis thats eanniies: Siena DIPPERENT SIZES of the some item complicate display end inventory. Below 


holf z¢ elly n j Hendrickson check tock m a wide variety of pots and pon 


f 


hectic (nlc. 


Ta cde oe Be 


RODEO TIME « hoenix riz } 1s nge mm a slump to a es peak for the Electric Center by a Roundup country fair 


« nivertised by 


ndows. and 25-foot icking ' top the store 


COWBOY PROMOTION Turns Slump into Sales 


Rodeo time in Phoenix, Arizona, like other civic cele 
brations, is always a big time—and a poor time for 
dealers. So the Electric Center bulldogged business 
with a promotion that increased traffic 12 times and 


tripled its sales volume 


BANNE®S AND BOOTHS ‘ try f ; f tt ENTERTAINMENT kept th w 


elped make a visit to the store worth while 








Rural dealer Charles Geiger 
has a simple formula for get- 
ting Pennsylvania prospects to 
look at his freezers—he takes 
the appliance right to their 
finds out in 


door in a trailer, 


one call if they can be sold 


©) eonet wor ys Chats 
D. Geiger, Geiger App! 











Z ig 
ville, P 
If pe € i ¢ a picture 
thev in W he 
isa { Ww I fee it 
r pictur ‘ ng ir bus 
would be ev tifiable 
M G P And yictur 
the a ] ¥ 7 " < 
f pectiv 
Although indie a nple 
e of electric i ‘ spec al 
re in home freezer The reason for 
1is is because we find the home freezer 
varket to be wide open to any respon- 
yle dealer and a because there are 
» headaches attached to it.” 
By headaches, Geiger means the 
ade-in p counts and serv 
ing. Up to the present Geiger Ap 
ances hasn't et intered anybody 
at wants to trade a freezer All 
reeze t £ to 
10 in t 
We t wit j ag 
{ay t very cus- 
r W t A cn off 
ey a 1 al i liance 
t do 
t want ¢ 
it é g 1 a 
g y then +} y 
4 g But we 
n’t giv t 
Vi i ague 
i t ivoid 





— STORE, which replaces former 
d station home of firm, uses appli- 
tches attention 


this refrigerator on a 
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TRAILER ot her door, a Pennsylvania housewife gets o chance to examine a freezer 


Geiger s store in Sh emakersville, Pa 












ee ca 


without having to go to dealer Charles 
Home-call prospects like this woman make up the bulk of Geiger's customers 


His Freezers Ring Doorbells 


ias “Never given ne to anybody 
News therefore can not travel around 
Usually if a customer gets a discount, 


thers know about it and expect to re- 








ceive the same allowance. Making it 
4 practice never to offer or give such 
liscounts regardless f the sale n 
volved has built Geiger’s reputati 
i i icg ite and trustworthy dealer 
Fortunately we not approached 
on the discount business in the home 
freezer fiel bg Ceiger points out, “De 
use the purchase of |} e 
§ t ew t the € 
Rat! ve have to show ti V 
V have a freezer 
rhe ng pi »| vith freeze 
i gible, Geiger declare House 
keepers se ove eezers around 
ibuse t r find the vorkir m 
Pp erly Be f tl the ove 
1¢a that irgeable t ea Saic 
erv 9 td vaking ¢ 
a fitable 


Home Demonstrations Best 





Mr. Geiger has found that home 
e tior f freezers are the best 
Nay lea gto a Sale 

ever , ble e try to get 
istomers to come to our store, which 
s located on the main highway be 


tween Reading and Pottsville, Pa.,” he 


say Once they are here they are i 


what we are 
comparisons of dif 
we can interest then 


ifficiently to be able to close the sale: 


1 better sition to see 
elling, can make 


ral 
nt tr A015 alia 





” 


if not immediately. 
! o not Vv! 


ire peopie 
they don't 





f who d 


either because 


‘ he time or aren’t sufficiently in- 
ed ir ying a home freezer. It 
these prospects that make up the 
Mr. Geiger’s customers. And 
where his single demonstratio1 

wort 000 words 


and 


ites 


“Selling to farmers, their wives 
} Ik is no easy job,” rec 
Geiger When first contacted, they 
suspicious and doubtful « 


f 
e merchandise you are selling. Ruri! 












1950 


worth 
hundred dollars 
are very cautious of home 


red dollars 
vf merchandise for a 
They 


assers 


spent 
CANnva 

Because we know this, we have 
developed a means of contacting them 
in such a manner as to make them 
Rather than 
ive to contact a prospect at least a 


ave conhdence n us. 





ul en times to actually know if 
1 sale can be closed, we have cut it 
vn to a point where we can tell on 

rst trip ou That is because we 

freezer to the prospect.” 
Trailers Carry Freezers 

(elg is D Vv specia trail 
which are used to bring home 

5 ectly to the prospect When 

truck and trailer parks in front of 

| pect’s home, the housekeeper 

t re e to step up on the trailer 
take a look at the freezer demor 
trated In fact, other neighbors and 
lents look on and they may turn 

to live future prospects. 


“We always carry the largest size 
eezer on our trailers because we have 


found them to be the most popular 
seller in rural areas,” explains Geiger 
“Once a prospect steps t up on the trail- 


er, we de it to and know 
home that she is or 1 
in the freezer. 
ask us to drop 
hen her husband 

yme and we naturally comply. Be 
suse we bring the freezer t 

pects never can say that they 


store to see it.” 


monstrate her 


aving her 
yt definitely interested 
may 
little later w 


Sometimes she 


around a 


» the door, 


can’t 





to our 
found that 
freezer sales are made by bring 
ng the trailer to the home, but the 
tore gets an unusual amount of free 
idvertising while the truck is traveling 
Many people stop to look as the truck 
lrives around with the open freezer 
the trailer. Because of the des- 
ptive material on the side of the 
truck, everyone in the vicinity becomes 
acquainted with Geiger Appliances. 
Not too long ago, Mr. Geiger made 


Not only has Geiger 


it a habit to park a truck and traileg 
in Reading, Pa. Ale 
though no one was there to sell, it ats 
tracted curious throngs that walked 
into the trailer to look at the freezef 
and they became familiar with Geigef 
Appliance’s name and address, 

‘This display was so effective thaf 
the business men in Reading asked mé@ 
to please take it off the street,” 
Mr. Geiger, “and the 
ment asked me to move 
was attracting so m 
trafhe haz 


before a movie 


sinileg 
police departe 
it because if 
people that it 


n 








presented a ird The few 
veeks that I did have it on the streetg 
“ ufficient to get hundreds of prose 
pects familiar with us and it alsé 
proved to me that people did see thig 
uravan freezer as it was drivel 
through towns and communities o@ 
the way to a prospect's home.” 
Easily seen, too, is the Geiger storg 
Entirely white, with cut out letterg 
backed with lights, it has become @ 
andmark for motorists. The store i§ 
65 feet long and 28 feet wide and the 
front is all show window with the 
rvice shop in the basement 
Mr , *r decided to build this 
wre here, when he left his old loca- 
tion in Leesport, Pa., in 1946, because 
he felt that homes were going up in 


the more rural areas of the county and 
that such centers as Reading and Potts- 
ville spreading out. His loca 
tion between both cities puts him in 
a position to cash in on trade from 
thi from the territory 
immediately surrounding him. 


were 


urea as well as 


Appliances Are His Signs 


“I have six trade-in refrigerators 
right outside my store,” ex- 
plains Mr. Geiger, “which attract more 
attention than any number of signs 
that I could put up. I want people 
to stop because they are interested in 
an item rather than because they think 
they are going to get something for 
nothing as a result of special sales, 
close-outs and other highly promo- 
tional signs.” End 


located 
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‘= Television at its 
unquestioned finest 
for your holiday trade 


Arvin Model 4162CM 


$349" 


Show the TOP of the Arvin Line 


"THIS Arvin Custom Console Set is the set for 

those Customers who insist on the best but 
don't want to pay through the nose for top 
quality’ 

Model 4162CM is obviously Fine Furniture 
with a capital k supe rb unported mahog 
ny veneer with finish-o -gold and sparkling 
rystal lucite appointments. And look at this 
wit of performance features 

Rock-solid stability for exciting fringe area 

reception! 

(sated automat 

Tere. 

Serna tivity 

without ove 
@ Straight Af 

tillers 


Rich Velvet 
« Powerfu 
t ontinue 


lwo-third 
ules! 


1 


Phone, wire, or write for distributor's name! 


ARVIN INDUSTRIES, Inc., Columbus, Indiana 


for prestige...for profit! 


Arvin 1 V 


VISIBLE VALUE 


You can see the difference! 


Free newspaper mats and 
powerful displays to help you 
reap greatest benefit from 
Arvin’s national advertising to 
millions of readers 
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IN HOLIDAY MOOD, aot least 100 women descend upon Westinghouse Electric Supply twice a week for food, appliance demos and information 


Homemaker Parties Catch the Crowds 


An average of eight sales a week are being realized by 
St. Louis dealers of Westinghouse Electric Supply 


because twice each week the distributor throws a party 


FWaWICK a week the big, vell 
| buses roll Westinghe 


carelun 
last, the 
rmation in 


urrounded by tries 


idea Behind the Bidding 


75¢ pet head to 


treated t i 


Prizes for Commercials 


Cooperate with Dealers 


ORCHIDS AND FOOD 
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wy Water Valve Cam 
r Electric Switch Cam 
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BLACKSTONE THE FOOLPI 





“Autotrol” Pawl 






opens tub drain and 
brakes spin rotation 









































Top View of Mehanim showing “Autotrol” Co 


tr Wash Period Selector 


THIS MECHANICAT RAIN MAI 


Agitator Drive Linkage 


This Cam shifts gears, 





ws 


IN THE BLACKSTONE AUTOMATIC 
a single motor driving through a single 

V"' belt operates the mechanism, water 
pump and high-speed tub spin. Linked 
directly to the Agitator Drive is a Pawl 
which operates the ‘‘Autotrol” by ro- 
tating steel ratchet plates one tooth 
for each oscillation of the Agitator. 
In positive sequence and with precise 


timing, these slowly rotating plates 











BLACKSTONE. 


ameaeic ST wWasHwee Manusactvuata 






NOVEMBER, 


Only LACKSTONEafou 


THE SIMPLICITY OF MECHANICAL DRIVE 
. ”” 













Bottom View of Mechanism with Oil Pan removed 


operate three cams imparting mechan- 
ical motion to open and close valves, 
shift gears, apply brakes, and shut off 
power. 

The whole mechanism operates in a 
bath of oil. There are no solenoids, 
no delicate devices, no temperamental 
gadgetry. No wonder Blackstone is 
called “the finest Automatic Washer 


that money can buy.” 


BLACKSTONE CORPORATION 


Jamestown, N. Y. 
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The biggest appliance adver- 
tiser in Chicago is the L. Fish 
Furniture Co., which, after 92 
years of retailing, has reached 
an annual appliance volume of 
about $5-million because it 
knows how and when to spend 
its money, how to do 90 percent 
of its business on the install- 
ment plan and what products 
appeal most to the working 


man and his family 


By TOM F. BLACKBURN 


‘ f | 
. ihe | 
be 
¢ 
of t 
| 
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: the thin 
“ lf 
back 858 when 1 
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$ 4 t nee 1949 
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t av $439,600 wort! 
ra et lact © 
vrimgee t ‘ washers iast yea 
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ELECTRICAL 


nd is wary of temporary bargair 
Wit in eye narrowly cocked on getting a great deal of business from 
1) to 90 percent these requirements buyer Bill Egan white collar workers who suffer from 
ba elect merchandise carefully and the depreciated dollar 
way the fir es up ver buys across the board. He likes Fish likes to have ads dominate the 
to set up working arrangements with newspaper and in a section of the 
i rented apartment firms that can give hima steady supply Chicago Tribune a year ago ran the 
H y and cannot whict echanically right. Tempo largest single advertisement that ever : 
piped-in af rary bargains tempt him only as appeared that paper——19 pages : 
’ a lot ecials While L. Fish & Co, will disclose 
no figures on their operations, a check bi 
He ¢ trong for ite lor whi oe CEs yew Soe ol newspaper advertising in Chicago } 
apartment is ready, such as ranges What really attracts Bill Egan are reveals that the store spent a total of 8 
4, He te t help cut the t ip possibilities. So a line with at $666,565 in 1949 for advertising. A e 
4 t lau three step-uy is a must. Fish j further breakdown by items reveals i 
to enterta the iid to sell 17 percent of its washers that they spent $359,496 on majors ip 
eaply ving t r around $109.95, 65 percent fo such as television, refrigerators, radio, it 
l thes $119.95, some 10 percent for $149.95 washers and lamps. Thus it can be 
45 pe t the ( ig nd seven percent at $99.95. seen that major appliances proved a 
rk vash in their kitchens Power house that gets the prospects great lure to customers, although they 
vecause they have no basement to the Fish stores is the advertising. bought many other kinds of home fur- 
6. Ay ances must be it of the |.. Fish Furniture is what may be  mishings after they arrived 
meer and evolution stage before ied an advertising success. Vice tecause Fish expects a quick return 
fford to sell them. It is president A. L. Ludgin presides over on the money it has spent for adver 
M I led publicity. Basically, Fish uses cat tising, a monthly breakdown of their 
t » he foresaw  alog pages and always emphasizes the advertising expenditures (below) may 
I ng in desig ve sell on time” theme. Originally be a good guice 
W ‘ 1 1 at workingmen, today Fish is (Continued on page 84) 
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BEST-KNOWN BUYER of appliances in Chicago is William Egan of the L. Fish Furniture Co. who never buys across the 


Advertising Expenditures by Months 


0 e, | } ‘ 
¢ 1 AiOr Dp ¢ Electric 
‘ u t Month Washers Lamps Television Radio Refrigerators 
reakdown will cause cu Jan 10.4% 11.9% 86% 75% 2.8% 
p payments. To insure Feb 15.2 15.1 97 163 23 
in Ameetaeiindy tn uel March 233 15.5 146 16.6 9 
, ny yr way oat April 15.7 177 16.0 15.9 213 
50.000 a year. More than $200,001 May 145 22.0 23.5 20.5 34.1 
. ah rf ; naam June 20.9 178 276 23.2 27.6 
> ved § , July 16.6 12.1 106 323 248 
rd. tench tbsp bas Aug 202 46 6.1 23.9 28.7 
8. Meter plan propositions, which Sept 21.4 16.6 22.4 137 13.6 
¢ and =no-money Oct 16.0 162 23.3 85 69 
‘ , a strong appeal to the Nov 142 27.1 20.0 10.5 13.0 


116 23.4 174 Wa 13.0 
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sume SEAVICE 


Without Profit 


The Winter Co., Erie, Pa., sometimes loses 







money on service in preference to losing cus- 






tomers, but it regards its highly organized serv- 






ice department, which handles only what the 






store sells, as the backbone of its business 






By WALTER RUDOLPH 






SERVICE 


Service Only What They Sell 






How Service Works 





Two Divisions in Service 
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TO THE 





SERVICE PROBLEMS 


\ VANISHING POINT! / 











Designed for the Serviceman, the CX-33 Gives 


New Standards of Performance Never Before 
Achieved in the Television Industry! 



































“ 


_— 


Tue New Carenart CX-33 chassis is not 
only super-powered for long-distance re- 
ception, interference-free operation, and 
greater sensitivity—but it also brings new 
standards of service-free operation! 

Even the normal servicing problems are 
tremendously simplified. Easy accessibil 





















=~ | <The CAPEHART ‘ 


ach rectangular t 
picture to edge of scree 
Symphono Tone Syster 


ly synchronized wit 


~ —_ } Handsome, clear line o 
ing in och dark mahog 
ideal for small home 

- J 


re Penn.” | ach picture tube 
16-16 yictu t 
| | UP Syachro-Sound provides pertect 
ee | syachromizanon of picture and 
{ $ i sound, Capehart Symphonic Tone 
| t Mahogany Veneer English [Sth 
Century cabinet with authenrc 
f hardware. Full doors fold flush 
' against sades 


The CAPEHART “Nantucket.“-> 


be givesfull 


f apartment 


ity is provided—to secondary controls with 


a removable front plate—a safety door in 
the rear — Focusing control — Polatenna 
phasing switch 

With the new CX-33 chassis you cut 
overhead to the bone, raise your net profit 
to new highs! 





‘William 


n, Capehart 
m is perfect 
h picture 
odern styl 


any veneer 





Doe 
\ 


~ 


CAPEHART-FARNSWORTH CORPORATION, Fort Wayne 1, Indiana 


An Associate of International Telephone cnd Tolegraph Corporation 
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Gull Stotes Distributing Co, Birmingham, Alo 
MeGowltlyon Mdwe. and Supply Co., Mobile. Alo 
Groyber Electric Company, Little Rock, Ark 
Koemper & Barrett, Son Francisco, Collf 

5S E. Teller, Los Angeles, Calif 


Moros Brothers, Denver, Colo 


Belief in the 


customers in 


For 49 year 


value have 


It's this Kala 


for honest q 





trade name—confidence in 


products carrying that name—that's what draws 


to a Kalamazoo Dealer's store. 





s Kalamazoo quality and 


been building up this 


belief and confidence. 





mazoo reputation 


vality that brings customers 


in—sells them faster—and rewards 


Kalamazoo 


Dealers with more profits! 





Malco Wholesalers, inc, Washington, D0. C. 


Thurow Distributing Co., Tampa, Jocksonville, 


Miami, and Tallohassee, Fla 
Applionces, inc., Atlante, Ga 
Jomes- Stevens Co, Albany, Go 


Stratton & Terstegge Co., Lovisville, Ky. 


Monroe Hardwore Compony, Monroe, lo 


W oodward- Wight Company, Ltd., New Orleans, Lo. 
Morley Bros., Detroit, Mich. 

Kelley-How-Thomson Company, 

Duluth, St. Poul, Minn., and Billings, Mont 


Townley Metal & Hardwore Co., Kansos City, Mo. 
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LUXURY CONVENIENCES—SUCH AS 
GLASS OVEN DOORS—BRING BUYERS IN! 
* Giant 18° oven, big enough for a 25-Ib. turkey! 
* Waist-high, smokeless Flome-Roy broiler 
* 4 hi-lo top burners. “Click” indicotes simmer heot 
* Fluorescent top lamp, utility outlet, timer and oven light 
* Easy-to-clean one-piece, heavy stee! top 
* Two ball bearing mounted storoge drawers 
4 wide, by 254" deep, by 36° floor to cook top. 


* Plus mony more De Luxe volve feotures! 


Among these Beauties 


E vey woman, 


finds just the gas range 





She Wants 


Style and Economy Bring ‘em tool 
Priced for the home moker— yet has all these 
De luxe features: Glass oven door, hi-lo top 
burners with “simmer click,” Unifiow top, and 
fluorescent top lamp. Thermagic oven is 18" 
wide. Drawer type broiler. Two storage 
drawers. Porcelain enamel finish. DL-148 


KALAMAZOO DEALERSHIPS ARE AVAILABLE! 


Valve Brings ‘em in! Convenient woist- 
Are you profiting from the pulling power, the 


high broiler. Big 18" Fibergias insulated oven 
store-trafhic-building power of this tremendously has rounded corners for easy cleaning. Wil- 
colator or Robertshaw thermostat. One giant, 
three stondord hi-lo burners, with spillover 
It will pay you to investigate Kalamazoo’s at- protection. Uniflow top. Top lamp, timer, 

‘ i utility outlet. Porcelain enamel finish. DH- 144. 
tractive pricing and discounting policy an 


popular Kalamazoo Line? 


know better the complete Line that in ludes 


Gas ranges, electric ranges, combination ranges, 
: B & B Special Valve Brings Business! Extra 


special—in beovty, utility, low price. Smooth 
freezers, gas and electric hot water heaters. Unifiow united burner top with built-in lamp 
ond timer. Wall-protecting oven ond broiler 
FOR INFORMATION WRITE: vents. One giant, three standard burners. 18" 
The Kalamazoo Stove & Furnace Co., oven holds four 10° pies. Hinged front, 


a : : é . :, ; . 
455 Michigan Ave., Kalamazoo, Mich. Tower 1S SGN, SeSeey aeaes 
storage drawers. UL-144 


HOME APPLIANCES 
[/ This Valve Leeder Can't Miss! A full sized 
range — 40° wide cooking top — sensationally 
L priced! Fiberglos-insulated 18° Thermagic 
oven with Wilcolator or Robertshaw thermo- 


coal-and-wood ranges, washers, refrigerators, 


stat. Unifiow one-piece top. Drawer » 
HEATING EQUIPMEN T Flome Ray broiler. One Pasa bese Scams 


bi-lo burners. Ball bearing mounted storage 
drowers. UL-140, 


(iG 2S CR 


Hollander & Company, Inc., St. Lovis, Mo. Bader and Fox Distributing Co., Portiand, Ore. 
Tele King Corporation of New Jersey, Graybor Electric Co., Memphis, Tenn. 

Newark, Now Jersey Hermitage Electric Supply Corp., Noshville, Tenn, 
Tele King Corporation of New York, L. H. Hoover Company, Dallas, Texas 

New York 10, New York Royal Distributing Co., Houston, Texos 

Corotine Appliance Compony, Chorlotte, N. C. N. Eorl Davidson Co., Tacoma, Wash, 
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Two heads are 


better 


than one! 


get top yields 
ion SEF tarm subscribers 
irt States alone have easily 


ngs than the average US larmer 


With farm income rising... and a savings 
lions trom a decade of the highest 
Prosperity today’s best farmers 
Tic ppliances 
t class audience! 
eneral media misses much of 


ls Successful Farming tor 


nee 
m, ofluence based on 
You're not getting vou 
wut this n irket 

llany SF ofhce... 


New Yor # 
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Don’t Short-Change Yourself On DEPRECIATION 


One dealer told Accountant Roberts that he paid cash for his store equipment, so 


why charge himself depreciation? The answers he got showed him how he was 


losing money every day in higher taxes, lower profits and inflated net worth 


By ARTHUR ROBERTS 


Public Accountant 


If You Handle It WRONG SoTL ak gs Simo meee 


guidance to estimate wisely 
i depreciable isset 
rhe life-span is tl 
It should ¢ 
way 
heck 
ur own nee higure 
the same or similar unit 
uch experience figure seek 
* from equipment manutacturers 
untants or qualified appratser 
he Treasury looks favorably on ex 
perience figure If vou have a back 
l of such recordings on depreciabl 
a similar type used in a pri 
and you base your current ce 
m them, they are likely to 
ssed even though they are higher 
which may happen if 


sets more than usual 


ver unit 

appeal ol a more 
tore front. Wher 
apparent, 

it 


ion rate * equipment 


be written off sooner lf it can 
justified, it may be taken as a deduc 
n on the income tax return 

6. Modernize promptly. W! 


are written down completely 


lation cease and on paper, p 
subsequent year seem t 


without this load. We frequently come 
depreciation with the across dealers who have written their 
building depreciates less lepreciable assets off the books 


i 
isplay equipment, a truck (Continued on page 146) 


ang 
{ 
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awn, 


: 
: 
: 
{ 
: 
; 
: 
3 
Ny 


BLEACHER 











SEATS DRAW TV PROSPECTS 


ght in front of the Hous f Televisior 


Mr. and Mr 


) eat? 


REVOLVI 


\ 


' 


N 


aN 


G STAGE TRIPLES SALES: In one yeo 


ed electri housewores $0 


goles, trig 


tform. There ore six tiers 


USE PHOTOS OF UNUSUAL DELIVERIES 


$ 


4 ioe wit? u 


wt , ’ 
< wt pu vt 





TEST FRINGE AREA RECEPTION: In the Beckley, W. Va 


Music and Electric Co. uses a hydraulic mast to get an excellent signal from 
Huntington, W. Va 25 miles away, and Cincinnati, O., 285 miles away 
tor an extend the mast 85 feet 


nall geored pump wit ) 2 hp. m 
» elev 
xtended electrically, as shown above 

wn testing outfit, which it « 


4 the 


area, the Beckley 


ste the most t vertical position, secure it and level it; 


yned and cor 


be “ 
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A PROFITABLE TIP... FEATURE 


-) Whirlpoot 


IN YOUR CHRISTMAS SELLING PLANS 
) 





This Christmas . . . more and more women want the beautiful new 1951 
WHIRLPOOL automatic washer and dryer. Cash in on this “want” 
...get your share of the Christmas shopping business with 
WHIRLPOOL, today’s greatest home laundering sensation. 


WHIRLPOOL . . . most wanted by most women... 

has more of everything to make it a fast seller and real 

money maker for you during the coming holiday sea- 

son. It has quality, design, eye-appeal plas promotion 

by the biggest advertising campaign in WHIRL- 
POOL history. 


Avtomatic Washer rhe -_ } 


. with Suds-Miser and the Seven Rinses, 
Cycle-Tone, Ultra-Violet Lamp, Agiflow 
water action, water saving on partial 


WHIRLPOOL 


loads, automatic door release that glows 
when washer is in operation and other 
sales-clinching features 


» : , Al 
W ii WHIRLPOOL 
i Dryers 
. +. available in 
¢C ° R Pp °o BR AT i ° ® both electric or gas 
; models... with many 
For Over 50 Years Manufacturers of the World's Finest Home Loundry Equipment exclusive features to make 
our selling simple. 
ST. JOSEPH, MICHIGAN, U. S. A. y & simp 
IN CANADA: John Inglis, Lid., Toronto, Ontario 
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Trouble Shooter's Guide 


r BIGGEST 


ELECTRICAL APPLIANCE 
SERVICING, by William H. 
Crouse. McGraw-Hill Book 
Co., Inc., New York. 854 pp., 
$7.50. 


MI HAN ALLY Ap] 
4 t all the t 


ow pert 


Motor-Driven Appliances 


Refrigeration, Air Conditioning 
Details of Servicing 


Resistance-Heating Appliances 


JAMES BOLGER 
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that sell MO 


/ 
[Three lls Electric Ranges! 


There are three things that can help you build more Electric 











Range sales. Like other successful dealers everywhere, you can increase 
your sales by doing these three things. Here’s how: 


IO TRIS Have an Electric Range plugged in right 
on the sales floor. Then you can really 


give the prospect a demonstration. Flip the switches and the elements heat 
up right in front of her. She can see how fast this happens. She can touch 
the oven and feel how cool it is outside when it's hot inside. It's always 
easier co sell a “live” range than a “dead” one. Demonstrations build 
floor traffic, too! But in addition... 


H//I| HIS Don't let the sale drop when delivery is 
made. Make follow-up calls on pur- 


chasers. When a customer buys an Electric Range, chances are she's not too 
familiar with its operation. Have the salesman or home economist visit the 
customer once or twice efter delivery, and demonstrate the range in the 
customer's own home. She needs only a little help and she'll learn where 
every control is, and how to use it. Then she'll be the kind of satisfied 
customer who is a good salesman for you, can bring you a lot of other 
customers. And also... 


DO THIS Like other successful dealers and 
salesmen, use an Electric Range in 


your own home. That's the best way to get yourself enthusiastic, to be 
convincing when you're telling prospects how easy this range is to 























use; about its coolness and economy; how its automatic controls save 
time, and what delicious meals it cooks. First—install an Electric 





Range in your own home. 

















Wire Your Store for Modern Merchandising 

Remember—when your store has a three wire service to demonsirate Wire Your Store for Modern Merchandising 
Electric Ranges, it is also wired for other appliances—such as Electric : : 
Water Heaters and Electric Clothes Dryers. This, of Remember —when store has a three wire service to demonsirate 
course, spreads the wiring cost; helps boost sales in Electric Ranges, it is also wired for other appliances, such as Electric 
general, because any appliance sells better “live” Water Heaters and Electric Clothes I rs. This, 
than “dead.” of course, oe the wiring cost; helps boost sales 

in general, because any appliance sells better “live” 

than “dead.” 





ELECTRIC RANGE SECTION 
National Electrical Manufacturers Association, 155 E. 44th St., New York 17, N.Y. 








ADMIRAL + COOLERATOR + CROSLEY « DEEPFREEZE - FRIGIDAIRE - GENERAL ELECTRIC » GIBSON +» HOTPOINT 
KELVINATOR + LEDO + MONARCH + NORGE + PHILCO + UNIVERSAL + WESTINGHOUSE 
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LIFE the “reader-getter’ 


and LIFE 
the “business-getter’! 


The greatest pictorial journalism the world has ever throughout the nation. Ask the B. F. Goodrich Company. 


known has given LIFE the greatest number of readers They ran a LIFE tie-in promotion in 1000 B. F. Goodric h 
publish rig history has ever known retail stores all over America 
Across the nation, people eagerly await LIFE ’s reporting Here's what Carl Horst, manager of retail merchandis 


of news of the Korean War news of the theatre devel ny. said in his bulletin about the LIFE promotion 


opments in the art world and the world of sports ne \dvertised-in-LIFE promotions are proved “business 


host of other events that get ‘ over halt of A getters.’ Why? Because millions of peopl read LIFE eas h 


read LIFE over a period of 1} issues week, and thev have confidence in LIFE-advertised prod 
to vet readet matched icts. A colorful advertised-in-LIFI atmosphere in voul 
LIFE's al tv to get business for thousand 


LIFE's amazing ability 


retailer fore Ww i] attract these prospects and imerease si les 


How LIFE sells for 1,000 B. F. Goodrich Stores 


(thon 2 
Cea! 


‘ $ " 
ae 
+4 ge 
£8 cL 


TUBES 


How “Joataung 
WATIONALLY 
ADVERTISED PRODUC! 








In the course of 13 issues *Prom A Study of the & 


Over half the nation reads LIFE* meqeeyanneie 


=> 2 
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CINCINNATI: 


Retailer Charles Browning: “I had an over-all increase 
of 20°, (not including tires) during the LIFE event. More 
mportant, the promotion let the people know we have 
ational! mivertised me 


PHILADELPHIA: 


Retailer maken Adams: “A Lvs promotion is one « 
the best ways Ik to take full advantage of a national 
j 


wivertising campaign. This promotion ments being an ann 


} 
al é 


SAN FRANCISCO: 
Retailer Hugh é. Riley: “The LIFE promotion was 


great deal of help to us un sales It's the yy of promotion 
that can't help ibut be successful. The public reads LIF! 
and the buv advertised-in merchandise. We shouk 


thie agar 


DALLAS: 


Retailer J. D. Chasteen: This LIFE promotion was 
“ We n't ' Look at tl 


wert can n mwOoK & he number of people 
ead LIFE as compared to other magazines Jand 
Ane a's buying market! 


BUY WITH CONFIDENCE 
a B.F.Goodrich 

















For Best Results—Feature These LIFE-advertised Products ———=> 
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MAJOR APPLIANCES 


olor Nov. 20 Kodak Prt 


Grafles 


ire Taking —page 
Cameras— 4 page 
Nov. 27 Revere Cameras—page, color 
Polaroid Land Camera — 190 lines 


Nov. 13 Cr 


STATIONERY REQUISITES 
Phileo TV ” = Nov. 6 NuAce Mi 
RCA H 
tol Recor 
Nov. 20 Du Mont TV 


if ‘ ers 


* Corners 


th & Corona Portable 


SMALLER APPLIANCES 
AND HOUSEWARES 


Now iD 


p 
Fa 
20 Pa 


JEWELRY, CLOCKS AND 
WATCHES 


Nov 6 De Beers D { 
I Watches 
oultre W 


Ww 
27 She 


Bau 


olo 


» Binoculars 


Y 


B. B. Pens 


RU ADVERTISED 


won Art Metal Accessor 
praaere 

Federation of Watch 

ed Diamond & Wedding 


» Pare 


rregaux Watches 
i Diamond Rings 
r & tron ’ As 


Coffeemaker 


They Spend the Most 


HOME FURNISHINGS color §=6to Sell the Most 


Nov. 6 Alex erS tloor Cover 


NUED FROM PAGE 


a ee 


Blanket 


Nothing Nailed to Floor 


20 tk 
K 


BPA BBB PB BDLOLIPI_OPPPPPD PP” 
After 


just a friend with money! 


all, what is a customer 


BPP P PPP PLP DPD he 


CAMERA SUPPLIES AND 
RADIOS, TELEVISION, OPTICAL GOODS 
RECORDS & INSTRUMENTS 


6 « af ‘ ‘| c 
Nov 6™M 1\ | ‘ 


ISA 
PAGE 84 
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Here’s TOASTMASTER'S powerful Gift promotion! 





AMERICA'S MOST-WANTED TOASTER is the 

one she'll be proud to own. Pops up perfect 

coast every time--light, dark, or in-between. 
Completely automatic, easy to clean, has extra-chick chro- 
mium finish for enduring beauty, There are “Toastmaster” 
Toasters still serving faithfully after 20 years! 





4 
fe 
2 


FOR SNACKS THAT HIT THE SPOT with youngsters SHE'LL HAVE PARTIES that almost give themselves with the ‘Toast 
after school, oldsters after the show—there’s nothing like master” ‘Hospitality’ * Set. Four handmade crystal party plates and three 
the new “Toastmaster” ‘Toast 'n Jam"* Set. A breakfast matching relish dishes make the simplest snacks exciting—invite self-service 
brightener, too. Handsome walnut tray, gay colored jars free the hostess for fun. Hand-rubbed walnut tray. Includes the famous 
and coast plate of fine Pranciscan Ware, and the beautiful Toastmaster’ * Toaster 


Toastmaster’ Toaster 








TOASTMASTER 


~ AREAL PARTY-PROMOTER—the “Toastmaster” Waffle Serv- 

ice. Handsome walnut tray has loads of extra uses. So, too, have the 

batter bow! and syrup pitcher in sprout-green Franciscan Ware. Graceful 

chromium ladle measures out one waffle—to a drop! Includes the 
Toastmaster Waffle Baker with “Siltect’”’* non-stick grids . 
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We don’t want All of the appliance dealers in 


the country—we just want the Best— 


to handle The New Deeplreeze Appliance Line! 


rogressive Doaters ualify? 


re dealers. Consumer demand for the 


Frankly, Deepfreeze wants m 
famous Deepfreeze Appliances has been so great that open territories must have 
adequate dealerships. Expanded production facilities will soon increase 
Appliances that more and more consumers 


supply of the Deepfreeze fa 
the most promise ! With sky-rocketing sale 


are asking for each year! + Deepfreeze hol 
Deepfreeze dealers will have a more prosperous year than ever in 1951. 
he new Deepfreeze Appliance line. 


After you've seen all others, see tl 
choose the franchise with a future ! 


Hitch your business to a rising star 
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HeresWh 


CT 
A 
Ge! ey 1 
\ 
XG 


Expect to Be Suarprs 
Wait Until You've § 
the Outstanding 





Theres plenty of brand-new sales appeal in all the Deepfreeze Appliances for 1951. 
Deepfreeze again scoops the appliance industry —with new revolutionary 
features your customers have wanted for years. The wonderful new Deepfreeze products 
bear the famous trade name consumers count on for dependability and quality. 


Appliance dealers know they can’t go wrong when they...Go Buy the Name. 


In °5I1-Go Buy the Name- 


Deenireeze 


TRADE-MARK REG. U. S. PAT, OFF. 


HOME FREEZERS © REFRIGERATORS © ELECTRIC RANGES © ELECTRIC WATER HEATERS 
DEEPFREEZE APPLIANCE DIVISION, MOTOR PRODUCTS CORPORATION, NORTH CHICAGO, ILLINOIS 


© 1950 Deeptreeze Appliance Orvision Motor Products Corpor ateon 


i eeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeee 


Pe ele ed oe | io — Or Send Coupon for All the Facts! 


a 4 Deepfreeze Appliance Division 
for details about the Motor Products Corporation, North Chicago, Ill. 
Gentlemen: 
I’m interested in the greatest appliance franchise for 1951! 
Send me P.D.Q. the complete story. 


greatest appliance franchise in IN51! 


Name 
« Add tad 
€ily 
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Eleven Ways to Increase Christmas Sales 


More Than Ever 


Your Customers 
Want the... 








CONTINUED FROM PAGE 5 


Series moter parts engineered 
ter feer polisher, adaptedie 
food mizers ond other 


hevseheld app! ances 


Motor Driven Appliances 


Get Groups to Chip-In For Gifts 


Thorough dependability 
assuring many years 

of good service — is 

an advantage of 

Lamb Electric Motor 

driven appliances which 

today, more than ever, 


appeals to purchasers 


This feature, assuring 
customer satisfaction, is 
one of the reasons 

why leading dealers the 
country over prefer to 
handle appliances 
equipped with 


Lamb Electric Motors 


THE LAMB ELECTRIC COMPANY, KENT, OHIO 


Elecluc Bell’s Pushes Washers for Gifts uti’ 
; sed wr 
La reactions nosstrowen MOTORS oy oe | 


NO T'S NOT READY YET WHAT 
DID YOU DO WHEN YOU DIDN'T HAVE A SET?” 
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DELUXE ROASTER-OVEN 
Cat. Ne. 950 UT365 













DeLuxe Roaster-Oven with ovenproof glass dish set. Exclusive Turn- 
A-Koob finger tip cover control. Self-basting, polished aluminum 
cover. 18 quart capacity. Shipping weight 43 Ibs 


Suggested retail price $42.95 


“‘Hard to get”’ 
evesnol items are doubly 
} valuable for 7 


DELUXE AUTOMATIC ROASTERETTE 
ELECTRIC BLANKETS 


Cet. Ne. 930 
d Extra cooking unit every kitchen | 
needs. Used as small roaster, baker, — i 
a casserole, soup pot, preserving | | 
kettle. Automatic thermostat and | j 

/ heat regulator. Cordand cookbook — 
\ included, Sqt. inset pan. Shipping 
=~” weight 9 Ibs 
j y Suggested retail price...,..$19.95 t 

with exclusive Comfortrol : 


ai Coaieeat ‘taken Make your store gift headquarters 


point: Comfortrol 
at exact warmth regardless of 
room temperature changes. New 


































EVERHOT AUTOMATIC 





Therm-O-Loom textile. Each There's profit—good solid profit— 

blanket in colorful, trafiic-stop 

ping display. Available in Desert in the wonderful “gift market" weeks ahead 

Rose, Jupiter Blue, Berkshire 

Green Fast-selling Everhot electric housewares 

Cat. 921 72” x 86" Single : 

peer ad are always in demand as gifts . . . always 
_ge r > > « . 

Suggested retail price. . . $42.9 quick, profitable movers. Customers like 

Cat. 922 —72°’ x 86”° Dual Com 

fortrol regulates each half of Everhot quality—and prices. You'll like Everhot AC/DC ROASTERETTE 

blanket . 

Suggested retail price... $49.95 items because they move right out— Cat. No. 658 

Cat. 923-— 66" x 86°". Twin size , 

. Silas Sadie Cimeiianeed stay sold—give customer satisfaction An appliance with a thousand uses. 

: & Serves as roaster, casserole, cooker 

Suggested retail price... $39.95 Each unit packed in individual Two heats: 330 watts and 120 


watts. Fiberglas insulation keeps 
food hot for hours. Capacity 4 
quarts or 6 pound roast. Shipping 
weight 7 Ibs. 


Suggested retail price...... $10.95 


shipping carton. Wire or 


phone for delivery schedule 





LON 


GOO 


‘ 





SINCE 1884 


By 
> Swartzbaugh 


f OF TOLEDO 


ELECTRICAL 
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Eleven Ways to 
Increase Xmas Sales 


CONTINUED FROM PAGE 68 


equipme 
sjliances. He 
hildren 
> known to be 
ance, but d 


me reason 


‘ 


Names Sells Prior Customers 


single coil. There are no special switch positions to 
remember, no “hot spots” or “cold spots’. The home 


maker has as much or as littl heat as she wants 
Ranges equipped with TKR Mono : 
simply by turning the switch. And when she's in a 
tubes sell faster. That's because the 
hurry, she gets faster heat with the TK Monotube 
IK Monotube is the most easily 
<= because its flat surface provides up to 42.8 more 
cleaned unit ever made. House wives 
aa - contact with cooking utensils. These and other advan 
‘go for” this easy-to-demonstrate 
tages are the reasons why most manufacturers today 
advantage. Just lif) the coil... remove triangular sup 
equip their ranges with Monotubes—the units that 
port wipe the drip pan and you're already halfway 
appe al to pretty hands the units that help vou pile up 
to a sale! Women quickly visualize hours saved in the 
pretty profits 
kitchen, promptly sell themselves on your range 


Pretty Slick—-That TK Mono- 


() Easier to Clean pack Merchandising Package! 
All the Way. 


« 
- + It sbringing new business into 
< 
A * Monotube equipped ranges service departments every 
~ y/ 


y have no exposed wiring to ac 


~~ " where units, an attractive 


cumulate dirt and gre ase. Lead displa enve loy e stulfters evervthing you need to 


wires and terminals are concealed and protected by 1 


put your rew to work on profita le remodernization 


: special sealed sleeve. Wiring is out of sight, out of business i n the one hands package Ask vour dis 


miod a feature women like. There's no need tor the tributor for details. Or write to us 
housewife ever to swe the wiring or the terminal 
connections 

Want to know more? 


Fast, Simple Operation . , " prenetrcn 


eaplamns 


All heats trom “high” to “warm same ranges. Write for 


LE & KIFT, 


AG ii . VBSIDIARY F FERR ENAM 


ti 


NC. 


YOU'LL LIKE THIS PLACE—iT’S 
SORT OF OLD-FASHIONED.” 
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your sales with the NEW 


LIANCE BOOSTER’ 


“Actual size—614" x 5%" ge 


have ©qual acceptg nce! 


control for aij cha C Switch 
turns booster On with ’ Superbly Styled 
Plastic control case blends with ail furniture. 
Exceptiong! high-chonne| reception and uni- 
formity of Picture and sound! Price $29.95, 


New Automatic Tenna-Rotor_ Model Hik— juss 
set the Pointer —ontenng then turns to that Point 
Gnd stop North —Egsp Direction 
Position at gli times. 
Marked fo, Present or new channels, 
Gucranteed for one year. Uses special "Zip" 
feature, 4-conducto, Cable for fast 'NStallation. 
Advertised n all major Ty Creas, 


set it—-and forget it! 


New Deluxe a 
Model HIR Tenna-Roter 4 © | rn 


1950 


= ’ 


























SALES TRawmime 
*LAIy — at 
— ee wernrens 
CLOUOS oe 
\ oe wr LISS 
a> MW Ara AA 
SS Re, <) Ste 
Ce > % . Fy ies) a 
WASHERS meter io “alae — NO Sto 
- . i 4 ” 
r ee MAR tLe 
... ARE REALLY DIFFERENT yoru LOT a Aa 
) esr - > 
.. EASIER TO SELL Y aes” a 
eee ASSURE GREATER PROFITS! =, ) oo \ 








THIS SKETCH 


a 





Year-Long GOYA" Contest 
Sparks Dealer Sales 





With free trips, good-natured kidding, 
555, Inc., Little Rock, Ark., distributor, 
keeps sales enthusiasm at high pitch 


Ae 





vA rie t 1¢ 
Vor tease One More River to Cross 
‘ ~¢ wet p 





Strip off the name plates of various washers 
and examine their features. With only one 
exception you can hardly tell one washer 


from another . . . that exception is Voss. 


Tangle-Proof Top Suds Washing * World's Only 
“Electro-Safe" Wringer * Corrugated, Double-Wall 
insulated Tub © Automatic Timer ¢ Ball Bearing, 
Sealed-in-Oil, “Time-Tested" Mechanism and many 
others, all designed for easier sales. 


yOSs 
VOSS BROS. MFG. co. Fame 


DAVENPORT, IOWA 





A DIE wit! 
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WANT 20¢ MORE 
ON A DOLLAR? 






Dollar for dollar, gas ranges produce 10 Only automatic gas ranges built to “CP” 
to 20% more gross profit than any other standards provide a nationally recognized 
major appliances. That's a profit fact you buying guide created by an industry to 
can prove right from your own books. assure your customers of cooking perfec- 
That's a profit fact of extra importance in tion and the clean, cool, fast, care-free 


today’s market. cooking features every woman wants. 




















Any way you look at it — percentage-wise Here’s a double-barreled profit opportu- 


or dollar-wise, gas ranges produce the best nity for you. Automatic gas ranges built 
return per $1000 invested in any major to “CP” standards give you higher profits 
appliance stocks. That’s not all. Automatic per unit sold, and the greatest public ac- 
gas ranges built to"CP” standards pay you ceptance of any major appliance available 
as much as 30% more net return without today. Ask your gas range manufacturer 
adding a single penny to your handling to give you the facts on the Gas Range 
costs. Profit Story. 


“CP” is the top buying guide and the top profit builder 
in the major appliance field today and every day. 


Cudenalac Geb. Kiatigé. 


can be obtained under these famous trade names... 






®Uny 16 















AB GLENWOOD ORIOLE 
ACORN GRAND PERFECTION 


BLUE-BONNET HARDWICK ROPER 

CALORIC INGLIS-TAPPAN SPARK 

CLARE MAGIC CHEF TAPPAN 

CROWN MAYTAG DUTCH OVEN UNIVERSAL 

DETROIT JEWEL MOFFAT-ROPER WEDGEWOOD 

ESTATE OCCIDENTAL WESTERN HOLLY For all types of gases, 
GAFFERS & SATTLER ODIN BEAUTYRANGE in cities, towns and on farms. 





GARLAND O'KEEFE & MERRITT 





Gas APPLIANCE MANUFACTURERS ASSOCIATION, INC. * 60£, 42nd St., New York 17,N.Y. 














ELECTRICAL MERCHANDISING-—-NOVEMBER, 1950 PAGE 93 














@e 


(QQ iccwidie Tw) 


NOVEMBER, 1950—ELECTRICAL MERCHANDISING 














Flack: Lilie 


@ G-E Black-Daylite Television is distinguished 
both in name and in performance. Its outstanding IBES AND CHASSIS M > FOR EACH OTHER f 


picture quality and electronic excellence stem 


from many G-E advancements in picture tubes, G-E electronic tubes of the most ad- 


circuits, components, and speaker design, which vanced types are used for long life 
are combined exclusively in G-E Black-Daylite and superb performance. Continuing 
Television. For the whole exciting story, call your research helps to make the tubes the 
G-E TV distributor or write General Electric Co., finest any set can have. 


Receiver Division, Syracuse, New York. 


TL as “tf 
j HA v Th f /C E 


Now, see television brought to life in all po 
its exciting realism! Advanced G-E ree- NN} G-E Dynapower speakers use Alnico 5, de- 
tangular black tube shows all the tele- x veloped by G, E. and 244 times more pow- 
vision camera sees, Sharper, clearer, more erful than any magnetic material previously 
lifelike than ever — with close-ups : used in a speaker. Product of sound engi- 
actually as big as life! a neering, G-E speakers offer superb tone! 


+ SAAT 
/ Ad 


*BUILT IN RIGHT 

No problem to tune a G-E. With G-E he 

Automatic Sound, you just tune the or ¥ at The powerful, dependable G-E built- 
ie 


picture—the sound is rightevery time! ™ in antenna means that in most station 

You don’t even retune sound when , x { areas you can plug in and immediately 

changing stations. a enjoy excellent reception without any 
: \ outside antenna. 





G. E.'s famous Inter-carrier circuit ry ; Triumph of America’s foremost designers 
improves picture and sound quality \ rn and craftsmen, G-E cabinetry inspires last- 
even in fringe areas. There’s new free- “, : ing pride of possession. Enduringly beauti- 
dom from the howl and drift common ~ ful designs in both traditional and modern 
in ordinary TV during tuning. You => ‘ styles are distinguished in workmanship, 
can even tune out most local picture | fittings and finish. Veneered exclusively in 
interference without sound distortion. choicest genuine mahogany or blond woods. 
All General Electric cabinets reflect the 
most discriminating taste. 





/ 
4% Cll COR pul pow CON tilence a7 — 


— 


GENERAL ELECTRIC 
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This all-rubber mixer cord dem- 
onstrates the plus values built into 
Belden electrical cords. They are man- 
ufactured to standards that far sur- 
pass the minimum requirements set 


up by the Underwriters’ Laboratories. 


7 hey give you a plus in protection 


against fire or personal injury, a plus 
in appearance, and a plus in sales and 


profits. Ask your Belden Jobber. 


Belden Manufacturing Co. 
4663 W. Van Buren St. 
Chicago 44, Illinois 
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I YD 
— Thi2 

Vm A LITTLE WORRIED ABOUT THIS CALL 
DO THEY HAVE A TELEVISION SET AT THE 


DRAFT BOARD? 


“GOYA” Contest 


ee CONTINUED FROM PAGE 92 xm 


whicl ar : 
‘Get Off Your 

Ata big mee 
January 
4 retail lesman, rode own the 
center aisle of the auditorium on a 
of the meet 
ing ash him, “Would a gigantic sales 
contest, with prize totalling 
$10,000 


onductor 


about 
nduce you to ‘get off your 
ass’ ?” “Yes, sir! shouted the 
man, and got off his mule 
details 
was oft 

I ») keep the “GOYA” con 
the firm 1 ls t 


nals 
testants 


sale be 
hen the 


were outlined, and the contest 


1 
yulletins to 


announcing each 1 


ner, details 











JUST DON’T USE ANY SHAVING CREAM NEXT 
TIME AND SHE'LL WORK PERFECTLY!” 


MERCHANDISING 








THAT SELL 
‘WASHERS 


Sensational sales feature—and only Laundry Queen 
has it! 
FINGERTIP LIGHT SWITCH 


. " . P 4 ' 
Complete, unobstructed view of rolls at all times TYPE CONTROL. 


Fingertip start-stop-reverse control! 


Feather-touch double bar safety release—stops both 
rolls instantly. 


Big 2% inch non-slip rolls—marbleized to show 
motion! = . 
f : “ ; w- E€ASY-SET PRESSURE CON- 
Husky one-piece cast aluminum cover! SS 4 6 TROL, 


‘ 


PLUS THESE EXCLUSIVE FEATURES 


(A) DUO-DISC INVERTIBLE AGITATOR 


TRIPLE GUARANTEE 
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45€v1I5. 


lis the children’s edition 
= ograph. Brightly deco 
characters, it* 


pr nation. 3 


feet ‘te hicddlies 


9XS56!. 


(ffers supe rb soun 


“Colden Threat” to 


antenna with ou 
plug-in. ¢ hoice 
finished plastic. 


PAGE 98 


anes antenna conne 
rk maroon 


the 
r- bre 


shagpente ree Bi 


. bn ad in 
etron 
or ant 


ideal children 
“akable 7-it 


of the famou 
rated with funny isn 
» Christma 





1S” recore 


“Ma ngic Loop 
a cies 
tepue nory 


aker. Ha 


















































Newest version of the favorite “Globe Trotter.” Plays 
on battery or AC-DC current. Has built-in antenna, 
automatic volume control, “on-off lid switch. Alumi- 


num finish with brown plastic ends, simulated 
leather trim. 


9x571. 
Feature 


RCA Victor table radio. Has “Golden Throat” acousti- 
cal system, plug-in phono jack for “Victrola” 45 attach- 
ment. In striped mahogany on 
hogany on beige. 


+ Binch speaker the largest in any postwar 


maroon or blond ma- 
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the board = 


RCA VICTOR features [| 


RCAVICTOR tor DEMO ’selling! 


meet heavy pre-Christmas eubsisenichioe 


When the set is a combination 


oe . 
with these sure sellers Soar 
- “an 


erful radio and the record 





changer are combined in a single 









me R y compact unit. They'll watch 
Teamwork, all the way through, lies behind consumers seth wall te desea cae al 
preference for RCA Victor quality. From the first precision see how the unit saves space, 


Increases enjoyment 





part that’s inserted on the production line ... to that last 
ounce of hard-hitting RCA Victor advertising and promotion... 2 Fn nr nn nn ee 
you can be sure your RCA Victor line has what it takes to 


keep on being your top quality, iop selling brand. ( Distortion-Free Music 


Heavy magazine, newspaper, radio and television advertising Sop ‘ ; 
When the set has a “Victrola” 45 
record changer, let customers listen 


more Christmas shoppers your way. Make use of RCA Victor's i / ty S - to the distortion-free reproduction 
» 


is driving home the RCA Victor sales message ... and driving 


as +. Explain how the handy 7-inch dines 
countless “Demo” selling features to show customers what they 











ace distortion-free over their entire 


Hy playing surface 


want to see. You'll clinch many more profitable sales, sure! 





Vhere’s a top-quality RCA Victor instrument for your every 
pre-Christmas prospect—whether he wants the best in radio, ee eee nn - 
recorded music or television. Now's the time to start “pushing” 

RCA Victor. More sales of these high-quality items mean more “Golden Throat” Tone System 
satisfied customers who will keep coming back to build a Tell them about the unbelievable 
tone brilliance the exclusive ROA 


year-in, year-out volume of handsome profits. 
. Vietor system produces how it 



















makes sound life-like by balancing 
all high-quality parts exactly. Let 
them listen 






Pad isis eh 





ee ae ae ae C eiieetinnetioestiostiaedtiodtiediondieedii 


Beautiful Cabinetry 





Hav ° shoppers run their hands 
H over the fine finieh. Point out the 
| choice matched grain patterns 




















and sturdy harmonizing trim 
Thev'll go for the selection of 

















finishes you offer them 


















































nae ; 8 abt DONT FORGET. 
Powerful AM-F M radio and “45° recorded It's “The Fairfield.” 16-inch Million Proof tele eee 

AM ‘ oll» 1 Hlas storage ar th shone jack to plug "45" ot other 
music in the roll s .s i "4 ‘e de . “i - ' = ' eC ahem Throat To tell shoppers about the television, show them the 
space for four hundres » records, oF record changers a8 Soom, Hae ‘ Extended Tone Range found clear, steady pictures. Drop 
60 albums. The 45W9 features richer, more tone system. Cood looking cabinet adds real in many “Victrola” combina- a reminder that RCA Victor 
lifelike Extended Tone Range. eye-appeal for Demo” selling. tions . how it adds to the television brings Million 


beauty of the “Golden Proof satisfaction ... proven 
Throat.” When the set has in over «a million homes. 


nm RCA VICTOR _© 4 


HAS THE “GOLDEN THROAT” DIVISION OF RADIO CORPORATION OF AMERICA 


“Vy, s~TM, Reg U.S. Pat Of ONLY RCA VICTOR MAKES THE “VICTROLA” 









RCA VICTOR—World Leader in Radio...First in Recorded Music...First in Television 
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@ AUTOMATIC 
COMFORT 


F You, too, can prove that when oil 
(Op) WATIONAL ADVER. ‘ heater customers know they can buy 


TISING helps you sell = the very cheapest form of heating and 
it controlled PHERMOSTATI 


ItN MILLION 
! C ALLY, they buy the best model they 


1\ 
HETTiR tho can afford 
‘ \ 
FARM jor a highe unit 
A‘ , ; . . pros il idditional 


i AP DEPES 
AP AL TOMATIC 
OMEORT CONTROL SETS. And 


| 
( 


offer f ton » the benefit 
they cannot 
dern oil 


nme and 


Tad — ¥ 
hated 
a /p 7 ' 
Gor Wy) 
“ by yet i] > ‘ o nanufacturer 
free banne "d complete details on A-P 


AUTOMATIC COMFORT CONTROL SETS 





HUTOMHIN 
PRODUC 


COMPANY DEPEND LE 
ee a | OIL 


Milwavkee 45. Wis 


STANDARD EQUIPMENT ON VAP ORITING Ort BURNING 
MEATERS FURNACES FLOOR FURNACES WATER HWEATERS 
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zwboy Promotion Turns Slumn into Sales 





CONTINUED FROM PAGE 66 





Small Appliance Seles Tripled 








PRESSED THE BUTTON. DID THE ANTENNA ROTATE 
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For Greater Christmas Profits 


Feature the Leader! 


Recorder 


fa a Sf] 
Lira 


So Outstanding, Revere Leads the Field 


The professional quality and superior features of the new Revere 
l'ape Recorder have made it the sensational leader in the entire 
recording field. No wonder dealers everywhere are reporting 
phenomenal sales of this remarkable equipment. Get behind this 
potent leadership for an extra share of Christmas profits! 


Professional in Appearance and Performance 


Revere’s high-fidelity sound . . . easy, trouble-free operation . . . 


low price and economical upkeep . . . make it the outstanding 


value from any customer's viewpoint. Add to this such important 


features as a full hour of listening time on each reel . . . erase- 


REVERE RECORDER- 
RADIO COMBINATION 


Tape recorder plus a glorious 


toned radio Program s can be 
rded from radio by mere 
titel no cords to 


} . 
*riul circul 


Model TR. #19950 | mplete 
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able, re-usable tape . . . simplified controls . . . powerful, constant- 
speed motor . . . fast rewind and forward speeds . . . quick start- 
ing and stopping... time and footage indicator . . . plus a com- 
pact unit of handsome design and lightweight portability—and, 


Mr. Dealer, you've got terrific sales appeal! 


Ideal Gift for Everyone 
Every day, more and more people are discovering the many 
advantages of owning a Revere Tape Recorder . 
to record children’s voices and home talent . . 


.. the fun it is 
. to add music 
and commentary to home movies . . . capture radio programs for 
future enjoyment. Schools, churches, and clubs find tape record- 
ers invaluable for educational and recreational purposes. Busi- 
ness and professional people, musicians, and students everyone 


will welcome the gift of a Revere Tape Recorder. 


This wide-open market, combined with overwhelming prefer 
ence, makes Revere Magnetic Tape Recorders the hottest new 
profit-builders you can carry, Write for complete information 


REVERE CAMERA COMPANY + CHICAGO 16 





More lubes. 


for Clearer Pictures 
and Greater 
Distance Reception 


* 
yy 
— 


2 


ee 


PW 
2 


Model 9121-B. Rich Mahogany 
Styling16° TV, FM-AM Radio, 
3-Speed Phono 


», 
*, 


Proved over and over again! 

Stewart-Warner Dyna-Power with CHANNEL-EYE TUNING 

Mi hi rl BES gives vou More Powet Amazing lighted eye flashes call letters 
UP TO MEET YOUR EYE! No stooping 


Clearer Pictures, Greater Distances No squatting to dial 


Reception! Television that gives 


your customers more wes Vou 


, DYNA-POWER CHASSIS 
more! See your Stewart-Warne: Only Stewort-Warner has it! MORE 


| | — z . T M + p WwW for e world’s 
So ‘oh Sy 4 ' fertioner OWER for the world’s 
SZ 


STEWART WARNER ELECTRIC « Division of Stewart-Warner Corp. - 1826 Diversey Parkway + Chicago 14, 11! 


sila 
—_ we Goer 
STEWAR i ORHER Sti a: (Varn 
MIRACLE TURRET TUNER 


Distiibuter Today / 
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Appliance-Radio-Video Industry Booms 
As Eight Month Figures Set Records 





Three products set all-time marks 
during August; eight month totals 
better 12 month figures for 1949 


duction was almost 


How It Got That Way 





Crusader for Freedom 









































































































GENERAL LUCIUS CLAY congratulates Alex Lewyt 


president of Lewyt Corp 


iron Curtain countries 


assertion that America 
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climbed past the two million mark, 
ahead of both 1949 and 1948 and 
only slightly behind 1947, the in 
dustry’s best year The August 
production represented a sharp m 
crease over preceding months, when 
output had stayed well below the 
300,000 level 

Cleaning Up. Washer output 
climber 100,00 units in August to 
reach the 380,000 level, the second 
best month since September, 1948 
Eight-month totals of 2,668,987 
units were 47 percent ahead of last 
year and the August output was 18 
percent ahead of August, 1949 

Ironer production also rose 
sharply in August to reach 42,700 
units, the best month of the vear 
and the best single month since 
May of 1948 The eight month 
totale were considerably below the 
record levels of 1947 and 1948 but 
were 27 percent ahead of 1949 

Although dryer statistics for pre 
vious years are incomplete, it ap 
peared that August production had 
set an all-time high. Manufacturers 
turned owt 32,318 units, by far the 


best mark of the year, 484 percent 
thead of available 1949 monthly 
figures Fight month total we 
295 percent over 1949 


TV Records Estimated industr 
output of TV receivers reached a 
new high of 702.287 units in August 
This boosted the eight month totals 
ver the four million level, more 


than a million better than 12 months 


vear 
Radio set production went overt 
the million mark again, reaching 
1,203,447 unit in Aneust eight 


month totale were 8.750.965 















FCC Authorizes Color 





\« far as the FCC is concerned 

lor television will wet under way 
on November 20. The Commission 
last month gave CBS permission 


to begin color on that date after 
the majority of set makers had 


turned down an alterngte pro 
posal to incorporate “bracket 
tandards” (provision for receiv 


vw both CBS’ 405 line and the 
present 525 line pictures) in future 
set For details, see page 120 
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How the ‘Yellow Pages’ 
are building sales 
for Appliance Dealers 


Statements like these prove that 
your advertising in the ‘yellow 
pages’ of the telephone directory 
can reach a lot of people who are 
ready to buy 

Ic is an established fact that 9 
out of 10 shoppers depend on the 
‘yellow pages’ for w here-to-buy-it 
information. That is why so many 


electrical appliance dealers use the 


‘yellow pages’ to increase sales. 

Your advertising in the ‘yellow 
pages’ is at the finger tips of pros- 
pects in your own town...it reaches 
newcomers and visitors in town 
as well. 

Are you advertising under all the 
classifications where prospects are 
likely to look for the brands, prod- 


ucts and services you offer? 


Scheduled Meetings 
NAT'L ELECTRICAL MFRS. ASSN. 


Chaltoste-Heddon Hall 
Atlantic City, N. J 
November 13.16 


APPLIANCE PARTS JOBBERS 
ASSN 


Executrve Boord Meeting 
Detroit-Leland Hotel, Detroit 
November 16-18 


WEST COAST REFRIGERATION— 
AIR CONDITIONING EXHIBIT— 
CONFERENCE 


Long Beach Auditorium 
Long Beach, Calif. 
November 17-19 


ELECTRICAL & HOME 
APPLIANCE SHOW 


Bureau of Home Appliances 
| Balboa Park, San Diego 
November 24-29 


Gibson Field Force 
Holds Conference 


Third Vergal Bourland Store 


Opened Recently in Fort Worth 


FOR FURTHER INFORMATION, CALL YOUR LOCAL TELEPHONE BUSINESS OFFICE 
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The Complete New 1951 Line of 


F LORENCE Electric Ranges 


Meets Every Customer’s Needs 


HEY’RE NEW—excitingly new—they're the 1951 They have the new Duplex Convertible deep-well 
line of Florence Electric Ranges! Each one is Budget Cookers . . . accessories most wanted for cook- 
more than outstanding in its “last word” modern ing ease... the Florence name your customers know. 
design. ..its newer-than-tomorrow styling that com- There's one of these 1951 Florence Electric Ranges 
bines work-saving efficiency with kitchen beauty! for every kitchen . . . for every customer's pocketbook. 
















a 


+ ete 


a > 


a 


Space-Saver 
Model 115 with 4 
top heating units 
—shown picia. 
Available with ac- 
cossories A-16 oF 
AT. 


Space-Saver Model 114 










Space-Saver Model 113 with Budget Cooker— f ; ) 
~shown plain. Available shown with accessory » 
with accessory A-16. A-17. Available with ac- ss 


cessory A-16 of plain. £~ 


x ' 
144--shown with accessory A-16. 
Bllable with accessory A-17, B-18 oF ploin. 

















Standard Mode! 134—shown with accessory A-17. 
Deluxe Model 164—shown with accessory Avoilable with occessory A-16, 8-18 oF plain 
8-18. Available with occessory A-16 or plain 


GAS RANGES «+ LP-GAS RANGES «+ ELECTRIC RANGES «+ OIL RANGES ' Urronce., 


DUAL-OVEN Combination RANGES «+ OIL HEATERS + GAS HEATERS | ELECTRIC RANGES 


FLORENCE STOVE COMPANY General Sales Offices and Plant: Gardner, Mass. Mid-Western Plant: Kankakee, ’ 
tiinors. Southern Plant: Lewisburg, Tennessee Other Sales Offices 1 Park Avenue, New York, 1452A Merchandise Mart, 


Chicago, 419 Western Merchandise Mart, San Francisco, 53 Alabama St., S. W.. Atlanta; 301 North Market St., Dallas. 
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For Leadership 
MERIT AWARD 


Admire! Corporation 


in Research, Engineering. Design : 


and Manufacture of Television... 


mn Admiral eadership im 
wmifirmns ong known fact 


inywhere, any time that 











ee for yourself, today! 








19° Filteray” picture tube 


: 
; 
: 
' 
' 
: 


Triple Play phonograph 
FM-AM Dynamagic Radio 


~ome SH TO ODD 





Model 39 X 2 Walnut. Excise tax and tube 
warranty extra -- Mahogany slightly higher 
Prices slightly higher south and west, subject 


to change without notice 

















{im t\ combinatuons h ands you the key to 


ube combination with glare-tree, movie-clear “Sep the i > Ane Tenn, 00 Ont 
vere ve 2 
utionary new Admiral Lights Out,” NBC. Mon.. 9 PM. EST 


e CLEAR CLOSE UP becau of the revolute 
t sa GIANT PICTURE 


ma a 
super-powered TV chassis; 
ple Play Phonograph; long 
nd a superb modern cabinet 


ire maker's nasterpiece 
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MEMBERS of ner ssn 3 springs ; n JOKE before dinner is enjoyed by Theodore C. Butz ond Edward F 
ortersihes their annual { P tir uped t . above P boug! Mulhern, both of Birtman Electric Co., and Philip Geier of Royo! 
ting t Manufacturers were told that 1950 production totals would surpass all 


but the industry's all time hioh year of 194 





REWARDED for his efforts lefeating an attempt by railroads to charge higher freight 

nm cleaners, R. F. Miller f the Hoover Co. is presented o certificate of ownership With H. W 
table are George H Scott. Wolter Dietz ¢ Electr 
Frontz f Apex Electrica Mfg Co 


THE HOUSE of Hoover was well represented at the VCMA fall meeting 


telievisior set Gehir 


Hoover, son of the founder of the firm and for many 
yeors its president, are his nephew Joseph Hoover (right), manager of 
dealer relations for the company, and his son James 


Vacuum Cleaner Manufacturers Gather at Hot Springs, Va. 


lux 


VISITING ntion tu ASSOCIATION ter INFORMAL outdoor 
himself se and R. C. Dutt 


compare note 


F. Mead 
vance to 
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No Flicker, More Brilliance Seen 
For TV Sets Using Memory Tube 


ee ones wth Gas Farnsworth tells San Francisco group 
of new tube which stores a complete 
picture; scan lines are eliminated 


, 


ee alae 
Se, 


v102 Va 


Pw Macic Map  stersere 


TOASTER sensation... 


PHILO T FARNSWORTH 


Cooking Contest Winners 
To Get G-E Ranges, Cash 


5 P sar. 


i 
No Obsolescence 
vw, M 
My 
334 Automatic tron 


Automatic Pop-Up Toaster 


aad Packaged to Sell 


710U Heater 


W. C. Cannon Elected Head 
Of Canadian Manufacturers 
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RINS-SAVER 


SAVES UP TO 56 GALLONS OF WATER EVERY WASHDAY— 
aud ouly the Geudix Ecouomat Washer has ct! 


With the new exclusive Rins-Saver the second rinse can be sk 





matically. It's che most convincing water-conserving story ever told by any 
washer. The biggest featur ory of the year—and iu makes the Bendix 
Economat practically irresistible to any woman who has a water problem 


} 


and who wants automat 


Greatest automatic washer 
selling feature since the Ist Bendix! 


Here's absolute convenience absolute tutomaticity in an a#gilater auto- 
matic washer that now uses less water than any other washer of its 


type per load of clothes and it needs no bolting down 





it’s economical—it’s convenient — 
it’s a clincher on the floor! 


Suggested retail price 


You remember how the Economat made automatic washer history. And $ 95 
now, with this new sensational feature, it's on the history-making road again 
The new Bendix Economat—featuring the startling Rins-Saver—is just an 


; Includes normal installation 
other reason why Bendix dealers always sit “On top of the world 


BENDIX DIALAMATIC PROVIDES WORKLESS WASHING AT 
A PRICE ANY FAMILY CAN AFFORD! 


on price. Equippe 
e Bendix Dialamatx 


nt! 


THE BIGGEST, 


most complete FEN DIX 


automatic home automatic Sicsesiniipiaitnianien 


LAUNDRY LINE-UP Washers $17995 


| 
IN THE WORLD! DRYERS IRONERS 


Includes normal installation 


BENDIX HOME APPLIANCES, INC. © SOUTH BEND 24, INDIANA 
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Just write US 
WHAT YOU 
THINK ABOUT THIS 
WOMAN’S DAY | 
READER 






and here? how 





can cash in, too 


. 
Here's the easiest $100 a distributor salesman ever made! 










ag ee ees ee 


We'll pay cash on the barrelhead to the salesman who 





the winning dealer says first mentioned the contest to him 





What could be simpler! And remember—the more dealers 












you get to enter the contest, the better your chances of 






winning. So get busy, now—and spread the word. 







cumenar @ erecta’ 





ACT NOW --- DON'T DELAY: - - 
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DISTRIBUTORS’ SALESMEN aE READS APPLIANC 





E ADS LIKE 
THIs IN WOMAN'S DAY 


Ateves 
She not only reads them believes 


them—but she buys from them. 
Check the imposing list be 
appliance 


low and 


cee all the other leading 


sar regu- 
manufacturers that appear reg 


y in WOM AN’S DAY. 


larl 
MAGIC CHEF SPEED QUEEN 
BENDIX caonic «+ TAPPAN 






and many others 
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Giant Contest for 


WIN $000.00 


Just write a letter 


Be among the first thousand. . 


FIRST PRIZE $500.00 
SECOND PRIZE $200.00 


THIRD PRIZE $100.00 
Plus Ten $20 Prizes 


And don’t forget all the national publicity you'll get! Right 
after the contest closes, winning letters will be featured 
in a big trade ad, published in “ELECTRICAL MER- 
CHANDISING,” along with pictures of the winning dealer, 
his store, the winning distributor salesman and other in- 
teresting tie-ins. If you win, everyone in the whole industry 
will know you, and remember... this is a real opportunity 
to gain recognition with manufacturers you'd like to do 
business with in the future. It’s a million dollars worth of 


publicity—for free. 


Womans Day 


The Natipnal Magazine. ..with the NEIGHBORHOOD impact 


-+++Get this coupon in today "» » 
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. get cash and national publicity 


HERE ARE THE SIMPLE RULES 


Write a brief factual letter telling of a Sper ific sales experience you ve had 


with a Woman's Day reader-customer 


. Your letter should then explain the reasons why you think Woman's Day 


readers are excellent prospects for your appliance sales Never mind literary 
stvle—It's facts we want 


Letters should not be less than 50 words nor more than 300 


Include a signed statement saying, “I authorize Woman's Day to publish 
my letter in ads and booklets.” If you have photographs of you and your 
store, send them along. They are not required, but we welcome them, 


Get your entry in the mail not later than MIDNIGHT, December 31, 1950 
Send it to—Appliance Editor, Woman's Day, 19 W. 44th St., New York 18, 
N. Y. All entries become the property of Woman's Day and no entries will 
be returned. 


Winners will be announced January 30, 1951, Judges’ decisions will be 
final. In case of ties, duplicate prizes will be awarded. 


ENTER NOW! DON'T MISS OUT! MAIL THIS COUPON TODAY—NOW! 
Appliance Editor, Woman's Day 
19 W. 44th Street New York 18, N. Y. 


Here is my entry in your $1000 contest for appliance dealers. 


wm STATE . nonin 


Please send me free display cards with mounted advertisements of 


Magic Chef (1), Bendix (1), General Electric 1), Tappan (1), Caloric (, 


Speed Queen () for use in my store. Check ones desired. 


ence ciicevenbetes dstehdehienemenintaadnnibtanamenneneninee 
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WOMEN WILL WANT 


~NCE ~ AE 
for CHRISTMAS... 


we 


que 


CLIMAX of recent meeting of Gibson Refrigerator C division sales managers 


i Sa. pee eeeeevEe”” | Gears cocavanes Gab Gis Geese GE EV. Demon, soorene 


19 and sales promotion G 


EVERYTHING IN PLACE idvertising and sales promotion and Robert Mason, Gibson sales 


WITH 
(Zar -nee-vae! 


fund (amr 





BACK FRONT 


; summer's “spotlight special’’ sales contest went to 


- F&F } enting the key for tw 


THE FIRST, FINEST AND na tides diaaadilveaminnaeaneien 
MOST COMPLETE VACUUM 
CLEANER CARRIER! 


EVERY OWNER AND PURCHASER OF A 
TANK TYPE CLEANER 1S A PROSPECT 


It's NEW—COMPLETE— UNIQUE and to you 
for your Christmas promotion ring up new sales for yourself 
with no lost profits through service or repairs cash in on 

fast moving, sal ible Car-ree-vac 

Just what the housewife ordered—Car-ree-vac turns a house- 
hold task into a pleasure! Lightweight, easily stored (in less space 
than upright cleaners), mobile, all attachments in place at hand 
level, no more stooping or bending. Women have wanted an item 
like Car-ree-vac for years. ““Will you have it available for her 
for Christmas 

Sell Car-ree-vac separately or as a combination unit with your 
tank type vacuum cleaner M ikes an attractive displ iy 


"ALSO AVAILABLE UNDER FOLLOWING BRAND NAMES 


ROLL-A-VAC KART-A-VAC 


OVER 40,000 OWNERS... ALL HAPPY 
SAMPLE DEALER meeting 
M nference 


492 SEXTON BUILDING + MINNEAPOLIS, MINN. 


NOVEMBER ELECTRICAL MERCHANDISING 





Dealer Sensation 
_in Just Two Months! 


NEW TOASTMASTER LINE 
GETS QUICK TRADE ACCEPTANCE 
BECAUSE 
it’s a QUALITY Line...at LOW COST 
eoein a market of RISING PRICES 













Sangehenb et Siete 







Only 60 days ago, the new “Toastmaster” Commander line made its bow 
to the trade. Almost immediately, favorable dealer comment (and orders!) 


flooded in. Today, just two months later, the new Commander line is firmly 





established with dealers all over the country, 











50-GALLON The reasons for its dealer appeal are plain. It's a /ow-cost line. It helps 
MODEL ‘ , x ‘ , 
you sell many people who, in the face of today’s rising prices, might ordi- 

narily consider themselves priced out of the electric water heater market. 


ef OF sth, a Prmoal , . . , 
maaaAlily ASCATKWS It's a quality line. It carries a name that’s been a powerful sales force at 









COMPLETE LINE. There's a com the point of sale for years. Here’s a brand that’s second to none in the minds 
=e . Th ‘ 
oe plete a Sgr ee ry Oe of the public. And it’s available to you at a time when good merchandise is 
; tomer nee he mmander comes 7 
at 
v4 . in 30, 40, 50, 67, and 82-gallon round money in the bank. 
wf « ‘ models; also in 30 and 40-gallon : ; ; : . 
“A table-top models The new “Toastmaster’* Commander line has many features available for 
— new a , ELEMENT _ the first time in electric water heaters that are really moderate in cost. A few 
. famous wide-area heating principle ? 
p,, im has been adapted to the new Com are listed here. Check them now. Then, do as so many other dealers who are 
. mander. Operates at ge black / 





wo —-_ heat prevents liming even in hard 
est water 
“HONODIC"'* SYSTEM. Optional at 


small added cost. Helps prevent cor Built by the makers of the famous “Toastmaster” Toaster 
a} rosion. Here's internal tank protec 


alert to a good opportunity have done—return the coupon for full details. 












tion that guards you against loss of 


rnpenatute conto TOASTMASTER 
TEMPERATURE CONTROL. Gives 
. finger-tip regulation of water tem 
oe perature between 120° and 170° F é e 
Set “Low,” it gives maximum econ 
omy; set “High,” it stretches hot 
i water supply for extra-heavy de- ~T " 
























wrucere wt t ' ar tra lomnars Metiraw Ff w « 
A ma rds as lou ~- 1 om . ale ' Water Hesters, and 
““Toaetmaster” Producte, Copr. 1050, Clark Diviaon, Metiraw Bivotrie Co, Chicago, TIL 
FIBERGLAS INSULATION. More 
efficent heat-saving insulation that ’ 
keeps heat in. Moisture-proof and 
vermin-proof. Outside surface of ¢* 
water heater stays cool—even when . ) 
a water is 170° inside! F ee). McGraw Electric Company, Clerk Division €-110 
BUILT-IN HEATTRAP. Keeps hot oe 5201 W. 65th St., Chicago 38, Iiinols 
water from escaping into uninsulated —S Please send me full details on the 
piping system. Prevents heat loss New “Toastmaster” Commander Water Heaters. 
Saves fuel, saves money, wins cus 
“4 tomer satisfaction Name 
: 3 10-YEAR SERVICE WARRANTY. 
<s Covers the element as well as the tank 
idle cites anata ta ae Business rTTiT TT ovevesene cevccesesesesdoasdecdscouseesorees eee 
— product in your store in you 
eS 
aT . UL-APPROVED. Carries the reassur Address opevesecsecceseceses oosevecsias METTTTTCIT rr reTierriiie ry eee ee 
a\ SL ing, respected seal of Underwriters 
YF Laboratorie< CIs cccvédbesnvénseceseestcessecbeteseonevsnssees BD. 6 40 WGP cciscsvusese es ee 
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Stumped fora Sales Clincher? News Briefs 


Arvin Ad Plans. A Indust Build Addition 





Add Accessories 
’ : 


af 
; 








Canadian Tax 





Sales Report 





4 
CHROMALOX/) 





electric range units 


“ ! . tion Ads. | 
take you Off the Hook Ait saes baer 4 ies 


with the RIGHT ANSWER to questions most prospects ask cs» 
Are the surface units economical to operate? Raise Prices Mag 
Are they fast? eptember a need 2 
Are they easy to clean? "fen AP "oa © alltel | Lamp Contests 
Do they keep kitchen heat down? te 
How long will they last? 
Is maintenance expensive? 
and PROOF to back you up Plant Expands 
Free Chromalox literature gives you convincing, selling resenting 
answers to prospects who ask about every detail of 
modern electric surface cooking. Make selling easier 


and faster by knowing all the Chromalox advantages 
and the why of Chromalox design. 


i t 4 


Purchase Plan t e 
t's easier te sell the beet! Use : Wendie Maesk Dirws 
thie bulletin to potat out all of < otee 1 
the moderse sales clinching ¢ 
eurlace cookiag advantages of 
Chromalos equipped renges 


Aad here's « comprehensive 
24-pege booklet that shows 
the way to more eales in the 
feet. growing electric range 
market 





Produce 30 Millionth fron 
Write for YOUR COPIES TODAY! 


CHROMALOX Supreme 


for everything a good cook expects 


EDWIN L. WIEGAND COMPANY 
1525 Thomas Bovlevord «+ Pittsburgh 8, Penna 


res 


Want Extra Profits? 


WNW f fon 
| MROMMALOY 
Cleclhie 
HOT-WATER 


REPLACEMENT PRESENT AND FORMER mor 


HEATERS ntario, Coli rece fe the 
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NEUR RAY 


brings you today’s 


Ultra-modern cabinet sinks, matching wall and 
base cabinets. The big 66” kitchen cabinet sink above 
is the super deluxe model in the Murray line. In addition 
there's the deluxe 54” and standard 54”; the single 
drainboard 42”. Cabinets to suit every need 


NEUR RAY 





The Murray EA-74 (above) is one of the five electric 
ranges that complete this great, new line. There are 
three 40” ranges, as well as a 36” unit and compact 20” 
range for smal! homes and apartments. Oven, Deep 
Well and appliance outlet are automatically timed, 


biggest KITCHEN PROFIT NEWS! 





The Murray GA-44 (above) is the leader of the line of 
five outstanding gas ranges. All five feature seamless 
burner bowls and easy-to-clean “Waterfall” tops. Range 
sizes include three 40” ranges, and a 36” and 20” with 
double-seal oven doors. 


MATCHED STEEL KITCHENS built 
to last a lifetime! Beautiful, welded con- 
struction, silent action! The drawers on 
Murray cabinets glide on silent, strong 


sound-insulated... have smooth rounded 
corners. No protruding handles on wall 
cabinets; doors swing back flat on small 
chromium-plated hinges. All wall cabi- 


ing! Base cabinets have Vinyl tops — 
wear-proof, stain-resistant, crack-proof. 

Cabinets coated with hi-baked en- 
amel; sinks are acid- and stain-resistant 


brass runners. All cabinet doors are nets have provision for fluorescent light- porcelain-enameled. 


NEU RRAY 


ELECTRIC RANGES feature welded construction, 7-heat surface : ' 
units, giant ovens! Model EA-74 (above) features 6-quart Deep . H Do aghh 


Well Cooker that can be lifted out, allowing heating unit to be WoW 


raised and used as fourth surface unit. Included are fluorescent “eve mew wresa weve ——_<* 
—_ wane S804 Oe OAeeee Bae BAmeee 

range lamp, automatic pre-heat oven thermostat, with bake, broil, weaeae ol wGshs 

e ot eee wv 


and top unit pilot lamps. Smokeless broiler pan with grid, con- 
ereeee 


cealed oven vents, food-warming and storage drawers. 17" x 18 
x 20” oven with clear-vue window! 





MURRAY 


GAS RANGES with seamless burner bowls, “Waterfall” tops, 
extra-large ovens! The Murray GA-44 (above) features giant 








Here's a representative of the distinctive 4-color Murray adver- 
tisements... which appear in 9 of the nation's leading consumer 
publications. It’s one of the first ads of the continuing campaign 
that will sell the outstanding Murray Kitchens and Ranges to 
untold numbers of your potential customers. 


broiler with smokeless pan and grid that slides out as door is 
opened. Full control backguard contains 20-watt fluorescent 
lamp, electric clock with interval timer (three minutes to four 











hours!) Oven, 18” x 15” x 20”, is fully porcelain-enameled with 
rounded, easily-cleaned corners and concealed drip tray. 


MURRAY 


THE MURRAY CORPORATION OF AMERICA Home Appliance Division SCRANTON, PENNSYLVANIA 
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NEWS BRIEFS 


ome CONTINUED FROM PAGE | | 4mm 
” 
Sptoduny Capehart Addition. | struct 


FULLY AUTOMATIC 
WATER SOFTENING 


Install it and forget it! 
* 





Delay Phonevision 


~ 


You'll certainly want to know 
more about new Myers Soft- 
masters. There may be a deal- 
ership open in your territory. 
READ THIS—then write, wire 
or phone at once for further 
information: 











Dehumidifier Organization 


MYERS WATER SOFTENERS...; ------- 


Myers 
. =~ ‘ dr itch’ 
Available in Types and Sizes to Suit | g ten M ® 


A ~ 


Every Purpose Fit Every Purse! ' oy err ae We sve Pe 


“Autorinse”™ 
A semi -ovtomot 
unit that has 


proved widely 


Remember —for dealership details write to 


THE F. E. MYERS & BRO. CO. 


ent W464 Ashlo . e ue ra p§ 
on ae \ HM =) = € 
‘MYERS —_—- 
— 


popula Ofte 
44° greater 
pacity tha any 


rative wote 
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Westinghouse 


a 
ra. 


Betty Furness is roted tops 
omong television soles people. 
Her convincing demonstrations of 
Westinghouse Television Studio 
One will have pre-sold prospects 
in your own morket with 40 
million consumer impressions by 
Christmas, this season clone 





QO ONE 


YOU CAN BE (kts 


WESTINGHOUSE ELECTRIC CORP TELEVISION-RADIO DIVISION . SUNBURY, PENNSYLVANIA 
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SISNING CONTRACTS for spor 
we W. Richard Dabney 

lirector for ABC 

nce, Gene Wyott 


nm manager 


Appliance, TV Industry Turns 
To Television for Advertising 


Five more firms—Kelvinator, Motorola, 
lronrite, Sylvania, Frigidaire —sponsor 
top-flight network television programs 


t. DODGE REPORTS 


new apartment buildings, bank-« hospital. 


churches, theatres, homes, factories 


DODGE REPORTS help 


I i ! 


eu 


without obligation, how DODGE REPORT 
ct the crear f 


tive market. Just f 


f---—--MAll THIS COUPON------ 
1 


YES —! want to know atx he profitable Appli- 
ance Sales Yew truct Without st 


3a0' r ie 


Retr RT 


F.W. DODGE 


‘ _ F. W. DODGE CORPORATION 
Na 
Profitable Business : 
" 


CORPORATION SINGING STAR M 
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i ¥ 
& ie a I) 
alle te B points proudly 


to these ELECTRIC HOUSEWARES achievements in 1950. 
















y ri Oo \ 
to offer a full \ ascot in master carton 
» 
quantities. FIRST with a\ 5 yes A2\ on GY electric 


5 7 


— 


irons. 


the 


EARLY BIRD—HEATER deal on electric heaters. And in 





spite of material shortages, production of Electric 


Housewares is( 150%) ahead of 1949! 


ARVIN INDUSTRIES, INC., Columbus, Indiana 


(Formerly Noblitt-Sparks Industries) 








ea i, 
a 


P.S. We were first with this / electric table oven, too 


-- even if shortages have temporarily stopped production! 
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_ NICHROME 
helps ESTATE 


Nichrome is m nuf 


actured only by 


Driver-Harris Company \ nj: 
HARRISON, NEW JERSEY — 


y ee 
meen 


BRANCHES Chicage, Detroit, Cleveland, Los Angeles, San Francisco ~X 
a 


NOVEMBER 


INDUSTRY TURNS 
TO TV FOR ADVERTISING 


ome CONTINUED FROM PAGE 118 eee 


weekly rotating 
he “Four Star 
with Motorol 
the biggest adv 
in its history 
meanwhile, announce 
stepping up the 
television shows, 
nthly basis on October 
Bob Hope has been 
Mrigidaire series. Ir 
ill be heard os 
programs and 
Clark on the 


be 


Opposition Forms 
To Fight CBS Color 


ea Washinetor th 


indicates 
CBS 
4 me 

get going 


gant pro 


imber 
present 


the 
sets 


ring base 
t depend 
tacturers 
late who 
to make 
adapters 

being 
ne front 


atene 
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The completely modern kitchen 
of the Pauls, Country Gentle- 
man subscribers of Lowa, shows 
how much buying follows the 
coming of electricity into the 
better farm homes 





our best rural customers 


These prosperous farm people are Country Gentleman readers—typical of hun- 
dreds of other families right in your own trading area—good customers to culti- 
vate. Country Gentleman's 2,300,000 circulation is concentrated in the Top Half 


group that gets 9 out of 10 farm dollars! And families like this. . . 


see your best-selling brands 


in Country Gentleman 


Fast-moving lines are advertised in Country Gentleman, No. | farm magazine in 








advertising revenue! So display and push these Country Gentleman advertised 


brands... ee 


0 





ex D A-Matic Dish Washer t f > is Wate ystems SafGard Home Pasteurizer 
° 4 4 ‘ rder- Freez Home freezers A 0. Smith Water Heaters 
v 4 ‘ ter Water Heaters Sno- Brere Av Cooler 

¥ 


k ' , 
ie Electric Heaters Fr dait t oges bart Generators Speed Queen Washers and 
f ] me Ublity Electric Tools 


A 

A 

A 

A f 

A troners 

Speedway Milk Coolers & 
Food Freezers 


He 1 Laundry Equipment Frig M : nternational Harvester 
Hg Ben & Gaby Ben ngs tors Retrigerators & Freezers 
B n Clock rigidewe Water Heaters Kelvinator Freezers 
ey tlectric Ranges f id Food Packaging Kit m-Aid Food Preparers Stewart Chpmaster & 
ey Product andy tlectr hus Shearmaster 
ey Retrigerat nerel Electric Farm Products Maytag Washers Telechron Electr Clocks 
ley Water Heate | Electric Freezer Mitro- Matic Electric Percotators Toastmaster Toasters 
hure nerel Electric Heat Lamps Motorola Radios Toastmaster Water Heaters 
freeze rene Llect Home Freezer Myers Water Systems Unity Search ght 
and Electric | Electr rons Nesco Electra Roasters Waters Conety 
. tric Lamp ve Sewing Machines Home Pasteurizers 
freezers & venereal Llectric Mixers f ic Ranges Westclon Clocks & Watches 


Electric Rad 


at tle 


Westinghouse Cleaners 
Westinghouse |r 
Westinghouse Laundromat 
Westing 
r Rods 
Royal Vacuum Cleaners Westinghouse Refrigerators 


ystems fio Ph 
ystems ocad Clect 


IN NEW NATIONWIDE SURVEY, ELECTRICAL 
APPLIANCE DEALERS GAVE COUNTRY GENTLEMAN 
A LEAD OF NEARLY 2 to | over the No. 

2 magazine, with more votes than the 

second and third magozines combined! 





IM fituce nn 
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The Spotlight is on the 

NEW 
WILSON 

FREEZERS 


The spotlight is on the new 
Wilson line. And no wonder! 
Wilson Freezers have always 
been tops — always had more 
design and operating advat 
tages ilways had more of 
the “‘wanted’’ features that 
make sales fuss 

But the NEW Wilson 
Zero Safe 


more features than ever be 


Freezers have 


fore more reasons to make 
customers buy. They are the 
biggest news the freezer 


dealer ha heard in 





WILSON ZERO SAFE 
F.300 DELUXE SILF-CONTAINED 
Vrouw Cape y ft The most 
nodern freerter with b nt 
green co mova 
ing GOors wilh in 


wivemence 


AILS 91 











WILSON ZERO SAFE 





SECTIONAL FD-300 DELUXE 
ty. 297 ‘+ F ‘ 


, ‘ we i th 


WILSON 
ZERO SAFE CHEST 


4 Al 


WILSON TERO SAFE 
SECTIONAL FF.30 
STANDARD 


REFRIGERATION, INC. 
Smyraa, Delaware 


FARM MILK COOLERS + HOME FREEZERS + COMMERCIAL REFRIGERATION 


HIGH RATE OF PRODUCTION in |95! 
fore en t C A Pockar yeneral rr 
fe er Lett ft right oat 


o 
) Keete 


Heavy Appliance Output Predicted 
Even After Defense Needs Are Met 


Kelvinator’s Packard tells San Diego 
conference that real selling may be 
necessary to move available products 





| | | ONOTHERM CIRCUIT 
ALL APPLICATIONS* 


WITH 


Honeywell’s New 


UNIVERSAL 
CLOCK 
THERMOSTAT 


“FS 
Vsermmostar 
Magic 


’ a 
Eascer Lo /4 : | AKE advantage of a tailor-made market comprised of the 


millions of homes that have automatic heating systems. With 
aggressive national advertising Honeywell is telling these home. 


Jf ELIMINATES beet @). ic owners about this wonderful new l niversal IM Clock Thermo- 
PROBLEMS stat and directing them right to you 


lhe Universal TM Clock Thermostat is adaptable, in one basic 
model, to all automatically-fired gas, oil and stoker applications 


NEW SIMPLIFIED Engineered with the precision quality of Thermostat Magic, 
é ; it offers the comfort factor of automatic nite-set- back, plus the 
OPERATION 


automatic return to desired daytime temperatures. The Standard 


, Chronotherm is designed for new installations and moderniza- 


a re 


tom te) 4: Whee liv ic tion jobs, and the Plug-In Chronotherm for simple replacement 


by the homeowner in existing installations 


OF HEATERS 


Start now, cash in on this profitable field. Feature Honeywell's 
Universal TM Clock Thermostats—the finest obtainable, 


They're attractively packaged and backed by eye-catching store 
MAKES INVENTORY oe igi 


displays as well as consistent national advertising. You'll find 
SIMPLE Honeywell Electric Clock Thermostats highly profitable 
Minneapolis-Honeywell, Minneapolis 8, Minnesota, In Canada: 
Toronto 17, Ontario. 


Vow far the Firat “Fime..... 


One Chronotherm packaged two ways for your 
convenience. The TM 848A Plug-in for replacement 
ane, jobs —- the TM850A for all new 

’ or concealed wiring installations. 

Makes stocking, selling and in- 

. ki, < stallation . . . Simple os A B C. 


a: Ducrease Your Sates! aT 
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1. THE WASHLINE is vour marxert-— 
50,000,000 WOMEN STRONG... (or rather, weak) 


Right now is the time to become a dryer sales expert. The 
market is tremendous (every woman who has a washline— 
50,000,000 of them —-is eager for an escape from washday’s most 
back-breaking job). And you can get in on the ground floor with 


one of the best known names in the home laundry field — Lovell. 


Lovell was one of the first to introduce a drving unit, more than 
ten years ago. Today, Lovell is making tumble-type drying 
units for famous names like APEX, BARTON, CONLON, 
DENTER, HAAG, HORTON, THOR and others 





Follow the washline and Lovell’s “sales line” to a future you're 


sure is secure! 


Step out along these lines 


and you'll go far! 

















2. THE SALES LINE ror tove’s prYinc 
UNIT IS YOUR KEY TO THE MARKET 


@ Ends the most back-breaking washday job! 


ws 


@ Gives sweeter, fluffier, more sanitary wash than 
sun drying! (Tests prove it.) 


@ Only the Lovell drying unit gives you all this: 
















. ho time clock necessary 





Automatic temperature shut-off 






Vacuum system of air flow. Minimizes lint accumulation 


Prehe iting of au Speeds drving, reduces operating cost 
Air-cooled cabinet. Parts are 


sccessible for simple maintenance. 


Lint trap with safety by-pass Prevents clogging if user fails 


o empty lint trap 


No condensation inside drver. No trickling water to rust parts, 


















. cuts heat waste. America’s Newest Household Blessing 


ee 































ELECTRIC AND GAS 


DRYING UNITS 


Lovell Mfg. Co., Erie, Pa. 


dis makers of famous 
Pressure (4 


NOTE: Prices given are those prevailing ot close of issue. Not responsible for price changes that occur between closing dote ond dute of issue 


heat-treated glass which 

| retain warmth for a half hour or 

re atter being disconnected; 19% 

1 diam. holds a 16 tb. turkey; ger 
crates temperature im to 300 degs, in 
1 few momnuites | automate; operates on 
w dc; comes equipped with 6 ft 
ord set; plug is easily detached and 
latter dismounted from its wooden 


hase tor mvement washing 


G-E Garbage Disposer SWEDEN Speed Juicer 


Sweden Freezer Mig. Co., 3401 17th Ave, 
Seattle, 99, Wash 


General Electric Co., Bridgeport, Conn 


weden fruit and vegetable 
New stainless steel 

and metals use« 
iruit and vegetable 

s ! i ip. motor con 

DULANE Butteryte plete! enclosed; automatic feeding 
lunger required to press fruits or 

Dulane Inc., 8550 W. Grand Ave egetables into juicer, combines wit 
River Grove, fil disintergrator ts 


te to sever juice 
ing—final extra 


fugal force DULANE Cofyryte 


Dulane Inc, 8550 W. Grand Ave, 
River Grove, tll 


ne 
rature ot tne 

placed in uppef 

t ipper clement 

temperature lor 

g, when temperas 

\ Tempryte’” opens 

and allow t ed water adjacent to 

KAUFFMAN Humidifier ‘ 
Olive St., St. Louis, Mo wing into lower bowl; coffee i 
wortable humidifier ver bowl justable thermostat 
ts water per hr; reservoir 
le, 114 in. higt 


ement to pa through removeable 
iffee basket where it is filtered before 
Kouffmen Air Conditioning Co., 4505 a whiny , . 7 “4 
desired temperature in 
Kauffman | - 
, n elemer t wer bowl; 
ling Features: Evaporates 4 to 26 . 
4 gal. water; air output 12,000 cin 
eighs 19 Ibs; 14§ in. long 124 
Merchandism 


BENDIX troner PIONEER Ice Cream Freezer 


HARTZELL Fan 
Bendix Home Appliances, Inc., South Louisville Electric Mtg. Co., 3030 
Bend, 24, Ind Magazine St., Louisville, Ky ’ 


Hartzell Propeller Fan Co., Piqua, O. 
ea treezer 


sned Hartzell utility 


elling Features Large circular base 

heavy stamped steel makes fan 

practically tip-proof; new fan-sup 

HOT-MAID Plotter porting mechanism welded to base 

gtips fan at each side and allows it to 

Applemon Gloss Works, Bergentield, N. J be turned vertically 360 degs; can be 
locked at any position with hand-oper- 
ited friction screws; safety guards ;, 

motor outside guard to provide easy, 

tick oiling ; blue enamel finish: avail 

sizes trom 14 to 3% in. diam 
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For Pride in Good Coffee 


Cotlee M >! 


Srey “srk 


Kitch 


KitchenAid Division + THE HOBART MANUFACTURING CO 


TROY, OHIO 


PAGE 
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GIBSON Refrigerators 
Gibson Refrigerator Co., Greenville, Mich 


} 


DAVIS Power Mower 
G. W. Davis Corp., Richmond, Ind 


GIBSON Ranges 
Gibson Refrigerator Co, Greenville, Mich 
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Tepntae 


KitchenA1c¢ 


Te.08 BHA ee 


DOMINION Deep Fryer 
Dominion Electric Corp, Mansfield, O 


uf 





* qt. capaci REO ROYALE Mower 
: . 3 oye Lown Mower Div, Reo Motors inc 
: 7 ~ Lansing, Mich 
x ‘ 
erat amie Roya Delux ga 
A 4 
1100 wa ts ure l ‘ 
1 ‘ ¢ i H A 
‘ t we t 1? 
uy 2; Ww 1 4-cy ia mcially lesig me 
g 1 y i al " at ew! starte added 
mn food; ta t dra venience new Neoprene seal 
wheels prevents dirt trom rea mg the 
Merchandis 1” ve wheel gears anc protects against 
und and moisture; redesigned, re 


haped handles; handles retain spring 


suspension and adjustable features 





nodels as well as the 2 








From a careful study of field reports from AitchenAid Home Dish- 
washer Distributors and Dealers, we have compiled the following facts: 





« That the front opening door and two racks that slide out 
independently assure the easiest, most convenient loading of 
tableware 


CALCINATOR Disposer 


Calcinator Div., Valley Welding & Boiler 
Co., 27th & Water Sts., Bay City, Mich 








2. That the Hobart revolving wash principle provides the most 


complete, most powerful coverage s 
HEETAIRES if 
Markel Electric Products Inc., and 3. That the two power rinses effectively rinse all tableware iF 
La Salle Products Inc., Buffalo, N.Y 
oh oe i te Oe 4. That the uncompromised quality built into the KitchenAid 
1250 watts. Home Dishwasher is paying off'in complete user satisfaction. 
“ ; hey sipnt 5. That the separately powered, circulated, electric hot air drying : 
| : : 40 to 8S d E. No. 241T is the most efficient drying action so thorough that no “tear a 
' ‘ ie . 7 
il , ae wy tts produce 412 Btu/hr; N drops” are left even on glassware 
. : 
1 watt v1 - € $s pr Ts 
4268 Btu/hr: both models fir 6. That the KitchenAid self-cleaning, sanitary features eliminate , 
' 1 Nu ¢ or ivor washing or rinsing of food particles back onto tableware. Wash 


and rinse water is constantly strained 


7. That the KitchenAid service record has been remarkably 
troublefree 


8. That installation is the simplest of any home dishwasher 


Shown because of this remarkable record, 


the demand for the KitchenAid Home Dishwasher has been 





SO great, we are temporarily unable to keep up with the 





needs of our present distributors. We have been forced to 


ODOR-MASTER Deodorizer 








Electric Deodorizer Corp., 9993 Broad revise our plans for extending our distributor coverage for the present 
MEDART Coch-deck street, Detroit, 4, Mich As soon as our expanded production permits us to catch up ‘with demand, 
ook-NoOo . lorizver 

rite ' we will proceed with our program for increased distribution. In the mean- 

Fred Medort Products, Inc., 3535 De Kalb - Neodorizing is a ; ; 

St., St. Lowis, 18, Mo ’ ert + ee time, we suggest that dealers write Dept. KD, Troy, Ohio, for name of 
Winston-Woods Inc., 666 Lake Shore Dr, e or flor rt O Mast nearest distributor 

Chicago, national distributor eving directly into anl ac.-d 


ser Ronis Kitchen, \id 


KitchenAid Division « THE HOBART MFG. CO. TROY, OHIO 


World's Largest Manufacturer of Food and Kitchen Machines 









ELECTRICAL MERCHANDISING—NOVEMBER 1950 PAGE 127 








ELECTRICAL APPLIANCE NEWS 


Hew feidaith 




















H a an 18 cu. it a 
“) apacit ast et 
les a Six al COmpartime 
5 ” wit t rea 
» geet tion; storag 
4 x baskets f 
4 t ‘ at * 
at 
4 c ‘ € t a 
il seale 
pre A sulat 
eT t i and below 
, HI wn) $319.95: * } 
. us me . 
SIGNAL Floor Polisher . " 
Signal Mfg. Co., Lynn, Mass ° 
‘ ‘ 4 
toge 
4 letacha and 
t i 
t \ " 
i ‘ ] i 
ta i 
t 4 ruth 
tf. plus part \dapt x —— 
WESTINGHOUSE Air Conditioner 
ve Dann = ae ; Westinghouse Electric Corp., Sturtevant 
Me EVE RENEE : Div., Hyde Park, Boston 36, Mass 
i \\ li-conta 
| c a t 
: “” ( Ils, dehumidi 
filter i all-year-r 
© provided | 
i I water -heati 
" ‘ xt f 
i i ‘ bled pa 
" iled Fre 
1 condens 
4 easy 
ate ira 
apa 
| ‘ , ‘ in tus mI 
SENSATION Snow-Blo ect y ix nect 
Sensation Mower Inc, Ralston, Nebraska . 4 P - 
i y 4 . 
4 al 
j t . 
¢ 5 \ s « c ft 
4 }« ade i an 
an t 20-41 it ' le 
irea gea tra v¢ 
’ Be chandiats Saws 











CAVALIER Woll Heoters 
Covalier Corp., Chattanooga, 2, Tenn 


t 


We ava automat eat 


ing Features: Available in 4 size 












1500, 2000, 3000 and 4000 watts; new 
tapered me struction sail to 
ears ne-third more heated ait 
+) »! ‘ , , , > ‘ 

Clinch Those Prof Make M Money , lle ene nating need fo 
i \ lit t cone nmicke 
Stock —Display——t ( ( ne resista ; element eas 
, clean—grille lifts out; copper clad 
Consisten nivert's ‘ ieAZINGS « ‘ CWS steel d tors easily dusted: deflecto 
papers tells the Calgon S $40,184,180 readers—be reads ged at bottom; combined swit 
, , GIBSON Freezers und thermostat control ; curved top d 
ft reap your s re © } tHlect t ‘ eat from ‘ 
' , Gibson Refrigerator Co., Greenville, Minh — es Sway Oe , 
ind te i ward easy t 
ls ’ 9 . ~ t lows; prov 
iF 10 H 8 adiat and convectior " 
CALGON, INC., HAGAN BUILDING, PITTSBURGH 30, PA. Features: No. HF 1000, a tra ba mel 
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Sell the 
line that fits 










HOPALONG CASSIDY RADIO 95 
Biggest HIT in radio history! T i 


Kids, parents, aunts and unclese—and DEALERS 
—are raving about this smash hit Hoppy set! 
Real big-performance AC DC superhet; shatter 
SMALL FRY proof cabinet shows Hopalong and his horse; 
complete free promotion kit with 12 sets! 








“~~ 
a 
YY 


S 
MOTHER HER OWN PERSONAL RADIO a7 









Solves Dad’s shopping problem! 


Model 460-T She'll love the long, low lines of 
this beauty and the fine 6-tube performance it 
gives. 3-gang condenser; tuned stage of rf; exclu i 
sive Velvet Voice tone; lighted lucite dial; in 

Ivory, Willow Green, Sandalwood plastic finish 







BUY IN PHONO-RADIO 
COMBINATION 



























Model 462-CM-—Superb mahogany finish con- 
sole with 6-tube AM radio and 3-speed auto- 
matic record changer for 33, 45, 78 rpm records 
Shuts off after last record. Year-round pleasure 
for the whole family! 


Model 482-CM—FM AM radio ] 39” 
console combination, $159.95 
th 


All pri sbyect to change witho+< notice 


Write, Wire, or Phone for Distributor’s Name 


Television and Radio Division 


ARVIN INDUSTRIES, Inc. 


Columb indi 
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PEAK VALUE IN PORTABLES 95 
Just the set for winter vacationers 

Model 350-P-—The finest 3-way portable buy of 
the year' Packed with power, performs every 

where! AC, DC, or battery Kinghaher Blue, Jade 
Green, Sun-Tan, or Burgundy. Weighs only 6 Iba 


( Price less batteries 


Vy] Velvet Voice Radio 


You can Aear the difference! 
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For Your Most Profitable Christmas! Weta 


{ ~ 
{ a ¥ 
7 ‘ INSECT-CONTROL 


wWitina 
APPLIANCES 


UF i DS ee a 
OF | Oe OT A A | ee ee ie ee ae ae 


Better-than-ever Dominion appliances will 
give you better-than-ever Christmas business 
Just think over this important fact: Dominion 
appli ince rank with the best, yet sell for less' 
istomers will admire their beauty and 
in quality. They'll be amazed at their 
ower prices. That's a selling combination that 
1 can't beat. For a big-profit season, sell 
on appliances 
through re p ttable distributors 


icross th atior 
= nde : LURO Paint Remover 


Luro Products Co., 550! Denison Ave 
Cleveland, O 


WAYNE Floor Furnace 


Wayne Home Equipment Co., Fort 
Woyne, Ind 


nace 


DOMINION ELECTRIC CORPORATION MANSFIELD, OHIO 


—~ 
= 


—- — + 
——— rT ) sak 
ae) i N Tm. ey NS — 
rs a —?. Te : e 
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SOLD BY 12 LEADING GROCERY CHAINS 


CHAIN STORES CIRCULATION 
GUARANTEE 


Albers 58 30,000 
American 1600 290,000 
Bohack 281 50,000 
Dixie Home 137 20,000 
First National 1010 240,000 
Grend Union 284 65,000 
Jewel 155 55,000 
Kroger 2130 500,000 
Red Owl 702 55,000 
Safeway” 2106 985,000 
Weingarten 25 25,000 
Winn & Lovett 170 60,000 

‘ix edition Caliiornia, Mountain, Midwest. New York 

Northwest, Washington Richmond. Canadian circulation aot 
data uni 


FAMILY CIRCLE DISPLAY CARDS 
identify your store and your products 
uith the magazine that's bought and 
read by chain grocery shoppers in 


your oun sales center! 


k 


2,300,000 CASH-AND-CAR 
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As an appliance dealer, you recognize the importance of the 
chain grocery as a traffic builder for the sales center in which you 
do business. The housewives who shop in your neighborhood 
chain grocery are the same women you want to shop in your store, 


too. 


If one of the chains listed on the left operates in your 
sales center, you know that appliance advertising in 
Family Circle reaches housewives who live and shop 
right in your neighborhood. 
Family Circle is sold only in chain grocery stores. 100% of its cir- 
culation is among chain grocery shoppers. And because the type 
of women who buy Family Circle buy 90% of the home furnish- 
ings and equipment purchased by urban families, appliance ad- 
vertising in Family Circle also reaches your best pros pects. 
Ask the manufacturers of the appliances you sell to build traffic 
for your store by advertising to your neighborhood chain grocery 
customers. Ask for Family Circle. 


| 
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RY CIRCULATION IN 8,655 SALES CENTERS 
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Appliances Service Manager Applauds 
Klixon for preventing motor burnouts 
and keeping customers happy 


HADDONFIELD, N. J|.: Roger K. Haines of Roger K 


Haines 


Associates, refrigeration and radio television service company, 


finds Alixon Protectors a big savings 


Klixon overload protectors have resulted in a big saving in 


service on both television and refrigeration. On motor-driven 


appliances we find that Klixon prevents motor burnouts com 


pletely, which makes our servicing work easier and keeps our 


customers very happy 


Klixon Protectors Reduce Service Calls and 
Repairs by Preventing Motor Burnouts 


The Alix 


te by th mo 1 turer 


lustrated are built into 


lhey keep moto 

as retrigerators, « 

achines, etc... wo 
rs from burning 
umize repairs 
equesting equipment 
Kiixon Protectors 


SPENCER THERMOSTAT 


f Metols & Controls Corp 


251) FOREST ST. ATTLEBORO, MASS 
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NON-ELECTRICS 


AMERICAN KITCHENS Sink 


American Central Div, Avco Mfg Corp., 
Connersville, ind 


AMERICAN KITCHENS Handy 
Pantry 


American Central Div, Avco Mfg Corp 
Connersville, Ind 


AMERICAN KITCHENS Serv-Cart 
Americon Central Div, Avco Mfg. Corp 
Connersville, ind 


FOLDAWAY Table 


Plastic Fabricotors Inc, Box 215 
Madison, Tenn 


= 
laway table 


¢ tolded do 
nly lw 


CORSAIR Adapt-it 
The Corsair Co, 1932 SW. Woter Ave 
Portiand, |, Oregon 
Ad 
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NEW “DISPOS-A-BAGS” 
FOR “DEEP-CLEAN” 
VACUUM CLEANER 


Featured in national advertising 




























and sampled with every Hamilton 


















, 
Bea Deep-Clean” Vacuum Clean- . 
“reson Does ino. HAMILTON BEACH 
osa paper bags for optional use 










e cieaber 





Food Mixer 


Of all food mixers, Hamilton Beach 
is easiest to use. Most women will 
be happiest with the one that's 
easiest to handle. That makes it 
easiest to sell. It's a quality brand, 
a gift that's given with pride—one 
you will sell with confidence. You 
hnow it stays sold. Hamilton Beach 
is in top demand. So you're pro 
tected against loss from excessive 
post-Christmas exchanges. Best of 
all, Hamilton Beach pays you top 
profts—a robust 38.18°)! With 
Hamilton Beach, your gift-buying 
customers get the best value—you 
make the most money. And you 
can count on plenty of Hamilton 
Beach Christmas promotion to 


Y. : acturer emphasizes that 


















bring those customers in! 








Hang up record Christmas Sales with 
these two great HAMILTON BEACH gifts! 


a 





I f the paper bags are packed 
ittractive display container 
ta g for $1. Normal trade dis 


ipply 





s-a-Bags are featured in 






1) Clea idvertisements now 





~~’ HAMILTON BEACH 
“3 ixette 


A proved best-seller all year around that's sure to be a 
standout during the Christmas season! In its smart black 
and silver gift box, Mixette is a gift-item natural. And 
what power! Mixes everything—in any bow! or pan 
Quality Hamilton Beach motor has full power, long life 
Hangs on wall or fits in a drawer. It's the only 3-speed 
portable with one-hand operation. Broadens your gift 
market, helps you sell the $17.75 people. In price, in 
performance, in smart packaging—and backed with hard- 
hitting promotion—Mixette is loaded with gift-appeal! 


HAMILTON BEACH 





iring in the Saturday Evening 
} \ single sample packed with 


‘ iner is imprinted with 







for use and directs the 
‘ to the Hamilt Beach dealer 

















MIXETTE CHOSEN 
FOR EUROPEAN 
, DESIGN EXHIBIT 














xhibit t ¢ held next vear in the 








ties t I ye and (sreat 2 
. r . s , Hamilton Beach Co., Div. of Scovill Mfg. Co., Racine, Wis. 
ta xhibs s nov eng 
¢ Museum of Modern 














Art fer the direction of Edgar 


Hamilton Beach Food Mixer Pays Top Profit... 38.18%! 
94,032,513 Ads Sell Hamilton Beach Products This Fall! 











| 







’ ” ‘More and more dealers are learning that Saturday Evening Post, Ladies’ Home Jour 
: “THREE P $ PACKAGE Hamilton Beach is the best food mixer for nal, Better Homes & Gardens, American 
at . their customers to b und best for then Weekly, Women's Day, True Story, Modern 
to sell is the sales story ride Today's Woman, Living, House 
PAYS OFF DEALERS Beautifu and Successful Farming. he 
December ad ill reach a circulation of 
CHRISTMAS ADS APPEAR 8 
‘ I Three P are amed the payoff I t i th this really tremendo 
-" t lealer a recent Hamiult Reach cam denles re reed 1 a ie 


na g. The ire Promotion which IN MANY MAGAZINES special ¢ tras me paper mats and gift 
f Product which has g been folders that e with 


ire availa t charge 








shed as tops i erformance and says a bulletin from the Hamilton Beach 
A } Profits whict xceed 2 per cent Advertisements featuring Hamilt Beach idvertising department 4 request to us 
se of mpetitive tood Food Mixer and Mixette as Christmas gift ut Raw W iscons vill bring them t 

$ items will appear i Decen t f : de 





f 
Advertisement 
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BIGGEST POTENTIAL MARKET 
IN THE BUSINESS ! 


@ 37 million American homes are prospects for automatic electric 
dishwashers and less than 2% of the market has been saturated. 


@ Good Housekeeping Magazine surveys indicate 32.8%, of these 
homemakers are actually planning to buy an automatic electric 
dishwasher now. 


® More families are buying Hotpoint dishwashers each week 
than in our best pre-wor year. 


HOTPOINT FIRST IN DISHWASHERS! 


fl 
Powe Sales Hotpoint's sales of elec- 


tric automatic dishwashers far exceed 
those of any other manufacturer 


” RST. with Front Opening |. . Hor. 
point was the first to offer an avuto- 
matic dishwasher with front opening 
for greater ease in loading—for unin 
terrupted work surface —for convenient 
nstallation under counters or cabinets 

for use of overhead, down-rinsing 


spray 


ARST with Electric-heat Drying 
Hotpoint was the first to provide ele 
tr heat drying with its forced hot air 

rcuvlation for faster dry ng with clean 
hot ai 


* RST. Customer Demand. _ Hot 


point Automatic Dishwashers rank first 
among dishwashers wanted most by 
most people. You can get your share 
f the profit in this fastest growing 
appliance market with low investment 
The turn-over is rapid and there are 


no trade-ins 


Hotpoint Full-Line Leadership. 


The Hotpoint line includes every major elec- 
tric appliance for kitchens and home laundries 

each an outstanding leader in its field. Talk 
to your Hotpoint distributor about the Hot- 
point Full-Line Franchise 


Sitch ts AWepoorit | menue 


RANGES + REFRIGERATORS - DISHWASHERS + DISPOSALLS® - WATER HEATERS - CABINETS HOTPOINT, Inc. 


A General Electric Affiliate 


FOOD FREEZERS - AUTOMATIC WASHERS + CLOTHES DRYERS + ROTARY IRONERS 
5600 W. Taylor St., Chicago 44, Illinois 
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ture syste with 17 in, tube; 


ELECTRICAL APPLIANCE a? pt fee Magnavox 40 has 


Mageatenna ; automatic synchromzing 
cirewit; automatic signal leveler; and 


Magnavox “No Hazard” circuits; re 
dio has an AM-FM short-wave chassis 
vy with 24 tubes including 2 rectifiers; 
and tummng eve; 3-gang condenser tun 


mw; tS-in. Magnavox electrodynami 
speaker and separate high freqency 
TELEVISION AND RADIO , wT speaker _ sp at phon auti> 
matically plays all size records; IM 

tury cabin mahogany fires! 





V picture tulx 
leleviston feature 


handisme, Nov 


WESTINGHOUSE TV Consoles 


ghouse Electric Corp. , Radio Div 
Sunbury, Penna 


ADMIRAL Table TV 
Admiral Corp., Chicego, 47, Ii! EMERSON Table Redio-Phono 


No. 14R12 
eatures: Equipped with 14 Emerson Radio & Phonograph Corp 
; 11] 8th Ave, New York 11,N.Y 
rular picture tube; built-1 ° 
R rt »Scope antenna; su ' j No. 672 table Phonoradi 
hassis; all-channel tur os 
knob automatic tuning she : reatures Combines auto 
MECK Telesets gc; automatic picture lock-in; inter matic J-speed record player wit 
onion ratio-deterto superhet radio; employs all new Exc 
John Meck Industries Inc, Plymouth, Ind er Inico § speaker: tele-al features; mahogany table mod 
' liot wea 4 u cabinet wit 
’ $90 | 


Wer 


neasur é 


a 


ADMIRAL TV Console 
Admiral Coro Chicago 47 ill 


~ 


PHILCO Portable Radio 
Philco Corp., Philadelphia, Pa 


SIGHTMASTER TV Console 


Sightmaster Corp., 20 E. 15th St, 
New York 16,N_Y 


Sightmirrs 


handising, Nov. |} RCA VICTOR Table Radios 


RCA Victor Div, Radio Corp. of America, 
Camden, N. J 


Models 3} table model xX 
X-552; X-711 
SCOTT TV Receivers velling Features: X-551 and X 
two versions of “King Size” table radio 
Scott Radio Laboratories Inc., 4541 Ra in maxdern styled plastic cabinet ; stand 
veriswood Ave, Chicago, 40, il! ard band AM; prominent tuning dia 
x mounted on front of cabinet; | 
colored anodized aluminum ball 
STROMBERG-CARLTON TV Console py it receivers 4 tubes plus one rectifier. X-551, ma 
, j vailat t ble roon; X-552, antique ivory 
X-711, an AM/RCA Victor FM 


aver 


dark maroon plastic cabinet 


Stromberg Carlson Co., Rochester, N.Y » and nsole mod ‘ . 1/ 
No. 119M3} rectangular-tu nap selectior model 
with woven fabric front panel; large 
inclined slide-rule tuning dial; ede 
lighted for each tuning; features seq 
The operas Co., Fort Wayne, Ind arate built-in antennas for AM and 
FM: 6 tubes, 1 rectifier 
ination Prica X-551, $24.95 


MAGNAVOX TV Combination 


Embassy television-radx 


Features: Utilizes Magnavox 
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“Christmas Gift’ 
IRONER 


Here's the home appliance that feu 
women have that all women want 
because they can eliminate the drudgery 


of hand ironing and sit down while 
workine 


S-W Portable Radio 
Stewort-Warner Corp 
1826 Uiversey Pkwy., Chicago 14, Ii! 


WEBSTER-CHICAGO Record Player 


Webster Chicago Corp., 5610 Blooming 
dale Ave., Chicago, 39, lil 


7 PM . . + sale o : f Fonograf No. 130 
t ' t ‘ Features: Plays all speeds and 
. : z f records manually; features a 
DISPLAY AN ARMSTRONG © aa nnee See, 
aches PERGRCLSING, NOV. | ‘ t wavy-flock turntable; bal 
. ed tom arm tor tracking of re 
With Your Gift Wares gle needle adapted to a 
Husbands and children will buy it for mother. Mother will use 
her Christmas money to get one. It's a real beauty, finished in 
gleaming chrome and white enamel. Portable can be carried 


to any room in the house where ironing can be done 


Merchandising, Nov. 19 


SPECIFICATIONS PRICED sO 
ANYONE CAN | | 
AFFORD IT! STEELMAN Phonos 


Steelman Phonograph & Radio Co., Inc 
742 E. Tremont Ave, Bronx 57.N.Y 


TRAV-LER Record Players 


Trav-Ler Radio Corp 
571 W. Jackson Blvd, Chicago 6, Iii 


Ne 925-8 tor Natural and Mtg. Gas 


No 925.RB tor LPG 


os 


ORDER FROM YOUR JOBBER 


Meoters, Portable troners ond Lewn Sprink " WHEN 
IT’S AN 


on . | STRONG 
RMSTRONG [Lode 
ROOUCTS CORP. IT’S THE BEST 
ef Quality Products Since 1899 OF ITS KIND 
. EM, Huntington 12, W. Vo. 
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How To Sell 


More Clock Radios 


Aggressive merchandisers start with the assumption 


that every customer can be sold a clock radio. Then, 


enthusiasm and demonstration combine to pile up 


profitable volume. 


SOPT’S all in the head” 
sum up t he secret of successful sell- 
ing of clock radios. If you think 

you can do it, you're in the money. If 

you have any doubts, you're licked 


before you start. 
Sell Yourself First 


o sell yourself on the fact 


seems to 


It’s easy t 
that clock radios have unlimited sales 
possibilities. Look at the value you offer 
customers when you push clock radios. 
You're really offering three products for 
the price of one: a beautiful radio, an 
accurate alarm clock which wakes you 


the new way—with sweet music, and a 
depe ndable appliance time r. Use this fact 
as your sales appr ach and you’ fimnu- 
late plenty of interest 
Sell the Benefits 
No other radio you can sell offers vour 


customers so much of what they want 





They want tap notch radio performance 
Any of the clock radios illustrated on 
at. They want a 
k radio guaran- 
hem off to dream- 

usic. They want t 
/ ‘ - 


ge up on rte n ti morning A ClOCK 





this page gives them th 
good night’ eep. A 
tees 


land with 








radio with its built-in Telechron timer 


assures it and is a space-saver on the 
night table. They want to be sure of hear 
ing their favorite rad hou or news 
br “a A clock ra ines tner 
automatica They want accur ’ 
ing in the kh hen. A clock radio with 
built-in outlet turns appliances on and 
off at pre-set times. Promise Nese 
benef ’ your ¢ ? . 
arouse d¢ for ow? / 








sheets. Stud ther and f{ ‘i 

through. show r customers how to 

operate tne anious Knot pet all the 

knobs urs a ( spin the 

hands so tha e customer can see and 

hear what happe Plug a lan r ne 

appliance ¢ and . 4 ‘ p 

goes ff and 4 ma i 

How fo Clinch the Sale 

After yu ave emonstrated the 

} IDi¢ CK ir saies 

Re r ers that 

a clock radio is the best value you have 
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ever offered ...a beautiful radio, an 
accurate alarm clock and a dependable 
appliance timer . . . all for the price of a 
good radio alone. That's the clincher. It 
works. Try it and see for yourself! 


Widen Your Market 


Don't be satisfied with trying to sell 
just one clock radio to every customer, 
Try to sell one for every room in the 
house: bedroom, kitchen and living 
room 

Sell clock radios, too, as the ideal gift 
for any occasion. It’s a Christmas Gift 
natural beautiful . useful... 
appreciated! 

In addition, a clock radio is in a class 
by itself as an economical group gift for 
showers and weddings. Every member of 
an office or shop group will be glad to 
chip in a few dollars each to give a clock 
radio to the lucky girl or guy who's 
getting married. Watch the society col- 
umns and follow through by mailing 
clock radio literature to the right party 
with an appropriate covering letter. 


Speaking of Literature 
Clock radio makers supply plenty of 


olders and envelope stuffers to their 
dealers. Don’t let them go to waste. En- 





close them with bills or make special 
mailings so that all your customers and 


prospec 


s will know that you carry clock 
radios 


Tie in with National Advertising 

Time your local newspaper advertis- 
ing to appear when national advertising 
you stock hits the 
newsstands. Your clock radio distributor 


or manufacturer will be glad to supply 


of the clock radios 


ou with schedules and newspaper mats 


so that your local tie-in will be most 





Don't Get Caught Short! 


Now with your best selling season 
fast approaching get ready for the 
clock radio gold mine that’s yours for a 
le digging. Clock radio sales are al- 


ready on the rise 


cash in on this now. 
Order the clock radios of your choice 
from your distributor or manufacturer 
right away. Then, combine enthusiasm 
with demonstration to push clock radios 
to every customer who enters your store. 
Aggressive merchandisers know that it 
pays. Telechron Inc., 220 Union Street, 
Ashland, Massachusetts. A General 
Electric Affiliate. 
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B ELECTRICAL APPLIANCE NEWS 
a7, Za 
, ‘| brought all the Now Fett 


r RECORD PLAYERS 


information you need” 


MUSIC MASTER Phono 


Tone Products Corp., 225 W. 17th St 
New York City 


DYNAVOX 3-Speed Record Player 


" Dynavox Corp., 40-05-21 st St 


For real help in planning, perianal 


4 


ask your Graybar man 


ale mw erve your benefits of Graybar’s ist-to-coast expenence 


piitance ; \ 
equipped to help y lar 1 ‘ ‘hat’s more, he has the qualities of dependa 
He brings you reliable information ty, stability, and fair-mindedness that you asso 
Dar He V il eS your good wil 
irt to risk it for a “fast buck”. He 
range view t our business 
sales aids or delivery information 


man. He'll t 
your bus! 


SHURA-TONE Phonos 


A _ Depurtmen? 5 
~ . Irving B. Shurack, Inc 


GRAYBAR ELECTRIC COMPANY, INC. 3 Broadway, New York City 


In over 100 principal cities 














MANUFACTURERS OF APPLIANCES - RADIO - TELEVISION 





It’s not too late a 
AAW TAY 
TTY AMY IAYAYE 


to make this date 


Dec. 5" 


THE DEADLINE DATE FOR 


ELECTRICAL MERCHANDISING 


STATISTICAL AND 
MARKETING ISSUE 


Now is the time for a manufacturer to check his advertising department 
and make sure he’s all set to meet that date ... the deadline for ELECTRICAL 
MERCHANDISING'S double-value January issue. Double value because, not 
only will this issue contain information essential to dealers throughout the year 
such as individual product reviews, annual regional and national statistics 
















an analysis of a full line study made among 5,000 dealers, a report on the THAT'S USED THROUGHOUT THE YEAR 


ever expanding farm market — but it has the important “‘plus-value” of ... 








Last minute information on exhibitors at 


CHICAGO JANUARY MARKETS 


JANUARY MARKETS NATIONAL HOUSEWARES SHOW 
. Merchandise & Furniture Marts — January 8-19 Navy Pier -—- January 18-25 













a : 
Too much emphasis can't be placed on the importance of manu their minds 





facturers notifying their dealers and distributors of their exhibits at Remember -- there is no more effective and economical method 






















these shows, giving them advance information on new lines and to build a brand name and reach everyone concerned with the mer 
inviting them to visit their booths. This January issue will reach handising of a product than through a consistent advertising cam 
dealers and distributors at the right time — just before they leave for paiqn in the leading Ay pliance -Radio~ Television trade publication 
Chicago and manufacturers’ advertisements w be fresh in The effective way to start that campaign is in the January issue of.. 


® ELECTRICAL 
MERCHANDISING 


330 WEST 42ND STREET ° A McGRAW-HILL PUBLICATION . NEW YORK 18, N.Y. 
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WASHING MACHINE DEALERS 
DONT LET LACK OF PARTS 


The Appliance Parts Jobbers 
listed below provide ONE source 
of supply for ALL the parts you 
need, for ALL the washing ma 
chines you service 





You receive all original parts be 


ORIGINAL 
PARTS 


cause the washing machine manu 
facturers cooper ite with these 
apphance jobbers to make this 


centralized service possible 





Your service department will 


EXTRA show greater profits because of 
the ume and trouble saved 


You avoid the delays in waiting 
4 for parts from various sources, 
thereby giving your repair cus 


'a dle 3 tomers better service and pro 


moung customer wod-wall 


through getting all your parts 


from this one source 


TV) a FOR THE MEMBER 


NEAR YOU 


Authorized Members 


APPLIANCE PARTS JOBBERS ASSOCIATION, INC. 


A National Trade Association—€xecutive Office: Detroit, Mich. 


NEW EQUIPMENT for your BUSINESS 


ng and drills t center of an 


8 in. circle with 34 in. vertical travel 


Prices: Drill, $27.50; tool kit, $12.95; 


saw, $6.95; drill press, $11.95 
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CLARK Hend Trucks 


Clork Equipment Co., 
Industrial Truck Div, Battle Creek, Mich 


j Flectro-Lift and Hyd: 


Social Security and 
Withholding Tax Chart 
Delbridge Calculating Systems, inc 
2510 Sutton Ave., St. Louis, Mo 

large 6 pers : oe 
tor is 
ctr 


Aandisin), 


ADD-A-PAIR Shelf Hangers 
Ambler Distributors, Ambler, Pa 
A A-Pa f ha 


DURA-THUMB Work Glove 
Richmond Glove Corp., Richmond, Ind 
4 , . rh 


A 


FASCO Drill and Tool Set 
Fasco Industries, Inc, Rochester, N.Y - 


Fa 


FEDCO Saw-Rite 
Federal Engineering Co., 37 Murray St 
New York, 7, N.Y 


# 


NOVEMBER MERCHANDISING 





WHAT THE 


FRANCHISE 
MEANS 
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Are You Legally Right? 
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Must Inspect ro _Seeeeet enplageneet 
@ * company wines iaimtains an cectr< Miner Can Rescind Contract 


oe 












db; 







Traveling beam from a 
tiny lamp makes tuning-in 9 ™ 


© e o scidaatniaateticlipiiaditghiailiatad 
d h ad i rl \ smile ss still the best im- 
Rd 
GQNG COSHING=1M) COSTES inci ce sutie relations 


ever invented 












EW convenience teature new sales appeal, and 
at low cost, too’ A tiny G-E lamp behind the 
dial panel of this new radio moves as the station point 


er moves and clearly illuminates numerals tor quick, 





easy tuning Many other types ot appliances too, 








take on added convenience, satety, or oovelty when 
equipped with G-E large, miniature, or glow lamps 
They make your product stand out from the rest, 


help it sell faster and at a better price 


For help in selecting the best 
General Electric lamp tor your prod 
uct, consult your nearest G meet 
district ofhce. Or write Lamp he art 


' 
ment, General Electric, Nela Park | LAMPS 


Cleve i2 













land Ohio 











You can put your confidence in 


GENERAL @@ ELECTRIC 
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Poor contact between 
line plug and wall outlet can 
cause a heap of trouble in a T-V set 
or radio. A defective plug or worn outlet can 
produce voltage drop and arcing . . . and you know what 
that means to a set. 
Take that ounce of prevention! Replace the line plug with a genuine Spring- 
Action Replacement Plug—the sure way to be sure of positive contact even in a worn 
outlet. If you need a ntultiple outlet, use a Tapmaster Cube Tap. Or, if the line cord needs lengthening, 
use a Tapmaster Extension Cord Set. These products have Spring-Action Blades and Internal Contacts. 
With them, you'll get good connections any place, all the time. 
MR. SERVICEMAN-—Save yourself unnecessary service calls. Carry these three connections in your kit. 
Your jobber can supply them to you. 


YOU CAN DEPEND ON THESE OTHER 


ALLIED-SHELDON PRODUCTS 


FLASH = a ) 
Shatd . 


FLUORESCENT STARTERS ALUMINIZED REFLECTOR 
World's Largest Line— ; : LAMPS \ 
Avtomatic Cutout. . . Push-Button Infra-Red, Flood, Spot, Clear, 
. . « Multi-Purpose . . . No-Blink 2, 6 and 15 Amps. Photofiood, Photospot, 2,000 


. . . Standard Types RECTIFIER BULBS Hour & Outdoor Pyrex Types \ 


WRITE FOR YOUR COPY OF THE NEW ALLIED-SHELDON CATALOG 
DELIVERY ON ALL ITEMS ON THIS PAGE — Fair to Middlin’! 


ALLIED ELECTRIC PRODUCTS INC. 


68-98 Coit Street, Irvington }1, N. J 


CHICAGO 7, tLL., 426 S$. Clinton S$ LOS ANGELES 26. CAL 1755 Glendai 
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EIGHT SECTION 


POP averact 
. 

















SIX SECTION 


POR VERY SMALL ® ” 
ey Mt WAUNUT 


3422 
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@ SAFE FOR YOUR CUSTOMERS 


Would you sacrifice safety in your home for instant—but danger- 


ous radiant-type heat? Then why sell danger to your customers? 


They, too, want safe heat— the type provided by Electresteem— 


the original steel electric steam radiators. No exposed wires, 
elements or flame that might cause painful burns. No gas to 


cause worry of possible monoxide asphyxiation 


True, one Electresteem won't heat a ball room—just as one 
fan won't cool a ball room. But an Electresteem produces more 


safe heat for less money than any heater on the market 


@ SAFE FOR SALES AND TURNOVER 
Dramatic ads in LIFE, LADIES’ HOME JOURNAL and LOOK 


40,000,000 will read about You'll 


sell your Electresteems early 


this year want to buy 


Order now! 


&lectre;: steem 


PORTABLE ELECTRIC @& "STEAM RADIATORS 
| (3 Oy RR 
As < Re . Vj “\ 
4 Ty fe a COLO 
St _—_—_—_—_ 
IT’S EASY TO SELL 2 


ONE OF THESE ''SEXTUPLETS”’ | 


for ony room overd s HARD to heat 
* Motel ® Hotels 
» Cabins * He 
* Apartment * Watchman's 
ket Booths Shanties 





spital s 





aron Room $ 








5] 


Deloxe 


vaponl az i: $6. 95 


te 24 HOUR 


vaP ailees $5. 95 
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STEAM > 


“ aaha . 
@ BABY.BOTTLE WALL PLUG MEAN 


STERMAZERS $7 95 


BABY CHEF, JR 
BOTTLE WARMERS $1.99 EXT RA PROFITS 


FO QR you! y/ 


ELECTRIC STEAM RADIATOR CORP. —™ 


1 ELECTRIC AVENUE 


In Conedea Write Electric Steam Rediater Co. Terente 


PARIS, KENTUCKY 


Onterie 


NOVEMBER. 1950 
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Are You 
Legally Right? 
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Detroit Range Sales Upped 
By Wiring Promotion 





Detroit Edison's move smashes 


bottleneck in appliance promotion 





Quality Leaders 
OF A FAST-SELLING LINE 


TELEVISION 





2 New EMPIRE 
we Automatic 
» PERCO-DRIPS 


Everything the housewife wants in a percolator! 
Fully automatic — just plug in and forget it! 
Simple to use as ordinary percolator. Dual ele- 
ments start automatically; perking begins with- 
in one minute. Keeps coffce serving hot for 
hours! Modishly smart design. Highly polished 
aluminum, with black plastic handle. Two sizes 









Range Customers All Customers ae 5 and 8 Cup. . 
99.4 Retrigerators 86.5% No. 1921 — 5 Cup ~~ List $6.95 
5. Clothes dryers 15 No. 1922 — 8 Cup — List $7.95 
16.2 Automatic washers 11.3 





16.6 Water heoters 68 = 
253 143 











lroners 





EMPIRE “Aristocrat” Electric Toaster 


For golden brown toast“just the way you want 
it"! Smartly modern--lustrous chrome finish—fiat 
top for keeping toast warm. Toast turns automat 
ically by flipping doors. Extra large element, Listed 
Underwriters’ Laboratories. 


No. 769-——To Retail at $4.50 
New EMPIRE Sandwich Toaster & Waffler 


Combines beauty of design with utility 
Toasts 2 large or 3 small sandwiches 

fries bacon. eggs. griddle cakes-—grills 
steaks and chops at the table. Remov 
tble and interchangeable wattle grids. 
Chrome finished 
cool handles 































Promotion Follows Studies 


SS TT 
Ba wa 7 






No. 788 
Retails at $11.95 


ideal for sportamen, motor 
ists, vacationists. 2 lights 
extra brilliant side light and top flood light. Exclusive 
pivot base spots beam up or down. Twin switches 
tor lighting one or both bulbs at same time. Ball and 
side handle No. 870-—$4.35 Retail 








THE METAL WARE CORPORATION 


NEW YORK TWO RIVERS aie ine, 
200 Sth Avenue WISCONSIN Room 1411A Merchendise Mort 

RTAIN 
Y LONG 
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Don’t Short-change Yourself on Depreciation 





CONTINUED FROM PAGE 7? 





nh and may 
yme tax office 
re lost by 
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; not 
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expense 
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Selling Refrigerators Farm-to-FKarm 


ONTINUED FROM PAGE 56 








refreshing 
ideas in 


APPLIANCES 


A SLECTRIC OVENETTE. First of co kind B FLAVO-MATIC ELECTRIC PERCOLATOR 
This brand new baking aod roasung ap Porta 
plience bakes pies of cakes and prepares 
roasts anywhere there « an Al matter. I 


‘« « va sutoma ‘ft 
kers Makes & m o 
ttee 1 





« complere wich baking « Tt s and 
cond Cower has 4 ‘ “inom © 
s 


C ELECTRIC BEAN POT 





rok me 
bahe« 


0 48-CUP COFFEE MAKER " E ELECTRIC CORN POPPER 

were of * oftee 1 pa ! ‘ 
haw 

TV ’ op f 
‘ au 


large " at makes f 
as somply 
Has specia 


hiah low off ‘ ‘ ‘ 


K FOR w.. 








100 

on ‘ ‘ an at 

m te Homes 
December N 

a Life for Nowemb< 


W C | Bt { Dy A “iment Se. 


’' @8 fF ww OO ee ee ee ee ee | 
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chest x-rays 
for my employees? 


. . ridiculous 



































Not so ridiculous, mister! Chest X-rays may show 
that people who feel in the “pink” are really 
suffering from active tuberculosis. In its early Stages TB 
frequently has no symptoms at all 


It now leads all other diseases as the cause of death 
between the ages of 15 and 34. Tuberculosis kills 
almost 50,000 Americans every year. 


This is shameful shameful because it is a disease that 
can be wiped out if we will all take the 

first simple step required to wipe it out... 

have a periodic chest X-ray 


Tuberculosis costs the United States 1,000,000 working 
years annually and, for TB Hospital maintenance 
alone, more than $1,000,000 in taxes. How could you 
make a better investment than to lend 


a hand in helping to rid the country of this scourge ! 


Post ‘nis page on your bull tr board. 

Let your employees know that the greatest safeguard 
against TB 1s excellent health. Active disease 

aoes not occur so ke nw as the be dys resistance can 
successfully fight the TB gern 

Let them know that TB is contagious. It is spread through 
sneezing, coughing and personal contacts 

Let them know that TB is curable, and that the sooner 


it is detected, the quicker the cure. 


Let them know, above all else, they will be 

doing themselves a favor, their families and community 

by having their chests X-rayed at least once a year 
starting TODAY! 


Your cooperation can help save lives... Adveitioing (oume, Md. 


maybe your own. 


25 West 45th St. New York 19. N.Y 





ELECTRICAL MERCHANDISING—NOVEMBER, 1950 





Homemaker Parties Catch 


LARGER 


UNIT SALES 


For the first time, a manufacturer of 
non-electric kitchen appliances makes 
it possible for you to handle such a 
line profitably! The — unit Sales 
resulting from the new Swing-A-Way 
gift packaging are what you've 
always wanted in a kitchen 
appliance line. 


GIFT PACK Neo. 1 


FINALE of tw 


¢ Nationally Advertised 

* Extra Point-of-Sale Attention 

¢ Designed for Lasting Home Use 

® No Extra Cost to You or to Consumers 


SWING-A-WAY MANUFACTURING CO. 
£100 BECK AVENUE Be Louis 16 MO 
CANADIAN BEPRESENTATIVE FOR AGENCIES LTO. PORT CREDIT ONT 
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the Crowds 





\ For the ‘last word" in 
BS MODERN COOKING MAGIC 


4D GAFFERS ¢ SATTLER 
chooses WILCOLATOK 


“Mopern COOKING MAGIC” is right! ... 

hen it comes to the new model Gaffers & Sattler ranges. Burner 
mes can be tuned like radio to any volume; the G & S Char-Glow 

roiler brings barbecue cooking into the kitchen; griddles have heat 
diffusers that prevent hot spots; rear top burner grates have center 





Women's Clubs Make Money 














4] 






plates to handle baby bottles and small cups. Every convenience! 

And, climaxing all, is the roomy, even-heat oven that roasts and 
akes to perfection. Kingpin of the range, it is Wilcolator-controlled 
to assure peak performance day in and day out. 









Yes, Wilcolator Oven Heat Control is specified by Gaffers & 
Sattler because it means precision cooking at a touch of the finger 


— time saving and economy too, 





Just consider: The exclusive Wilcolator “Uniflow” valve pro- 
motes exceptionally fast preheat, and exact cooking temperatures 







are so faithfully maintained that gas consumption is minimized. 
Happily, also, from the service viewpoint, Wilcolator is so easily 
serviced that costly, time-consuming calls are eliminated. 

Take full advantage of modern cooking magic by selecting a 
range line that is Wilcolator-equipped. You'll find it will result in 
increased customer satisfaction, faster turnover. . . bigger profits. 







One of the many models in 
the Gaffers & Sattler 
range line 












SOME WELL KNOWN 
GAS RANGES USING WILCOLATOR 
FOR PRECISION CONTROL 




























Autocrat Gerland Real Host 
Coleman | Grand Roper 
Copper-Clad Hardwick Royal Rose 
| Hort 
Crown | Kat Tappon 
| alamarzco 
Plan Combines Popular Appeals Detroit Jewel Maytag Universal 
Enterprise McClary Welbilt 
Estate Norge Western Holly 
Florence Prizer Wincroft 





End 
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EURERA APPOINTS 


© e Mp 
New Eureka Program Provides for Greatly 
Increased Number of Distributors for 


EUREKA Cleauon 


and, waste-food DISPOS-0-MATICS 


Tremendous Eureka Newspaper Advertising by 
Distributors Produces Amazing Results! 





In the powerful Ft. Worth “Star-Telegram” during the hot weeks of 
early August, over 4,200 lines of the most effective type of promo- 
tional advertising was run on the sensational new Eureka “3 in 1" 
Wonder Cleaner, by Vergal Bourland Home Appliances, new 
Eureka Distributor. The response by telephone and coupons 


was positively unbelievable 


In Norfolk, Virginia, the new Eureka Distributor, Prices, 
Inc., ran 4,200 lines of the identical same Eureka “3 in 1 

Wonder Cleaner promotional advertising during the hot 

weeks in early September. Here, too, the response was 


immediate and tremendous 


Similar big Eureka promotional newspaper adver 
tusing 1s being run in Joplin, Kansas City, Louisville 
Shreveport, Springfield, Mo., Waco, Wichita Falls 


and Wilkes-Barre by the new Eureka Distributors 
THE THREE GREAT NEW EUREKAS 


appointed for those trading areas. Eureka retail 


A Complete dealers in those areas are certain to profit by 


this tremendous newspaper advertising 


Cleaner Department 


Three New Evreke Cleoners, that’s ol! you need 
end you're in business’ Lew cost inventery-—het \ 
merchandise — quick soles — big profits 


= SP eS 


ond excellent vet 
ef cleaning tee!s 


NEW MODEL "700" 
AIROMATIC TANK 
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10 NEW DISTRIBUTORS 
 fe-L 








Each and every one the “‘Who’s Who”’ 
in aggressive appliance merchandising 


in their respective trading areas 





FT. WORTH 8. WACO 
Vergal Bourland Home Modern Appliance Co. 


Appliances Inc. 
9. WICHITA FALLS 
. JOPLIN Household Appliance Co. 


Mardick Distributing Co. 
10. WILKES-BARRE 
. KANSAS CITY Home Utilities Co. 


Acme Stove and Electric, inc. 


ngs OCW 


- LOUISVILLE 
Gas and Electric Shop 


5. NORFOLK 


Prices, Inc. 


6. SHREVEPORT 
Ark-La-Tex Wholesale Co. 


7. SPRINGFIELD (MO.) 
Turner Distributing Co. 


a aaron ens esi DIT: 





Fe SSN RY ae OR, PERO Moe 





THE SENSATIONAL EUREKA WASTE-FOOD DISPOS-O'MATIC, 
with exclusive hammer-mill grinding action, is now 
available to distributors of Eureka Cleaners, Sales to 
home builders, who are including disposers as stand- 
ard equipment, offer dealers and distributors a tre- 


: _ he, mendous opportunity for new profits. 
WRITE or WIRE \ ‘ ; 


For Full Information on 
Our New Distribution Plan 
Eureka Williams Corporation 


Bloomington, Ulinois 





DISPOS-O- MATIC 
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| Service Without Profit 


“/tee PRESENT <a conta : 
the time Lo 

protec your 

FUTURE sxanket 


For the present, “business as usual” is a thing 
of the past 








But there won't always be a “national emer 
gency.” The time will come again when old- 
fashioned competition will replace shortages and 
allotments 

The wise business man will prepare for that time 
NOW by maintaining — and strengthening — one 
af the most vital aspects of his business his 
TRADE RELATIONS 

For that reason alone the January 1951 
NATIONAL HOUSEWARES AND HOME APPLI- 
ANCE EXHIBIT assumes a greater importance 
than ever before 

There is no better nor more efficient way to 
learn what your industry is: doing and thinking 
to face the hard business facts for 1951 and the 
years to follow 

There is no easier nor more time-saving way 
to learn about prices, deliveries, new products 
and policy changes 


SLYS JONAS 
HOUS SVAARZSS 
My hone Avot Mts 3 
ANY FAS SU S25 

SADI STL 





NAVY PIER 
CHICAGO, ILL. 


NATIONAL HOUSEWARES 
MANUFACTURERS ASSOCIATION 


ee ee 
EXECUTIVE OFFICES: 1140 MERCHANDISE MART TOOLS OF THE TRADE or 
CHICAGO $4, KLLINOIS, PHONE: DELAWARE 7-8585 , . : ane 


“ 
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...dn 51 months of the 58 


. HOUSEHOLD Aas grown bigger 


Electronic Tools Run High 


mire bc * and BIGGER 


THESE ARE THE FACTS — 


@ January, 1946, thru October, 1950: 58 months 
In all but seven, HOUSEHOLD has gained. 


@ The new October issue is by far the biggest 
HOUSEHOLD ever printed 


@ This year alone, HOUSEHOLD has gained 19! 
new advertisers 


@ This year alone, HOUSEHOLD is up 27,000 lines. 


THESE ARE THE REASONS — 
@ Advertisers want profits, HOUSEHOLD 
has the Profit Combination home 
Deliveries Farmed Out families, home editorial, concentrated in 
the home communities under 25,000 
population 


HOUSEHOLD readers buy big—they buy 
family style. That's why ...if it belongs in 
the home, it belongs in HOUSEHOLD. 


HOUSEHOLD HITS HOME 


HOME FAMILIES S4/ HOME EDITORIAL 
CONCENTRATED IN THE HOME TOWNS OF AMERICA! 


Capper Publications, Inc. ° Topeka, Kansas 


End 
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Set Makers Attack FCC Color Rule, 
Warn that Color Has Not Arrived 


Sarnoff calls system unsound; others 
foresee poor public reception for CBS 


A CIRCUIT THERMOSTAT 


FOR A THOUSAND USES — 


HI-HEAT FOR BLOWER FOR AGITATOR 
TO LOW HEAT AND HEATER AND HEATER 


a 





Radio Royalty 


‘ROBERTSHAW 
MODEL F-1 Thermostat 


(Single Pole Double Throw) 











When two heating elements are used, high heat element 
is automatically cut in when thermostat calls for heat. Toward Two Million 
When set temperature is reached, main contacts are 
automatically broken and low, or holding temperature 
element is cut in to function until drop in temperature 


again calls for heat. Write for catalog. 


in home and ind: y. EVERYTHING S UNI CONTROL 


* Robertshaw 


K\\e THERMOSTAT DIVISION 
)BERTSHAW-FULTON CONTROLS COMPANY 


YOUNGWOOD, PENNSYLVANIA 
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GOOD SELLING MAKES GOOD CUSTOMERS 


anote AWA Ig 
| 


N a 


\ \ 


CORY CORP. pre 


ws 





Nicro Steel Products 
Sold to Cory Corp. 


Out of the Bush 


And a sale today may bring you two 
tomorrow. Help the lady buy the 
freezer that best suits her family's needs, 
and her satisfaction and enthusiasm will 
give you an ‘‘in”’ on her future purchases. 
The competition for her dollar goes on 
even in a seller's market. That’s why a 
well-made product, such as a Fiberglas* 
Insulated range, is a wonderful decoy 
to bring her (and her friends) back to 
your store 








... for anything from another 

appliance to a complete kitchen or 
laundry. Owens-Corning Fiberglas Corp., 
Dept. 104-K, Toledo 1, Ohio. 








Vermont Utility Names Durgin 
Executive Vice-President 


Har Durg e-preside 


OWENS - CORNING 


BERGLAS 





‘ ‘ rr 
~ } 2 

Forest A. Walker, Inventor } > we . ; . A SWELL FEATURE TO HAVE... 

Of Dishwasher, Dies at 74 I B E R¢ * | We S 


A SWELL FEATURE TO SELL! 


APPLIANCE INSULATION *FIBERGLAS is the trade-mark (Reg. U. 5. Pot. Off.) of 


ated model whin | FIBERGLAS IS IN YOUR LIFE...FOR GOOD! 
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Manufacturers Sales 
Appliances and Radios 


COFFEE MAKERS (Metel and RANGES 


Glass) (NEMA Member Seles, Not industry) 
(NEMA Member Sales, Not Industry) August 1950 132,243 
August 1950 128,605 August 1949 66,753 
August 1949 31,104 8Mos. 1950 1,061,970 
8 Mos 1950 625,116 8 Mos 1949 599,915 


aac asst 803,339 Change versus 1949 
% Change verwus 1949 August 1950 98.11% 
August 1950 +313.46% 8Mos. 1950 77.02% 
8 Mos 1950 120.63° 
REFRIGERATORS 

ORYERS, CLOTHES (NEMA Member Sales, Not Industry) 
(Members, American Home Laundry August 1950 518.359 

aus August 1949 314,839 
Augen 1950 32,318 = Mos. 1950 4,087,677 
Augut 1949 5,526 § Mos. 1949 2,757,802 
8 Mos 1950 183.745 
8 Mos. 1949 46.439 ‘Ve Change versus 1949 
August 1950 64.64, 


% Change versus 1949 8 Mos. 1950 + 48.22%; 


Aueust 195¢ 484 84° 
Mes. 1990 +295.68°> ROASTERS 
FOOD MIXERS (NEMA Member Sales, Not Industry) 
Mode! 350 (NEMA Member Sales, Not Industry) August 1950 41,792 
. A t 1950 65 520 August 1949 20,918 
Se - bite 8 Mos. 1950 229,438 
AN ugust 1949 


8 Mos 1949 161,349 
: j our 8 Mos. 1950 278,993 , 
The Christmas rush is on... y Sains 1000" % Change versus 1949 


* Not available 
to the new Toastswell. Christmas t available Avgua 1950 
o% 2 


FREEZERS, HOME AND FARM 


Here's Why . Sales (NEMA Member Seles, Not Industry) TOASTERS 


August 1950 76,153 (NEMA Member Seles, Not Industry) 
August 1949 35,384 


‘ ‘ August 1950 475,869 
th the New 8 Mos. 1950 408,808 1949 237,945 


8 Mos. 1949 214.336 August 
8 Mos. 1950 2,068,666 


Re) Cost % Change verws 1949 8 Mos. 1949 1,877,765 


og oe ‘a + . Se Change versus 1949 
1 Toastswel | . : - August 1950 99.99" 
HEATERS, CONVECTOR AND 8 Mos. 1950 + 10.16% 
RADIANT 
(NEMA Member Seles, Not Industry) VACUUM CLEANERS 
August 1950 113.992 (Industry estimate by Vacuum Cleaner 
August 1949 44,923 Mfrs. Assn.) 
8 Mos. 1950 229.5292 August 1950 341,232 
8 Mos 1949 113.263 August 1949 219,909 
8 Mos 1950 2,316,377 
8 Mos. 1949 1,824,929 


: 


% Change versus 1949 


August 1950 +153.74 
spply of Toastwell 8 Mos. 1950 10964 —e Change versus 1949 


ode! 350 Toasters + ne August 1950 55.17% 
ray HOTPLATES 8 Mos. 1950 +26.93' 


a (NEMA Member Sales, Not Industry) 
matic Toaster August 1950 60,695 WAFFLE IRONS 
Nat 7 beawe ims Medel 444-4 Auqust 1949 35,610 (NEMA Member Sales, Not Industry) 
ed 8 Mos. 1950 293,059 August 1950 65.522 
Better Hove and Gordens v astwell’s Home 8 Mes 1949 185.953 Aveua 1949 anon 
Woman's Hone Companion ' n and Food Wormer ‘ 


del 62 Se Change versus 1949 8 Mos. 1950 189,585 
en : 8 Mos 1949 324 313 


SRD, Getter emerestants re 


Successful tming 
and the tir fas the eome of Auaqust 1950 10 44 
g ‘ . st distribut BR Mas 1950 57.59 % Change versus 1949 
national ¢f , ion vr nearest distributor 


August 1950 46.93% 
IRONS 8 Mos 1950 41.54% 
(NEMA Member Sales, Not Industry) 


August 19 564,887 WASHING MACHINES, STAND- 
a August 1949 462,224 ARD (Electric and Gas Engine) 
WER GROVE ave LOuIs 10, MO. \ 8M 1950 3,332,188 (industry estimate by American Home 

SM 1949 2,428,424 Laundry Mfrs. Assn.) 

—— a - _ . _— % Change versus 1949 August 1950 381,452 
TOASTSWELL COMPANY eit oe 29.9 August 1949 323,789 
620 Tower Grove Ave St QM 19 7¢ 8 Mos 1950 2,668,987 

0 8 Mos. 1949 1,819,889 

Gentiomen IRONERS 

Pleese send me complet not t , toast ate : Se Change versus 1949 

(Industry estimate by American Home , 

4-slice toaster an ; ’ lian tiie denn’ August 1950 17.81 

: J __ 8 Mos. 1950 + 46.66 
fom oa deal trebut A uveust 195( 42.700 
Name August 1949 32,300 WATER HEATERS, STORAGE 
8 Mos 195 239,600 
a SMes 1940 2 (NEMA Member Seles, Not Industry) 
August 1950 75,226 
Address Se Change versus 1949 August 1949 46,351 


Auaust 195¢ 2.20 8 Mos. 1950 506 602 
aM 195 8 Mos. 1949 333,642 
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Easy Names Window Winners 


NATIONAL WINNER in the Easy notional window display contest wos this 
two-panel display entered by Koufmon Straus Co., Louisvill 


SECOND PLACE nationally and first prize 
( r for this entry in the Easy contest 


nbus, Ga 


tlectr 


¢ Elmira 


ANOTHER SECOND prize 


ELECTRICAL 


MERCHANDISING 


in its region 


this 


NOVEMBER 


e 


went f 


humorous 


1950 


Kirven’s 


entry 


by 


You keep “FIRST” 
with TAPPAN... 


BECAUSE 
TAPPAN is FIRST 
WITH FEATURES THAT 


ARE FIRST IN PREFERENCE 


Mc" THAN A DOZEN FEATURES 


now regarded as essential or desirable in 


a modern gas range were first introduced 
by Tappan. That goes for the divided top, the 
glass oven door, the chrome-lined oven 


-and many more. 


Tappan was first with the Tel-U-Set, 
too—the control panel that brings auromatic 
cooking to a housewife’s finger tips. And today 
this feature is not only a first—it’s an exclusive. 
There has never been a time in the last 
20 years when Tappan has not given its dealers 


selling advantages not found on other ranges. 


That's why wise dealers will go along 
with Tappan advertising, even though so many 
of their customers are already waiting 
for their Tappans. We're keeping 
contact with future customers. We think it 


will pay you to do so, too. 


The Tappan Stove Company 


MANSFIELD, OHIO 





lohnson, Ir. formerly regional sales 
manager for Queen, has been named 
rector of sales for both firms 
Both companies are located in Albert 
Lea, Minn., and both manufacture oil 


let This Display | ite Les, Minn and toh 
Work For You FREE / : 


Board Tightens 
Credit Controls 


Federal R 





Be 


rews eve 


May to Head Expanded 
Fleck Sales Program 


It's smart to feature 

the Deluxe Model 

Can-O-Mat at 

$498, the Magnet 

Model at $4.98, and 

the Can-O-Mat, Jr 
at only $4.98 





Build your displays — and your Christmas Gift business 

around the fascinating Rival Can-O-Mat display! Shoppers 

want to see how Can-O-Mats work. Ic shows ‘em — sells 

em! So colorful it stops 9 out of 10 passers-by—yet com 

pact, ideal for counters, And it's FREE! Just ask your 

distributor for the sturdy “D-2" Demonstration Display. If 
he's unable to supply you, write us at 
once giving his name and we'll ship 
direct promptly. Why not get yours 
nou, and sell more Can-O-Mats? 


| 
; 


PO tote ame. 


Feature the Entire Rival Gift Line 
FRANK H. FISHER 


Riwal I1CE-0- MAT" 


ans Christmas cheer ar 
r New Year parties! Fea 


it in your gift displays 


Coolerator Expands Range 
Program under F. H. Fisher 


Queen Stove Buys Control 
Raval ’ Of American Gas Machine 
SHRED-O-MAT® ae apoep ase 


The wondertul new kitcher 


A! 

= 

mr. 
iy 


helper homemakers all want 


hat shreds, grates and slices 


> 
— = 


Rival 
STEAM-O-MATIC®* 


STEAM AND DRY IRON 


ae CN 


For Christmas it must be the be and 
ib. that means the original, ult-top, Steam 
ee ~% © Matic that dees more than all other 
\ rons claim 


ness 
— us 


(" 
= >> pAqd «8 4 Y 


Avr 8 ; 
. YY = > A t » Riv 
< WQS 1 wit 


Vs 


\ . : 
) RIVAL MANUFACTURING CO., KANSAS CITY, MO. | 
) RIVAL MANUFACTURING COMPANY OF CANADA LTD. MONTREAL 
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NEW POSITIONS 


Crosley Division Avco Mtg. Corp. 





LLECTROMODE 
CHALLENGES THEM All! 


NO OTHER HEATER CAN MATCH 
ELECTROMODE... FEATURE FOR FEATURE! 


INWOOD SMITH CHARLES A. STOUP 





°P @ Cast-al Lifetime Meating 


Element won't burn out 


World's setest construction——ne exposed 


hot wires te couse shock or burn 


Neo denger of tire, thanks te 100% Auto 
matic Setety Switch 


210 squere inches of heating surfece 


New Hydreulic Pressure Thermostat bwilt 
into bethroom models 


80 cubic feet of tan-circuleted heat de 


livered every minute 
Operates tor as little as le on hour 


Won't smudge, went scorch, won't couse 
MB BECK DONALD MIERSCH 


filen 


Delivers 4508 BTU per hour-—1320 watts 
et 110 voits AC 


Fan may be used for cooling in summer 
Made of heavy-gouge furniture steel 


Noiseless, shoded - pole, non - radio - inter 


tering motor 
Approved by Underwriters’ Laboratories 


Made by World's Leading Exciusive Menu 


focturer of All-Electric Heaters Since 1929 


Edwin L. Wiegand Co. Nesco, Inc. 


Check the features at the lett, 
and you'll see why Electro 
mode is the greatest all-elec 
tric heater value on the mar 
ket today! No other heater 
can compare with Electro 
mode in benefits or feature 


for feature’ 


Here is the most profitable, 
highest quality, yet moder 
ately priced heater line you 
can carry. Every sale satishes 
both you and the customer 
because an Electromode gives 
practically lifetime service 
There are no burn-outs, no 
call-backs, no servicing, no 
adjustments when you handle 
Electromode. If you want to 
nake top profit on heaters 


mail the coupon below, today! 


Model W J-13 and WJA-13 Wall Type Bathroom 


Heaters ar 


rooms, ofr 


standard 


in white or 


ideal for baths 


small area. These 


edrooms, dining 
units build into 


wall onstruction Availabl 


” 


hrome, automatic or non-automatn 


Electromode makes a complete line of automati 
C.F KREISER FRANCIS R JOHLIE ! 


heaters for home, industry and farm 


GET THE FULL STORY! 


ELECTROMODE CORPORATION, DEPT. EM-11 
45 Crouch &., Rochester 3, N.Y. 


lai WEATERS 


ECTROMODE 


él 


Philco Corp. 


d the to moke more profit on electric home heaters. Please send 
full informotion. | em a etaler Warvaler 


War 
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NATIONALLY ADVERTISED 


"$1295, 


Complete with 





EM DANDY 
GEM | CHURN 


MODEL 4-QT-—A SENSATIONAL 
VALUE 


Churns up to 3 quarts of heavy cream or whole milk in a 
few minutes High quality heavy-duty, slow speed motor 
with chrome steel housing Aluminum shaft and dasher 

detachable and adjustable Here's a fast moving big profit 


item that practically sells itself 


RECOMMENDED DEALER'S COST 


Prices subject to change without notice 


| DELUXE AND STANDARD apres 
with new, improved, coolrunning motors are adju 
2 able » it ownet wk or jar up to f sls. Most cus 
~Pioape ‘ i. $ eatniners in 3 
DELUXE MODEL 
Recommended Dealer's Cost 


STANDARD MODEL 


Recommended Dealer's Cost 


Order today trom your distributor 


ALABAMA MANUFACTURING CO. 


Dept. A-172, Birmingham 3, Alabama 


NEW POSITIONS 





Radio Corp. of America 


YOU GET 
A SOCK FULL 
OF PROFIT 


N liking 


Vwinoow FANS 


Kelvinator Division 
Nash-Kelvinator Corp. WITH 
nn LONGER 


PROFIT 
MARGINS 
y 


FRANKLIN E HOWELL 


Allen B. Du Mont 
Laboratories, Inc. 
H. M sb \ Ae. 


AIR CONDITIONING CORP. 


5601 Walworth, Cleveland 2, O. 


Artkraft Mfg. Corp. 
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AVES 


TIME, MONEY... Error 


Control checks costly 
mistakes! 


S18 


LITTLE TO BUY... has 


features of machines 
priced much higher! 


ERVICE 


SELDOM...IF EVER 
NEEDED. Mechanical 


Governor protects 


mithCorona 


ADDING MACHINE 


Compare features, price 
Corona offers appearance and advan 
tages for which you'd expect to pay 


Smith 


dollars more. Exclusive Color-speed 
Keyboard protects you from error, 
quickens work. Error Control lets you 
correct individual column mistakes 
before adding. “Clear Signal” keeps 
you from including 
unwanted figures. 
These Smith -Corona 
extras add up to high 
value at low cost. See 
your Smith-Corona 
dealer 


SMITH-CORONA 
CASHIER 


A complete ca 














gist $ add 


- SEND COUPON FOR FULL FACTS 
l MITH & RONA TYPEWRITERS INC 
109 ALMOND ST., SYRACUSE 1, WN 


tlemen 
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NEW LITERATURE 





Arvin Industries, Inc 


nal magazine 


on “sales calls” 


t four months. Nine 


scheduled to 


will 


! and 


ath 


General Electric Co. 


ve 


RCA Victor Div., 
Radio Corp. of America 


uf 


Royal Electric Co., Inc 
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Department Store Service Manager 
Credits Klixon Protectors with 
Reducing Service Calls 


BALTIMORE, MD.: Mr. John Devoto, Appliance Service 
Manager of Hecht Bros., one of Baltimore's and Washing- 
ton's leading department stores, praises Klixon Protectors 


for minimizing service calls. 


“We find that appliances using Klixon Motor Protectors 
have cut out the number of service calls to a bare minimum 
on motor troubles. I can count the number of times on one 
hand that we have had to replace a Klixon-protected motor 


in the last three years.’ 


Klixon Protectors Reduce 
Service Calls and Repairs by 
Preventing Motor Burnouts 


The Klixon Protectors illustrated ar: built 
into the motor by the motor manufacturer 
They keep motors in such equipment as 
retrigerators, oil burners, washing machines, 
etc., working by preventing the motors 
from burning out. Reduce service calls, 
minimize repairs and replacements by 
specifying that equipment has motors with 
Klixon Protectors 


SPENCER THERMOSTAT 


Division of Metals & Controls Corp 
2511 FOREST STREET, ATTLEBORO, MASS 








9 ee re Rw a OR Bn a 





i 


SELL SOUr MARKET FOR RUNNING WATER 


Beyond the city water mains looms a big 
market for electric water systems. Prepare 
NOW to get YOUR share of this profitable 


business 


Sell the most complete line of electric water 
the dependable 
DEMING line thot meets ALL demands for 
type, capacity and price 


THE DEMING 4 ee to 
LINE Blankets <opovves 
Your Water 
System 

Market! 


JET SYSTEM for 


systems on the morket 





Capacities 
7S and 375 


gals. per hour 


OU-RITE for shallow 


MARVELETTE 


DUPLEX for 
shallow wells 
Capacities 

to 1800 
gals. per hour 


JET SYSTEM 


wells shallow wells 
Figure 1808 


Rite 
Capacities 
500 to 48 
go's. per 

h 


WORM DRIVE for 
deep wells 


MINUTURB 


for deep wells 
Figure 4 
MINUTURB 
Log 


POO + 


4 
i gals. per’ ' 
} . 
A 
a, 
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tor deep wells 
re 495 Two pipe 
hes and single 
0 to pipe systems 
ypacites 
from 200 
to 4500 
jals. per 
b 


OIL-RITE for deep 


wells 


Demitig 
WERCHANDISING 
_ HELPS 


THE DEMING COMPANY 
539 BROADWAY e@ SALEM, OHIO 


PUMPS AND WATER SYSTEMS 


Appliances in the Magazines 


WOMEN’S SERVICE GROUP 
Me Call's 


r pages 


nal 


Ladies Home Journal 


ed for Perfection 
er J 


ries 
4 ry 


Good Housekeeping 


\ 


Woman's Home Companion 
xl Meals,” 


( 


Household 
e Eart 


HOME SERVICE GROUP 


House Beautiful 
A N 


House & Garden 


y 
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American Home 
Your Kitchen Grow 
{ kctoner Amer 


ps to a 


FARM GROUP 


Farm Journal 
nA 
arn what 
USDA kit 
Successful Farming 
Mak Your 


f\etor 


Country Gentleman 
Hous Something 1 
Senne.—Noven 
tleman—includ 


mbination 1 


TY 


HOME ECONOMICS GROUP 


Whot's New in Home Economics 
H Id Eq 
\ 


Forecast 


Practical ltome Economics 


‘ 


Jardine To Continue To Head 
Pennsylvania Electric Co. 
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DISTRIBUTOR NEWS 





Sponsor Notre Dame Games 


EVERY GAME ployed 


York orea under the ; tf spor rh f General Electric's electronic fepart 


| by Notre Dome is being broadcast in the New 
1 Hotpoin ! through their New York distributor, General Electric 
the contract above are John Hicok t Hotpoint 
Richard Brehm and Norman Boggs of WMCA, and 


a 
f the Notre Dame club of New York 





Crosley Distributing Names 
O’Brien to New York Post 


TV Distributors Form 
Seattle Gridiron Club 


McGregor’s, Memphis, Names 
Jernigan to Sales Staff 


WESCO Announces Changes 
In Four Districts 


Thor Closes Portland Branch, 
Names Rice as Distributor 


Breyley Joins Indianapolis 
Firm as Sales Manager 


Fort Wayne Distributorship 
Moves; Graham Made Manager 


us » 


J. F. Novy Named to WESCO 
Sales Promotion Position 
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No matter how well made a piece of electrical equipment may 
be, its performance depends directly upon the cord set or power 
supply cord which supplies it with power. 


That is why it pays to insist upon Flag Labelled cord sets and 
power supply cords on the merchandise you handle. 


It means that the “lifelines” of lamps, appliances and other 
electrical equipment have been tested and inspected —not only 
the cords themselves, but the entire assemblies. 


Your customers will respond favorably to this visible evidence 
of safety precaution. Flag Labelling makes selling easier. It 
adds a plus value to your merchandise. For these advantages 
specify Flag Labelled Cords on your orders. 


SAFE ELECTRICAL CORD COMMITTEE, 155 Eost 44th Street, New York 17, N.Y. 


Moke sure the products you sell ore equipped 
with safe electricol cords bearing the Flog Label 


TV AND RADIO 
Wrapabout 


protection plus...easy, efficient handling 


Wrapabout protection for your 
TV and radio sets costs so little, 
yet it's worth so much. It's all- 
round protection, insured by 
heavily-padded canvas outside 
soft, scratchless flannel inside. 
It's versatile protection , each 
Wrapabout adjusts to a variety 
of sizes. Wrapabouts fasten se- 
curely and fast make delivery 
or service handling easy and 
swift. Wrapabouts pay for them- 
selves in no time by adding effici- 
ency in your operations . by 
assuring customer satisfaction on 
deliveries and pick-ups 


WEBB MANUFACTURING COMPANY, 2918 N. 4th St., Phila 33, Po. 
Send Wrapabovt prices and information on 


‘radie) 
(television) 


set model = make 
Nome 


Address 


City 















'T DEAL ii ih A DISTRIBUTOR NEWS 


make wiring jobs Safer « Faster « Easier 


VOLTAGE TESTER 


Not an ordinary “glo” type — actually indicates 
nominal line voltages on easy-to-read calibrated scale. 
Voltage tester and neon test lamp each independ- 
ent of the other give double dependability, double 
safety. Heavily insulated test prods with safety collar 
~~ have 4 inch handles. A top-quality, pocket-size in- 
strument, built to last for years. Complete with case. 





RCA Victor Distributing, John Walter, Inc., Names 
Buffalo, Names Southwick Shore in Sales Post 

















World Radio, Toledo, Buys und TeleKing 
And Remodels Building 






Hyland Electrical Sponsors 























W orld Radi and Apphance 
Gates <b ue © 10. i ( Toledo, recently purchased the Breakfast Tour of Plant 
vests Pon | Vis ac’+ 110 te 600 Ven DC = i tal - st aga : , : 
Seieneid anYT ( Blown fuses *¢ Grounded side of line . Maing | cupies a Hyland Electrical Supply ( 
tadionte OF THESE | * Meter oF appliance + Frequency ” Ad St 


(25 oe 60 cycle) © OC polerity 


for det strations to dealers sales: Paul Crawford, Chicago 
é Tri-State Buys Monumental =~ fly Tose Hace qoalcioand sate a ' 
Supply Co., Baltimore rte aye 











For floor of ceiling joists. No 


REEL end PULLER 
5 tools in one 
BIO erip makes & 
easy to pull tape 
through long con 


backbreak, mo strain, no led 
ders just pull on the 


sprocket chein. Makes joist 









boring $ times faster! Comes 



















duit vune, Tage can’t hint, o knocked-down, less pipe. Ad oe: ee ee ‘Raymond Rosen to Sponsor 
epring lnme it's elways in the justable for overhead work a ' paene es V Sh 
conduit of in the reel. Gaves up to = to $2 fect . erated fr lri-State’s Hour long Sunday T ow 
$0 im Aching time ‘ was st Ravee Rd. and ’ Y 
; Sold Through America’s Leading Distribut 8 ‘ t Mct “a 
; Mai, TODA WOR wgh America’s Leading Distributors Re “- M ; : | » tte 
{ re ae tel Tl ts) 1° Galel.) a ae ee a OP a eae " ‘ : ‘ . ~ ; t il \y , | ‘ signe 1 
i IDEAL INDUSTRIES, Inc nee ‘ ew tat ‘ r sponsorship . 
: 1037 Perk Avenue, Sycamore, Illinois j be a ted t lri-State es. 
- ry 4 € ¢ 5 
3 1 le wes nee Please send catalog information on the IDEAL 1 after n television show. C« 
. § 0 ae Vege. Best snd fuller Short-Cut" Tools checked at left i G-E Brings Sales Counselors — rogram is Zip 
bf, Wire Stripper Nami To New York for Meeting acts, Is mnufactur 
; () “Cell-Fien’ Spring Type Fish i 1 stat mr als will be 
% i] 7 COMPANY t 1 i l 
: BE Coble Cutter i ayed : f : Lseeh as 
se fuse C Clemp» ADDRESS n) \ tod 
4 1 i] Pose F . | ‘ 
| |) Veet-Lites city ZONE STATE : d . “ i 
: L =~ ee re ee ee ee ae ee ae =e eer ee ee ee ae - : . . : - 
W | ; H ‘ represent WESCO Pledges to Continue 
. are the tirst Two questions an electrica than 20 percent of the firm's “High Business Standards” 









Contractor asks about a service body? ere, mat I SS tne ate 


KTM Distributors Moves 
To Main Floor Location 





Newark Branch of Admiral 
Stages Dealer Open House 


1. The first is...HOW’S IT MADE? TOSS Aimiral Cory's Newark: dsb 
2. And the second...WHAT’LL IT DO FOR ME? Bilger te-tag: erry ob ideas 


’ 
HOW’S IT MADE? In Father's Steps factory brat 0 for the event 
Gory Alis” exclusive design and its extensive tooling and engineering moke ; 
possible heavy gouge steel construction (with the correct gouge for each 
component) and a unique bridge type underbody and these make possible 
hushier construction with lighter over-all weight and fewer number of parts 
than any comparable body on the morket That's why the MORRISON 




























Carry All” carnes greoter payloads——more electrical ond contracting equip 
; ppennlapecthiages Supplee-Biddle-Steltz Buys 
WHAT'LL IT DO FOR ME? Eastern Electrical Supply 
The MORRISON © Carry Al ss designed tor ready adaptation to any job in 
the electrical and stracting imdustres Morrison made provisions in the 
basic design f ind has made ovailable ao selection of —specilized 


accessories, so that the basx Carry All’ can be easily adapted for any 


& “~ purpose Additional special equipment « available for installation by more 
° 

. “,.@ then 5O established truck equipment distributors strategically located trom 

be 










nf to coast 






tay raee 
:° TRAWLE 













wry A 


MORRISON STEEL PRODUCTS, INC. 


Carry-All Body Division 








ROBERT SAMPSON 







607 AMHERST ST BUFFALO 7, N.Y 
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ELECTRICAL 


PARTICULAR, 
PRACTICAL 
SANTAS PICK 
CALLMASTER as the 
PERFECT PRESENT 


Complete set | 

| 
$39.95 | 
with 50° cable | 


and 


primed SfALERS pyramid profits! : 
L 


Electronic 2-Way Communicator 


Particular buyers of practical gifts 
the type that comes most often 
ur store will welcome Call 


aster with 


open wallets! Because 


Callmaster offers convenient, de 


pendable, economical inter-communi 


cation at a sensible price! 


Callmaster, a fascinating time and 
step saver voice saver, too . 
appeals immediately to homeowners, 
business and = professional 


With 


actually can be in two places at once 


people, 
everywhere Callmaster, they 
(Especially important two the busy 


housewife and mother!) 


Stock 


Callmaster, 


Be ready 
SELI 


son and all year 


feature 
this Christmas sea 
round. Take advan 


tage of these sales-making advantages 


PRICE—Callmaster offers, a ~ cost 
equa he most ex pensive 
PERFORMANCE Pertex sound 
i a whisper or whimper is 


tr and true 


APPEARANCE—Lustrous, mahogany 
plastic cabinet. Extra-thick, electric 
of. Bakelite control knobs 
PRECISION 

fica 


spe 


qual 


BUILT —Engineered 
ms components to 


N« surplus Parts usec 


INSTALLATION——F asier 


Durable 


SERVICE 


COMPLET 
Us I i 

Selec e Master-d 
sy™ s. A system for your « 

DEALERS—-Ask y 
rect us t 


about tf 


LINE— Masce 
‘ Mu 


Pack 
ba ers 


Ma Cpecadt. 
NATIONAL SALES OFFICE 


Wu M. SMITH COMPANY 
20 FERGUSON AVE. BROOMALL PA 











MERCHANDISING- 


DISTRIBUTORS 
APPOINTED 


American Central Division 
Ayco Mfg. Corp 





Astral Industries, Inc 


vA new 


Lar 


ratofr 


Homburg Bros. Pittsburgh, Pa 
Lone Stor Wholesalers, inc, Dallas, Tex 


Andrea Radio Corp 


new distribut 


ed by Andrea R 


D’Elia Electric Co., Bridgeport, Conn 
Ramsey-Bennett Co., Cleveland, Ohio 
Bowers Wholesale Corp., Norfolk, Va 


Admiral Corp 
G. W. Onthank Co., Des Moines, 


Ia., 


, , r ; 
Ad i evis ind a 


ed a distributor ot 


Blackstone Corp 


ew 


; betes 
‘ Black ‘ 


J. J. Skinner & Co., Inc 

Southern Wholesele Co 
lo 

Cavanaugh Co., Youngstown, Ohio 

Robert F. Clark Co., Denver, Colo 

Roberts Distributing Co., Houston, Tex 

Thomson-Diggs Co., Inc., San Francisco 
Calif 

Eastern Co., Providence, R. | 

Brown-Camp Hdwe. Co.,, Des Moines, lo 


Cleveland, Ohio 
Inc, Shreveport 


Allen B. Du Mont 
Laboratories, Inc. 


B. K. Sweeney Co., Denver, Colo., 
heer: { vihetasr ‘ 


Arne aT | 


1 Montt 


General Mills, Inc 


Irval Sales Co., Inc., Yonkers, 
N. Y as been made a distributor 


al Mill lect ousewar 


Hoover Co 


Roycraft Co., Minneapolis, Minn 
Roskin Distributors, Inc., Hartford, Conn 


Hallicrafters Co 


Halhecratt { 


Appliance Merchandisers Inc Fr 
Woyne, Ind 

Lowis 0. Bowman, Richmond, Va 

Groybor Electric Co, Houston, Texos 

Indiana Distributors, Indianapolis, Ind 


International Harvester Co. 


W yatt-Cornick, Inc., Richmond 
Va., ha et umed a dist itor 
ational Harvester refriger 


jucts 
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¢ full of pre-seld 


gift-minded shoppers 
ged about Cadilloc In 
al megozines 


DE LUXE 
MODEL 143-A 
2 speed control 
Set of attach. 
ments available 


ECONOMY 

MODEL 125 
(meeeghe speed) 
Set of attach. 
ments inctuded 


ring this Santa Claus trade 
into your store for 


Cadillac 


DE LUXE 
MODEL 800 
(2 -speed control 
Full Set of 
attachments 
included 


VACUUM CLEANERS! 


It’s easy, because hundreds 
of shoppers right in your 


own trading area* have 
read about Cadillac's fast, 


thorough cleaning. . 


» are 


ready now to buy Cadillac 
cleaners for themselves and 


for gift giving. 


Cash in on this built-up 
consumer acceptance. Feature 
Cadillac cylinder and 


ECONOMY 
MODEL 301 
(single speed 
Set of attach 
ments included 


upright models prominently 
in your window and floor 
displays. 


Demonstrate ‘em 
and you'll sell ’em— 


quickly and profitably. 


,«+« You make more 
profit per unit selling 
the ‘“dirt-hungry” four. Write 


for complete information about the 
Cadillac line—today. 


CLEMENTS MFG. CO. 


Dept. A, 6666 $. Narragansett Ave., Chicago 36, Ill. 


ADILLAC 


Pour vy Brush we ANERS 
M CLE 
VACUU 


*Ask for circulation 
breakdown showing 
coverage of Cadillac 
national advertising 


in your ¢ ommunity. 


Sold only by reliable dealers and distributors. 
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SURE IT’S DIFFERENT! 


FIRST 110-volt family-size clothes 


dryer on the market 


ONLY automatic dryer that licks 


lint and moisture problem. 


ALONE in the budget-price range. 


TAYLOR SUMMER BREEZE DRYER 
$139-95 


SETTER PROD 
g pct ~< 


if Sate) Miao) ile) 7 -Nile),) 


ALLIANCE rm 


DISTRIBUTORS 
APPOINTED 








“BEST” 





oe 
SAY LEADING 


MANUFACTURERS’* 
for Installing 


AUTOMATIC 
WASHERS 


Pat. Pending 
Me. 1800 Series 


Inlet Control Valve Brass of Chr 
mium finish. Left of right hand hose 
stiets. Standard 4," LP.T 


female ends at outlet 


male and 

and inlet 
sh waterway. Inlet hose cor 

ection male tor %%% standard ho 











valve All Gua a 
valves are Geare 


“Names on request teed Valves. 


MAIL COUPON NOW 


Guardian Products Core 
5 &. Record Street, Michigan 


Valve Division 


PRODUCTS CORP 
VALVE DIVISION 


t« 

Peace 
Name 
AA tree 
ew E-6, 1215 E. Second Street 
Lowe 


Murray Corp. of America 


New York, N.Y 
Charlotte, 


Gross Distributors, inc 
A. F. Epting Appliance Co 
N.C 


Packard-Bell Co 


George C. Mills, Los Angeles, Calif 

Jomes Madden, Gordena, Calif 

A. ®. Bell, Oakland, Calif 

Oliver Haack, Spokane, Wash 

Appliance Distributors, Inc, Denver 
Colo 

John E. Amberg, San Francisco, Calif 

L. H. Lewis Co., South Gote, Calif 


Stromberg-Carlson Co 
World Radio & Appliance 
Toledo, Ohio made 


Tele-Tone Radio Corp. 


Bregenzer Distributing Co., Min- 


neapolis, Minn., has been na 
! ‘ > ‘ ¢ , | | il 


te 


| Zenith Machine Co 


Allied Electric Supply, Pittsburgh, Po 
Triangle industries, Chicago, Il! 


Holcomb & Hoke Mfg. Co., Inc 


J. V. Folsom Co., Dallas, Tex., 


amed \ rn sales 
ating d 
; 


Steelman Phonograph & 
Radio Co., Inc 


Wood & Cies Distributing Co.., 
4 . 


Los Angeles ide a 


Fowler Mfg. Co 


Appliance Wholesalers, Portiand, Ore 

Schwabacher Seattle 
Wash 

FB. Connelley Co. Seottie, Wash 

Columbia Electric & Mfg. Co., Spokane 
Wash 


Hardwore Co 


Trav-Ler Radio Corp 


Twin States 
Charlotte, N. C 


Landers, Frary & Clark 


Central Queens Electric Supply 
Co., Jamaica, N. Y as be ' ‘ 


NOVEMBER 


Co., 


Distributing Co., 
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GRAWLS 


On Roller Bearings 
Op and Down Steps... Over Obstructions . .. 
Rolis Smoothly Over Fiat Surfaces 


HAND TRUCKS 


@ Patented Roller 
Bearing Crawler 
Tread 


© Sturdy Construc- 
thon -- Aluminum, 
Steel or Woed 


@ Safety Straps 
@ Patented Strap 
Tightner 





The famous 
Crawter Tread 


‘4 3 
A Movable Bett 
Over Gall Searings' 








Model $-2.5-1 





fever have you or your men experienced 
such complete utility with comfort as that 
offered by the Escort hand truck. No lifting 

no fatigue. Carries a full load safely up 
and down steps, over obstructions. This 
truck simply crawls over on roller bearings. 


Write for Catalog. 


Stevens Appliance Truck Co. 


avanman #040 ew 


AUGUSTA GEORGIA 


CORD SETS 


from 

“The Home of Good Cord Sets” 
Columbia's Cord Assemblies are 

made of the finest Underwriters 
Approved cord and plugs. Quantity 


and service are yours for the asking 
WRITE TODAY' 


Cord Sets for 


Television @ Radios 
Clocks @ Refrigerators 
Electrical Appliances 

Portable Tools 

We stock U/L applionce hookup 
wire trom 22 to 16 Ga 

0 colors available 


COLUMBIA 
Wire & Supply Co. 


2850 Irving Park Rd. 
Chicago 18, Ill. 
“Naotionel Distributors and Warehouse for 


Anaconda Denshecth Television ond Redio 
Wire ond Cables 


MERCHANDISING 





LEAGUE 
ACTIVITIES 








Cincinnati Association 
Elects New Officers 


Joseph C. Martin, head 


Shortest Distance 


Felix L. Ka 


sident 





PROFITS 2 


Rocky Mountain League 
Holds 47th Convention 


Vented Bedient (: 
culeter 3 a5 ‘ 
65.000 Btu 


Vented (irc vleter 
& 20,000 Bre 


Schuele Elected President 
Of Cleveland League 
a 
Frie 
president 


Cleveland 


Henges 


s~chuek V 


Coot Setety Cobimer 
Ceestonee Redient | Chicago Electric Assn 
25 & Ore Opens Cooking Institute 


+ ; 
id 


ncinnati Electrical Asst 
and he sashes yen 


visto 


f Williams 


; . 
pres- 


kitchens 


per 
} 


titute 


Planning for Profits Is 
Theme of NIEC Conference 


Because MORE People Ask 
for Dearborn 


STOVE COMPANY 


cHIcAaAGO 
$830 HW. Pulesk: Oe 


ee 
1700 W Comarerce SY 
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THE Kitchen-Aire EXHAUST FAN 
Is DIFFERENT... ! 


Dittereat. because it is FIRE-SAFE. grease laden air ia NOT drawn over motor: 
Different. because intake gril] may be mounted above cooking range even on 
inside wall; 

Differeat. because ordinary 6” stove pipe will serve for making connection 
between intake grill and exhaust fan; 
Difierent, because ft is QUIET. operati mechani is 

the wall; 





ted OUTSIDE 


Different, because it is weetherprool, —_ drat Fyn et protects against 
heat loss. operating b tree aluminum. 

Yes, the Kitchen-aire is different. i sactialy pert, comb i 

anywhere in new or old houses, keeps kitchens cool and 

end recreation rooms fresh and basements dry. Underwriters Approved. 

Advertised in Better Homes and Gardens. A fast seller: Inquire today: 


STEWART MANUFACTURING COMPANY 
3202 £. Washington Street Indienepolis, Indiane 











STOCK UP! CASH IN? 
on the line that hes everything 


GOLDEN TONE 
SMART STYLING 
VARIETY OF MODELS 
POPULAR PRICES 


More door chimes are sold during the 
Christmas season thon at any other time 
of the yeor. Get your shore of the busi 
ness in your community by featuring 
Rittenhouse 
bes 


the line the public knows 


THIS STANDARD DISPLAY 
1S A COMPLETE 
CHIME DEPARTMENT 


Get into the profit-moking door chime busi- 
ness with this ottroctive display board. Your 
customers will see ond heor the various models 
ond actvolly sell themselves. You can get o 


MALLIONS OF PROSPECTS 
WL SEE OUR NATIONAL ADVERTISING 


new display board now for the price of the 
chimes alone. Several boards to choose from 
Coll your electrical wholescler, or write us wan of venders of these ~ See 
magertines will see Rittenhowe Door Chime 
ods Stock up to meet the demand 
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"tg/all nase homas have One 0¢ wore weniilalris/ 
INDEX TO ADVERTISERS 
GET MORE OF THIS BUSINESS by selling NOVEMBER, 1950 
f ‘ali Automatic VENTILATORS an the tow ensomens wi 


newlyweds with 
Aw Conditioning Products Co = a 
Playrooms, Laundries , hee Alobama Mfg. Co paren ¢ 
' a Alliance Mig. Co the ewe guarantee 
of perfect contact 
America & Southern Corp the hoppy forewell 
American Central Div. Avco Mig te CoRdeliriem! 
Corp 
American Telephone & Telegraph 
Co 1 
Anchor Radio Corp 
Apex Electrical Mtg. Co., The 
Models 1020-1021 (10 Inside Freat Cover 
Coil-N-Wall Ventiletor Appliance Mig. Co “7 
For ceilings and inside walls . a0 Parts Jobbers Assoc ; 
nc 40 


for Kitchens Bathrooms Advertising Council, Inc, The 


Allied Electric Products Inc 








. Armstrong Products Corp 
@ Cash in or ’ , — market with " Arvin Inductries, Inc 68, 119, 129 


aon ‘ -_ shies a bane = : a ore . De Automatic asta he - Selected by leading manufacturers som 
Automatic Washer Co why not by YOU 


oo 
are 13,000 FASCO , : Belden Mig Co vi . 
alone!) Models tor « ‘ r for ceili or: ~ Bendix Home Appliances, Inc A full line of Flexible 


and inside walls ‘ ‘ ‘ r ‘ f - , 
those ceeadily inceeacing peeks orate thong for the Repair and 
Blackstone Corp oe 


WRITE WIRE or PHONE fo. © plete lof Models 844-846 8 Briggs & Stratton Corp e 
mation. FASCO ladustries, Inc., 18 Union St 1044-1046 (10 
Rochester 2, N. Y. (Phone HAmiltonw 1800.) For outside walls 


signed in collaborat v 1 America’s leading 
home huilders. FASC O) + nilators are « 
and easily costalled ‘ 


They move more air 


1) PUPP PEER. Ree 


Calgon Inc Distributors 


\ ' 1c > Capehart Farnsworth Co F rg ¢ See 
Fas £7 \ndustries, nc. BRAS SAMMEM I copisi vine COMPANY, 


Motors Corp 15 Park Row New York NY 
Chicago Tribune 30, 31 , oa 


are U eli Clements Mfg. Co 165 
olson Equipment & Supply Co 17! : 
YOU SONING | cextewen seers (2 | [Ee te MO Bea 
. Commercial Credit Corp 26 af Your Lighted Tree 
America's Fastest- Coolerotor Co., The 50 in MOTION . | 


Cornish Wire Co, Inc 168 





Calf-teria Sales Inc 














Peeve weed stempe 
end complete free information 


CHRISTMAS TREE TURNER 


Fort Weyne 3, ind 








of Ice Cream Freezers? 





Dearborn Stove Co Seestiian Adjustable 
Deeptreeze Div, Motor Products 5 Flees to most 
Corp 86 © Miacte Tree Sizes! 
DOLLY MADISON Delco Products Div General 
tLEcTRIC Motors Corp 
bf ae peer - Deming Co, The 
en 3 Dodge Corp., F. W 
Doherty Inc, Wm. J 
Domestic Sewing Machine Co 
Inc 
: This unusucl novelty is just whet yeu need 
Dominion Electric Corp for thrilling holiday windows—ond idea! 
Dow Chemical Co. The for Christmas displays throughout the store 


too. The “Kasson” is o handsome, sturd 
Driver-Harris Ce unit with a dependable, self-starting Ac 


DuMont Laboratories, Inc motor; lasts for years! 


S Z 


{- 
Modern Merchandise Displays 
Need LIGHTED MOTION! 


Easy Washington Machine Corp New Model 712 
ROTO-SHO 


Electric Steam Radiator Corp ABI dhe. wo 
Electrical Merchandising 139 ble revolves 3 o's Oo 


RPM while per 
Electromode Corp mitting novel Ceca Tumwtam ts 


" self - contained 
Eureka Div, Eureka Willioms lighting ettects 
Corp 150, 151 of operation of 
electrical de 
vices. Capacity 
SENSATIONAL DEALER POLICY 200 ibs 18” 4 
. » Family Circle ameter turnte 


| 
| 
| 
| 
| Selling Line Const Gonthenen 121 KASSON ELECTRIC 
! 
| 
| 
| 


Colt-Terie Seles, inc. Dept. Z 


terest me 


ADORESS 





- 


-ICER 


ELecrTraric 
DE 


du Pont de Nemours & Co 
E t., Finishes Div 


ELEecrTrRric 
STOCK 
WATERER 


INC., Dept. Z, FT. WAYNE, IND 


DROP SHIPMENT FOR JOBBERS 


CALF-TERIA SALES, 


ble allover 
. Farm Journal, Inc height only 7 | revolutionize your win- 
, | t Fasco Industries Inc Cow trem 
F = Write fo turntable catalog and price 
WRITE TODAY Florence Stove C st. Remembe tron displays meons more 
THE J. E. PORTER CORPORATION 


America’s Largest Manufacturers of Home 


Ford Motor Ce pmsagonns 
GENERAL DIE AND STAMPING CO. 


tegrity Since 1919 


ELECTRIC 
DEHORNER 


tive dealer prot 


Quck 


HIGH PROFIT, FAST SELLING, FARM SPECIALTIES 
Dealers order a few—WIRE for more—these items really SELL! 


aatinued ege 169 ‘ 
Continued on page 16 {ent 65, 267 Mott St. New York 12, N. Y. 
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lee Cream Freezers —82 years Old 


504-6 BROADWAY, OTTAWA, ILLINOIS 




















SEE NO EVIL 


Ii is evil to 
gloat upon man’s errors. But 
only a monkey blinds his 
eyes to the evils man suffers 


We must 
the facts of 


open our ¢cyes to 
cancer in order 


to defend ourselves against 


this dreaded scourge. For hu- 


manity s sake — and our own 


preservation — we must sup- 


port che crusade against this 


mortal enemy of man 


GIVE TO 
CONQUER CANCER 


AMERICAN 
CANCER 
SOCIETY 


ORDER BY MAIL AND SAVE! 
Eliminates Damages 
and Costly Claims 
NEW HAVEN QUILT & PAD CO. 


PADDED APPLIANCE 
COVERS 


[ 


LLL LLL, 


WASHING MACHINE 
COVER 


$9.00 


Gives complete protec 
tion Padded water 
proof. Height 49 di 
ameter 3! 


Automatic 
Only $8 ec 


Covers for 
Washers 


GAS AND RANGE 
COVER 


$12.00 


Easy to slip 
on and to re 
move Fits 
over back 
quard tee. 
width 42”, 
depth 28”, 
height 42”. 


SLULVLVILILLILVTTULLILLLLILLI ILI LLILVI TILL IL IL ILYTTIULT LIVI TLILIT TEL 


ELECTRICAL 





2 





REFRIGERATOR 
COVER $] 3.95 
Carrying harness 
extra Waterproot 
padded. Adjustable 
to fit 4 to 10 cu. ft 
boxes Wraps 
around completely 
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INDEX TO ADVERTISERS 
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Continued from page 168 


Fresh'nd-Aire Co. Div. Cory Corp 


Frigidaire Div. General Motors 


Corp 


Gas Applionce Mfrs 
General Die & Stamping Co 


General Electric Co 
Electronics Dept 


Lamp Dept 
Gibson Refrigerator Co 
Groyber Electric Co, Inc 
Guerdion Products Corp 


Assoc 


Homilton Beoch Co, Div 
Mfg. Co 


Hobort Mfg Co, 


Div 
Hoover Co, The 
Hotpoint, Inc 


Scovill 


The KitchenAid 


Household Magazine 


ideal Industries, Inc 


Kalamazoo Stove & Furnace Co 
The 74 


Keen Mfg. Co 


Kelvinator, Div. of Nosh-Kelvine 


tor Corp 


Ladies’ Home Journal 
Lamb Electric Co, The 
Landers, Frory & Clork 18 
Lewyt 


Div 
Life 82, 83, 
Lovell Mfg. Co 


Cerp., Vacuum Cleaner 


McGrow Electric Co, Clark Div 

McGrow Electric Co., Toastmaster 
Products Div 

Mend-it Sleeve Mfg. Co 

‘Merchandise Mart, The 

Merchandising Supplement 

Metal Ware Corp, The 

Midwest Appliance Parts Co 


Minneapolis Honeywell 
Co 


Modern Water Equipment Co 


Regulator 


Morrison Steel Products, Inc 
Motorola, Inc 

Murray Corp. of America, The 
Myers & Bro. Co., The F. E 


National Electrical Mfrs. Assoc 

28, 
National Housewares Mfrs. Assoc 
Nesco Inc 22, 
New Haven Quilt & Pad Co 


Norge Div, Borg-Warner Corp 


Ohio Washer Co 
Oster Mfg. Co., John 
Owens-Corning Fiberglas Corp 


Philco Corp 

Pittsburgh Plate Glass Co 
Porter Corp, The J. E 
Prentiss Wabers Products Co 


Continued on page 17! 


13 


36 


93 


95 


4) 


166 


75 
170 


Bock Cover 


42 
88 
19 


84 


Inside Back Cover 


124 


113 





HERE IT IS! 


THE NEW 


MODERN 


Automatic 


Electric 
WATER SOFTENER 


Flick @ switch—fer complete, cute 
meta regene: ation 

Seoled electric power unit elm 
tates field service end odjuitment 
Wigh capacity —21 0.008 te 420 000 
greims weenly if dewred. 

fully querenteed—\8 yeor wor 
tonty on softener! yeer wer 
treaty on electrical ports. 
Tripte-ecting: softens — removes 
tron — filters sediment. 


Eevily tnstalled—phigs inte any 
110-1 15¥ ALC. outlet, 
© Remote control optional, extre cow 


WRITE FOR DETAILS AND PRICES 


MODERN 


WATER SOFTENERS © FILTERS + WATER HEATERS 


to readers of 
ELECTRICAL 
MERCHANDISING: 


You can benefit 


from this 


money - making 
Ofer! 


» below 


Easily, Quickly, Safely 


with 


ROLL-OR-KARI 
DUAL TRUCKS 


Handling stoves, refrigerators, freez 
ers and other heavy, awkward load: 
is a cinch with Roll-Or-Kari Dua! 
Trucks. Adjustable to any size load, 
Roll-Or-Kori Trucks with the pat 
ented Step-On-Lift and Web Lock dg ch our 
and Tightener are easy to attach 
and easy to roll. Foot lever on each 
truck raises truck to rolling position 
Folding handles. Capacity 1,000 Ibs 
Shipping weight 40 Ibs. 

Be thrifty in ‘Fifty — Roll-or-Kar 
Dual Trucks are your insurance 
against time losses and breakage 
losses. Write today for full informo 
tion. Dept. B. 


ROLL-OR-KARI CO. 


MANUFACTURERS 
ZUMBROTA e 


and tind out how WAHL 
Clippers, Dryers and 


Vibrators con br ng ex 


woy 
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@ APPLIANCES @ SPECIALTIES @ ACCESSORIES 
@ EQUIPMENT @ TOOLS @ INSTRUCTION 


MERCHANDISING Ht @ MATERIALS © REPAIRS 


FOR MORE SALES —- FOR MORE PROFITS 


S U P P L E M E N T UNDISPLAYED RATE DISPLAYED RATE: 


$1.60 « lime as ingertion. Minimum $6.06 17.20 per inch per insertion “ontract 
Firet line emall black face type.) Frac rate on request (An advertieing 
° tena! lime counts as line. 19% Discount inch t# measured vertically %~ on 
on ucts sd ervices if fall advance payment te made for 4 ene column. There are ¢ columne- 
consecutive insertions 48 inches to « page.) 























Tough jobs MADE EASY COIN METERS 


WITH THE NEW Add Profits 
YEATS APPLIANCE DOLLY Bett cot operated taun- 


Gry equipment today 
You'll have no worries about second story 4 Trailer Parts 
deliveries when you use the dolly with the - Behoete 
Step Glide. Climb those steps with less effort, Clute 
in less time, and with more safety. The 56” Apartment Weusse 

toll aluminum frame hos curved cross members for round appli Meusing Prejects 

ances, straight slide on back for quick, easy loading, and a felt : ag hy = 
padded front. YEATS IS THE ONLY DOLLY WITH PATENTED a pose. Write today 

STRAP RATCHET. Write for full mformation ; 


YEATS APPLIANCE GOLLY SALES CO. 
2124 North 12 Street Milwaukee 3, Wis . New York 17, MY. 


THE NEW KEEN MODEL SR HAND TRUCKS for Sete & Boxy ag —— 
handling of FREE °\°:7" FREE WES | \ i R l) 
All Purpose Home Delivery Adjustable RANGES REFRIGERATORS — ‘ $ Washing Machine 6 Vacuum Cleaner Parts. 4 | 


Magnesium Appliance Truck Appl: DEEP FREEZE AND ait ’ =" Save money by ordering all your supplies ‘ m t » 
ances can be moved horizontally, dwg pee he qq hd. TS 4 | Oe Cae CIGSRAeD seures \ \ S H | \ (, \l \ ( H | \ t ( () . 
er tical 2 al hy a © TELEVISION "Ss . Quality, Service, Low Prices M f f Par 
ynally abd vertically and also has @ spe urs anufacturers o arts 
MIDWEST APPLIANCE PART » 
cal tealure of 4 3” swivel caster which SELF-LIFTING PIANO TRUCK CO -008.Bs EST APP ‘ain Chieage Ts co. sh Aehie 
riMOLay ONO 


permits the truck to also be moved wde 




















woys. This «§ advantageous in basement m=] rm N 1 
wells. Photograph show an with « tenes : 
ce eee ee ee we | | LOVELL WRINGER ROLLS fini, MEND-IT’ SLEEVE | | ELECTRIC RANGE PARTS 
delivery truck Factory Machined Rolls Save Time ~~ gay XH UNITS — SWITCHES 
Write ft toleg ¢ was A. yey PARTS 7 a a -A = ASBESTOS COVERED WIRE 

wwe oa IROMER PADS AN OvE . C . a 

ALL SIZES FOR ALL MAKES ET White for Catal om RESISTANCE CONS 

KEEN MFG. CO. OHIO WASHER COMPANY wrenen onc MEND-IT sine? urs Standord Electric Stove & Mfg. Co. 
505 Degwood Harlingen, Texes 1123 Baperier Ava Clevetand 14, Otte at oe oie 831 W. Central Avenue Toledo, Ohio 





























* 236 Gonite Av.. Piedmont 11, Calif 
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CLASSIFIED ADVERTISING 








OPPORTUNITIES: SELLING EMPLOYMENT MERCHANDISE BUSINESS 


VUNDISFPLAYVED ' . f of ISPLAVYED 


ul 














SS ae ee +2 as : eg LEGAL NOTICE 


CORRESPONDENCE INVITED WANTED 
OF PROMINENT FAN AND SALES MGR. 
MOTOR MANUFACTURER hue gas suhadiee, cous 


sales monager to take charge of sales 


: n Chicago, Mid West and Eastern stotes 
Relative to highest efficiency Top earnings. Must have sales experience 


aerodynamic products including mn plumbing appliance and building 
exclusive Design Styling, sup trade. Write. Give complete bus. beck 
ported by highest C.F.M. per 
watt input 





pround, educ., expr, etc. Contidential 





“Ww 

All new products include Disc | msinieninmpnciianianiimanigni 
d Propelle e F &T 

he pe ieee of eee | | Wanted _ ——— 

design & performance | D | 4 T R j . T : LATION 
ona | SALES MGR. 


—E Notional Migr. of leading major appli 





Th wonts high-calibre, sales monager 
[ARIZONA BUSINESS OPPORTUNITY to supervise and develop sales in Atlanta EMPLOYMENT . . . EQUIPMENT 
FOR SALE Exclusive Electr ' Georgra. Must hove soles experience in BUSINESS 


Aronence Sosieee, Eanes: | | glombine. eppliance ond building trade. | 8) ee OPPORTUNITIES 


city of 7000 Top earnings. Give complete bus. bock 


Annual sales volume $80 000 t 0 ground educ expr, etc Contidential , Whatever your need— 
eeteel he | | swe rate | think “SEARCHLIGHT” FIRST 
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The 
1950-1951 


ELECTRICAL 
MERCHANDISING 


CLASSIFIED 
DIRECTORY 


OF 


APPLIANCE, RADIO 
AND TELEVISION 
MANUFACTURERS 


ts now avacable 


This Directory was prepared by the Statistical 
Department of ELECTRICAL MERCHANDISING to 
gether with all known appliance manufacturers who 
have cooperated up to this date 

No expense was spared to make this the most 
accurate Directory published in this vast field. Here 
are listed over 3000 Manufacturers of Appliances 
Radios, Television Sets and Record Players, com 
plete with trade names, street and city addresses, et: 

Dealers, distributors, manufacturers and adver 
tising agencies doing business with this industry will 
find this Directory invaluable to have on file as a 
handy guide to names of all the manufacturers of 
appliances, radios and television sets. The size of 
this directory, which is approximately 42” x 11” 
makes it very handy to carry in a coat pocket for 


quick and easy use 


PRICE 50c 


Special prices available on orders of 25 
or more copies if shipped to one address 
For prices fill in bottom line of coupon 


N THIS COUPON WHEN ORDERING AND MAIL TO ADDRESS BELOW 


At 50¢ per copy, please enter 


my order for the follow ng 


| | COPIES OF THE ELECTRICAL MERCHANDISING DIRECTORY 


ADDRESS 


PRICE IN BULK OF COPIES 


RESEARCH DEPARTMENT 
ELECTRICAL MERCHANDISING 


330 W. 42nd St * <A McGraw-Hill Publication * New York 18, N.Y. 
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Redio Corp. of America, RCA 
Victor Div 98 

Raytheon Television 

Regine Corp, The 

Revere Camere Co 

Rittenhouse Co. Inc. The 

Rival Mig. Co 

Robertshow-Fulton Controls Co 

Roll-Or-Keri Co 


Sate Electrical Cord Committee 

Searchlight Section 

Self.Lifting Piono Truck Co 

Sentinel Radio & Television Corp 

Seth Thomes Clocks 

we gy Corexa Typewriters inc. 
L 


Smith Co, Wm. M 
Smith Corp, A. O. Water Heater 


Ld 
Son-Chief Electric, inc 


Spencer Thermostat Div. Metals 
& Controls Corp 132, 

Standard Electric Stove Mfg. Co 

Stevens Appliance Truck Co 

Stewart Mfg. Co 

Stewart-Warner Electric Div 
Stewart-Warner Corp 

Stromberg Carlson Co 

Successful Farming 

Swartzbaugh Mtg. Co 

Swing-A-Way Mfg. Co 


Tappan Stcve Co, The 
Taylor Corp, The 
Telechron inc 

Thor Corp 

Toastswell Co, The 
Tuttle & Kift, Inc 


Viking Air Conditioning Corp 
Voss Bros. Mfg. Co 


Wahi Clipper Corp 

Webb Manufacturing Co 

West Bend Aluminum Co 

Westinghouse Electric Corp 
Appliance Div 

Westinghouse Electric Corp 
Television-Radio Div 

Westwood Washing Machine Co 

Whirlpool Corp 

White Products Corp 

Wiegand Co., Edwin L 

Wilcolater Co, The 

Wilson Refrigeration, Inc 

Woman's Day 110 
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Yeats Appliance Dolly Co 
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T bis index is published a1 a convenience 
to the readers Peery care us taken to 
make it accurate, but ELECTRICAL 
MERCHANDISING assumes mo respon 


sibility for errors oF omissions 





ARtLO 0 “SE 


AUTOMATIC SHUTTER 
WEATHER-SEALED 




















FRONT vitw--CLOSEOD 


It Leads the Field 
In Features 


There is every reason why you shouid 
use AIRFLO shutters on your job. New 
hea reinforcement strip adds « 
aod oun life to the louvers. assures quiet 
operation and pertect counterbalance, pre- 
vents rattling Aluminum louvers open 
fully, permitting capacity fan operation. 
Deep shroad protects shutter from high 
Tie-rod, brackets and ae 
inside frame, not exposed to weather 
Special finish resists corrosion. Mani 
other features. Write for Ulustrated cats 
log 42 A of the complete AIR-FLO ling, 


AIR CONDITIONING 
PRODUCTS CO. 


2340 West Lafeyette Bivd. 
DETROIT 16,- MICHIGAN 

















%* PAYS FOR ITSELF IN A WEEK 


because one man can handle appli- 
ances weighing up to 800 Ibs. 
Wheels swing forward to slide 
truck under the appliance; swing 
back to center the load. 

Sled-runner frame slides up and 
down stairs, in or out of truck. Ap- 
pliance is strapped on and cinched 
tight with ratchet cincher. Rubber 
pads protect appliance. Order yours 
today... only $48.50 


COLSON EQUIPMENT & SUPPLY CO. 


1317 Willow Street, Los Angeles 13, Calif. 


71 
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The wringer with 


talking points 


a woman can’t resist 


(... and it knows when to stop) 


Women listen when they hear the Lovell 77 story. No other 
wringer does so much to make washday fast and simple. 
Demonstrate the 77 wringer—let it speak for itself! 


SY le ates i ee ee 
PULL AND | STOP 


A slight instinctive tug stops my rolls instantly 
I put safety where you need it most—at your 


finger tips, 
oe 


= 


I 


PUSH AND J WRING OUT MORE DIRT, TOO 
| SWING : ¢ My gentle Pressure Cleansing action forces 


\ out dirt that would normally remain in the 

/ A lady-like push on the \ fabric. I’m quick and careful, too! os 
wringer frame swings me 1 

to the next operating posi- 

tion. And I don’t have a 

position lock lever to 


complicate things. 


AND LOOK HOW IM BUILT ! 


We Lovell 77 wringers not only do our jobs better, we live longer— 
thanks to Lovell construction features like these: 


"GUARDED TOP” CONSTRUCTION gives SINGLE-LEAF SPRING gives balanced 
housewives added protection. pressure. 


POWER ELECTRIC ROLLS with three ADJUSTABLE PRESSURE for every kind 


laminations of rubber give right of fabric. PRESSURE CLEANSING 
cleansing pressure. ALL-STEEL H-type frame prevents 


HAROWOOD BEARINGS never need oiling. twisting or breaking. ; WRINGERS 


WRINGER-TYPE WASHERS ARE YOUR BREAD AND BUTTER, THE BEST ARE LOVELL EQUIPPED! LOVELL MPG. CO., ERIE, PA. 


also makers of Lovell Drying Units 
ene wa, —™ ee a gE el coral 

















New star salesman for Kelvinator dealers! 


IT’S MORTON DOWNEY, star of the sparkling new Kel- tailers right now .. 
vinator television show, “STAR OF THE FAMILY. tele for the future. 


vised coast-to-coast every week in every mayor television cits 


and one that will help them build solidly 


Here is dynamic new expression of Kelvinator’s retail- 
’ . 
and town in the country! minded thinking ... dramatic fulfillment of that pledge in the 


Kelvinator Franchise book which states: 
In the short few weeks since its premuere, this great new show 


with Morton Downey singing and emeeeing . . . has *Retail-Minded Advertising ... 
already brought to American families such noted performers 
as Morey Amsterdam. Joan Edwards, The Ink Spots, Miss 


America of 1951. The Roonevs. Connie Boswell, and other 


The sincere and forceful character of Kelvinator advertising 
huilds an ever-increasing preference for the products of Aelvin- 
ator, and respect for the dealers who handle them. The measure 
topflight stars of the entertainment world. of every advertising program is... how effectively will it con- 

" tribute to the sale of merchandise for the retailer? And that simple 
It has also brought te millions of American families fuller I 


buat sure gauge of meru u ill remain the guiding consideration im 
awareness of another great family —the whole family of 


Kelvinator Electrical Foudionte, featured attractions at all the designing of Kelvinator advertising . . . through the years.” 
Kelvinator dealer stores. 7 i s 

fbove: Morton Downey, singing star and Master of Cere- 
monies of Kelrinator's “Star of The Family” show, and John 
from Kelvinator that is doing a powerful selling job for re Laing, announcer, on the night of the premiere. 


GET mony 
Wom 8 
TUNE IN! EBS-TV reChanatovr 


“STAR OF THE FAMILY” 
See your local paper for day, tim THE MOST VALUABLE FRANCHISE IN THE APPLIANCE INDUSTRY 


and station 


Ilere is great new advertising and merchandising backing 


KELVINATOR + DIVISION oO F NASH-KELVINATOR CORPORATION + DETROIT MICHIGAN 





